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FROM THE EXTENSIVE NEW 
a 


Juckson & Church bine... 


THE BEST SOLUTION TO YOUR DIFFICULT 
COMMERCIAL AND INDUSTRIAL HEATING PROBLEMS 


NEW J-C DIRECT-FIRED UNIT HEATERS and J-C SUSPENDED UNITS 
are the most versatile members of the famous Jackson & Church 
Warm Air Heating line. A check of the performance figures of these 
units against your own commercial and industrial heating needs, 
proves again that Jackson & Church solves more heating problems 
... better! 


NEW J-C DIRECT-FIRED UNIT HEATERS 

Available in outputs from 400,000 to 2,000,000 Btu., they can be 
installed on the floor, or suspended either inverted or horizontally. 
J-C Direct-Fired Unit Heaters are designed for either No. 2 or No. 4 
oil, gas firing, or combination oil-gas. They are self-contained, auto- 





matically controlled units equipped with air circulating blowers. J-C 
Direct-Fired Unit Heaters make possible savings in installation costs, 
and maintenance costs. 


NEW J-C SUSPENDED UNITS 


All the advantages of suspended heating — easy 





placement in out-of-the-way locations, savings 
in valuable floor space, almost limitless zone 
heating possibilities — now available for plants, 
stores, churches, schools and other large struc- 
tures. New gas models with inputs of 200,000 
to 400,000 Btu., with some units A.G.A. approved 
as horizontal furnaces or as blower type heaters. 
Oil-fired suspended units have outputs up to 
1,000,000 Btu/hr. Underwriters approved as a 
complete unit. 


POWERATED 
Outputs 
400,000 to 
3,800,000 Btu 





POWERAIRE 
Outputs 
152,000 to 
320,000 Btu 





DIRECT-FIRED 
Outputs 
400,000 to 
2,000,000 Btu 





COUNTERFLOW 
Outputs 
100,000 to 
175,000 Btu 





SUSPENDED 
Outputs 
89,000 to 
1,000,000 Btu 


For complete information contact your nearest Jackson & Church representative or write direct to the factory. 


JACKSON & CHURCH 





| SAGINAW, MICHIGAN 


FURNACE DIVISION 





Let it blow — /et it storm! 


your jobs are up to stay 
with MircoR Gutter and Accessories 


You can stake your reputation on a Milcor installation. 
Because every Milcor product is precision-made of tough 
galvanized steel... made to last...made to stand up under 
the pressure of dé6wnpours, ice, or strong winds. 


It’s easy to get a sturdily erected job with Milcor Gutter 
and Accessories. Each part fits snugly to the others, stays put, 
and keeps its shape even under the weight of ladders! 


For jobs that go up to stay, choose Milcor Gutter and 
End Caps =: eae Se Fe Accessories from a complete line. Prices available from your 


jobber or nearest branch. 
Hangers 


Slip-Joint 
Connections WW liketels the 


Outlets rozeyaale)i-)4-Mellal-mmeni 
gutter, conductor 
pipe, elbows, and. 


accessories 


Mitres 


INLAND STEEL PRODUCTS COMPANY 


DEPT. F, 4023 WEST BURNHAM STREET ° MILWAUKEE 1, WISCONSIN 
BALTIMORE @ BUFFALO @ CHICAGO e CINCINNATI © CLEVELAND ® DALLAS @ DETROIT 
KANSAS CITY ® LOS ANGELES ® MILWAUKEE ® MINNEAPOLIS @ NEW YORK ® ST. LOUIS 
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Here it is! Waterless cooling 


a -assembled 


New, self-contained Mueller Climatrol is 
factory charged... tested... ready to 

install and operate. Complex installation problems 
leave you leery of air-cooled air conditioning? Forget it — 
they’ve been eliminated with this single, self-contained, 
two-ton Mueller Climatrol. It’s so easy to install, any sheet 
metal man can do it . . . so economical anyone can afford 

it. Sells for about the same as a remote condensing unit. 
Here’s another profit-maker for the man who handles 
Mueller Climatrol. With the industry’s most complete 

line of heating and cooling equipment, you can 

answer any customer’s preference. And a hard-driving, 
nation-wide sales promotion program gives you 

the pre-selling power of brand recognition. 

Want more information about this new 

unit ...and your profit possibilities with 

Mueller Climatrol? Drop us a line today. 


a « 
See your man 
from 


Dept. 66 * «<weu W. Oklahoma Ave. * Milwaukee 15, Wis. 


+ 0SN08 3 are turning greener every day 


IN ATTIC INSTALLATIONS — For homes with wet heat, base- IN BASEMENTS AND CRAWL SPACES — Unit is hung from beams 
mentiess homes, etc. Unit sits on rafters close to outside wall, or joists or can sit on floor . . . is tapped into duct system with 
with intake and exhaust vents to outside. Main line duct down only negligible ductwork revision. Short air intake and exhaust 
center branches off to individual rooms. to outside wall. Includes cooling blower. 





AMERICAN ARTISAN, Ji 





the editor’s 


notebook 





Thumbing Through 
This Month's Artisan 


we note that 
school heating business jumps 
when a Heating Dealer Lays 
It on the Line for Architects. 
to Madison Sheet 
Metal Co., Indianapolis, we 


In a visit 


see how the dealer watches 


for new school construction 


jobs, then approaches the 


architect with specifications 


for equipment he  recom- 
mends, photos and blueprints 


of previous jobs he has in- 


Type D-O 

and D-10 
Gouge for 
basement tank 
installations 


the editor’s 


notebook 


(continued) 





Odor in Evaporative Coolers. 
Author R. S. Ash identifies 
the source of the disagreeable 
odor sometimes identified 
with recirculating types of 
coolers as living micro-or- 
ganisms in the water which 
are permitted to multiply as 
the water is re-used. Having 
identified the source, the 
author takes us through some 
of the procedures for remedy- 
ing the problem, prescribing 
such preventive measures as 
bleedoff, adding algicides to 


sump water and replacing 


stalled and performance data 


ACCURATE, DEPENDABLE, }7j’",20"8 
WEATHERPROOF GAUGES  “ectively. 
Easy fo install...Easy to read! 


saturation pads. 
from one or more of his ex- 


isting installations. We check 


a sample description of a 
previous job and we see how 
this presentation gets the job 

it's too complete to turn 
down, 


Multi-Level 


and we look on 
as the NWAHACA Mobile 
Lab Tests Heating Perform- 
ance in Split-Level Home, in 
response to a growing trend 
toward this type of residence 
with its peculiar layout and 
distribution problems. We 
visit a four-level home with 
warm air supplied from an 
84,000 Btuh oil-fired furnace 
through two extended ple 
nums to 4 in. diameter ducts 
which lead to floor registers 


on the third and 


second. 
fourth levels, while overhead 
registers in one extended 
plenum supply air for the 
ground level recreation room 


We follow the 


ing procedures in the first of 


five day test- 


five articles on the study and 
we note the engineer's recom- 
mendations which will result 
in more efficient heating per 


formance by the system 


Odor 


and we take 
a short course in bacteriology 


How to Controi 


to find out 


Unaffected by specific gravity changes 
or variations, Sentry Remote Gauges 
accurately indicate liquid level at all 
times. Simplified mechanical opera- 
tion eliminates unnecessary fittings, 
bulbs or levers for serviceman to 
tamper with as well as his need for 
access to building. Remote Gauge may 
also be combined with At-A-Glance 
Direct Gauge, shown below, for read- 
ings at both tank and remote loca- 
tion if desired. Non-corrosive, stain- 
less steel and brass extension lines 
connect tank float with heavy-duty 
cast aluminum, weatherproof, ther- 
mometer type indicator — calibrated 
in fractions. Unconditionally guaran- 
teed. Write for descriptive literature. 


pat 


GREEN BAY > 


Gauge for 
underground 
tank 
installations. 
Fits 2” 
openings only, 


a 


a 
ee 
—_ 
ee 


KRUEGER, Sere GAUGES 


WISCONSIN 


AAAS AG! 


Boot 


and we solve 
this month’s pattern problem 
with Hugh Reid, whose ar- 
ticle, Here Are Details for 
Developing an Offset Stack 
Boot Fitting is presented in 
response to reader request 
and describes development of 
a fitting needed often in in- 
stalling forced air and gravity 
systems. Following simplified 
drawings accompanied by 
step-by-step procedures pro- 
duces an accurate pattern 
without wasting material 
through trial and error. 


Warm Air Dealer ‘Best 
Equipped’ for AC Work 


I LIKED the way John W. 
Norris, president, Lennox 
industries, expressed his opin- 
ion of the air conditioning 
industry's future. Mr. Norris 
said: ‘Heating dealers are 
the most perfectly equipped 
contractors to do the resi- 
dential air conditioning job 
properly and profitably of 
any group of individuals in 
the country. 
“After all, 

conditioning in 
and small commercial estab- 
lishments is precious little 
more than you men _ have 
been doing for a great many 


summer aif 
residences 


AMERICAN ARTISAN, JUNE 1956 





‘Does a full day’s 
work by — 
‘1OA.M.--- 
the — 





~™ 


1 Fabricates both the receiver lock and the offset 
lock for both round and square duct. 


2 Snap lock is made flat—no restrictions on 
diameter of pipe or size of duct. 


Work is easily nested and stored for assembly 
on the job. 


Fabricates 24 to 30 gauge at speeds up to 35 
feet per minute—requires only standard 110 
or 220 volts. 


As easy to operate, and as fool-proof as your 
Lockformer. 


Self-adjusting roll for various gauge steel. Quick 
setting entrance gauge. 


Can be supplied with special rolls, (at the 
factory) for making Reeves or other special 
type snap locks. 








why it costs so little: 


Many of the basic components of the Snap Lock 
Machine are interchangeable with those of stand- 
ard Lockformers. Since these components are 
mass-produced, the savings effected in manufac- 
ture make possible the low price at which the 
Snap Lock Machine is offered. That’s why the 
Lockformer Snap Lock Machine costs hundreds 
of dollars less than other equipment made for the 
same purpose. 


why it saves so much: 


A forming speed of up to 35 feet per minute speaks 
for itself. A full day’s production in less than two 
hours is still a conservative estimate of the time, 
labor and money saving ability of the Lockformer 
Snap Lock Machine. Obviously, the machine pays 
for itself quickly out of savings made. 


Write for bulletin 


THE LOCKFORMER Co. 
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years. You have become ex- 
pert in the field of winter 
air conditioning. You have 
learned how to design and 
install air distribution  sys- 
tems in residences and small 
commercial buildings. You 
have learned how to deal 
with home owners as con- 
trasted with dealing with the 
maintenance engineers in 
public buildings. You have 
learned how to merchandise 
in the vast home»market. In 
the winter time, of course, 
your forced warm air equip- 
ment distributes conditioned 
air throughout the building. 
Your warm air furnace adds 
heat to this air as part of the 
winter conditioning process 
‘In the summer time your 
refrigeration equipment mere- 
ly extracts or removes heat 
from the air. But the major 
problem is still that of dis 
tributing proper quantities of 
this conditioned air and dis- 
tributing it properly through- 
out the building. Actually, 
cooling is a great deal simpler 
than heating. There is less 
service know-how required to 
service refrigeration equip- 
ment than is involved in gas 
and oil heating equipment.” 


Dealer Faces Another 
Growing Competitor 


THIs COULD BE read very 
quickly and passed over with- 
out much afterthought, but I 
caution you to think about 
the following news item and 
to keep a watchful eye on its 
effect on the public: 
“NEMA Section Promotes 
Electric House Heating 
In Industrywide Program 
Public Information Commit 
tee of the Electric House 
Heating Equipment Section 
to Direct Promotion Efforts 
Along Three Key Lines 
“The first industrywide 
promotion of residential elec- 
tric heating was launched 
recently at a meeting of 
the newly organized Public 








CHAMPION 
SNAP-LOCK PIPE 


Use the convenient 
“five footers” or “two footers” 





“Five Footer’’ snap lock pipe 
5’ lengths packed 10 (50’) 
per carton. 28-30 ga. 4”-5”- 
6"-7"-8". Two Footer’’ snap 
lock pipe 2’ lengths packed 
20’ or 40’ per carton. 24-26- 
28-30 ga. 3” through 12”, 





CHAMPION 90° 4-pc. adjust- 
able elbow and 45° 2-pc. 
angle will speed installation 
for you every time! Extra 
strong... smooth, easy ad- 
justment . . . do not come 
opart. 12 to a carton. 


See Your Champion Jobber 


CHAMPION FURNACE PIPE COMPANY 
211 Eaton Street * Peoria, Illinois * Phone 6-4639 
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Information Committee of 
the Electric House Heat- 
ing Equipment Section of 
NEMA. 

“The committee’s efforts 
will be directed along three 
fundamental lines. It will 
seek to: 1) create an aware- 
ness on the part of the gen- 
eral public of the advantages 
of electric house heating; 2) 
promote greater acceptance 
of electric house heating 
among those power suppliers 
not yet completely ‘sold’ on 
the idea; and 3) provide 
fundamental information on 
the installation and use of 
electric heating equipment to 
builders, electrical contractors 
and electrical distributors. 

“The growing acceptance 
of electric heating by hun- 
dreds of power suppliers will 
be employed by the commit- 
tee to further stimulate its 
promotion and use across the 
country.” 


Where does the warm air 
heating dealer enter this pic- 
ture? Only if electric fur- 
naces become popular — and 
there is a chance that low ini- 
tial price of electric panels 
may create a difficult barrier 
for the warm air dealer to 
overcome. The only advan- 
tage (item 1, above) that 
can be offered is installation 
price, as panel heating will 
never provide the comfort 
that a warm air system can. 
I suggest that the warm air 
heating industry fight “‘fire 
with fire,’’ as the saying goes. 
The best way this can be 
done is through the merchan- 
dising and sales promotional 
activities of the local dealer. 


How fo Attract 
Prospect’s Attention 
GETTING THE ATTENTION of 
the person who is a prospect 
for your services is becoming 
more difficult. Everywhere 
the prospect turns, something 
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THE COMPLETE LINE of 


Heating Cooling & Commercial Registers 
New Perimeter Baseboard Diffuser 





ies 


NO. 900 OPEN TOP DIFFUSER 


B VUVVTUTUTVNTUNIVUTVNNTND TETEETETTIITITITITrrrrrr 


NO. 905 CLOSED TOP DIFFUSER 


Delivers more air than any diffuser of similar size! 








PERIMETER FLOOR REGISTER 
Sizes: 
2% x 10 4x 10 
2% x 12 4x12 
2% x 14 4x 14 


+305 
Y2” VERTICAL FIN REGISTER 
Sizes: 6x4 to 30x10 


SOME JOBBER OUTLETS 
STILL OPEN 
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NO. 900 
OPEN TOP | 
FREE AREA | 
LENGTH Sq. In. || 
17” 30s ” 26 $5.40 
24” 43 ” 38 6.85 
30” 54 | ” 47 7.35 
36” 65 i ” 56 7.95 


NO. 905 
CLOSED TOP 
FREE AREA 


| 
| 
| 


Prices subject to standard Dealer Discounts 


LENGTH Sq. In. MODELS 








+80 
PERIMETER SIDEWALL DIFFUSER 








Write for Catalogue of our complete line 


= 84 
PERIMETER BASEBOARD DIFFUSER 











+243 
PROJECTION REGISTER 
Sizes: 10x6 to 30x8 


Cc OR 


Sizes: 


+30 
VY," VERTICAL FIN SIDEWALL 
Sizes: 6x4 to 30x10 


P OR AT 
a | rimwet § 
‘Oe 1s fer 
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is bidding for his attention 
through some form of adver- 
tising radio, 
television, billboard or direct 
mail. All of 


and 


new spaper, 


media 
well 
worth while to get your story 
to the public, and 
you've got to do it 


these 
others, too, are 
across 
when 
other industries are also try 
ing to get the prospect's at- 
tention. I liked the advice of 
Fairfax M 


Foote, 


Cone, president, 


Cone and Belding, 
who pointed out that adver- 
tising 


must be ‘‘extraordi 


nary’ to be outstanding in 
ac hieved Mr 


Cone listed simplicity, ease of 


the results 
reading and understanding, 
and creative approach to the 
subject as the best keys to 
developing extraordinary ad 
vertisements. This is good 
material for those who pre 


pare their own advertising 


Wins A-Plus 
For Heating History 


WE RECENTLY carried on an 
interesting correspondence 
with Miss Fay Thompson, a 
high school senior who was 
writing a term paper on the 
History of Heating in Ameri- 
ca, Fay is the daughter of 
Fred Thompson, a_ heating 
and air conditioning dealer 


Park, IIl., 


explains her interest in the 


of Forest which 


subject. She went to various 
sources 14 in all in- 
cluding American Artisan 
and other publications as well 
as manufacturers and associa- 
tions to get the data she 


needed. Using the informa 
tion thus obtained, she traced 
the development of heating 
in this country from the fire- 
places of the first white 
settlers to the heating sys 
tems of the present She il 
lustrated her work with car- 
toons depicting the inade 


quacies of early stoves and 


hand fired furnaces and show- 


10 


. Creative 
Engineering 
PRODUCES 


.. Mu-Way 


OIL. BURNERS 


Save yourself time, bother and worry. Select 
an oil burner that you can be sure will live 
up to your customers’ expectations. Nu-Way 
Oil Burners, a product of thirty-five years of 
creative engineering, have been exceeding 
expectations . . . and establishing new goals 
of engineering standards. Only the highest 
quality components go into the building of 
Nu-Way Burners. Performance-tested motors 
—extra-heavy transformers . plus rigid 
sand cast housings and 0.0015’ motor pump 
alignment for quieter operation. Painstaking 
final assembly assures you that the creative 
engineering of Nu-Way Burners results in 
longer life and lower upkeep. 


For detailed information, write the Nu-Way 
Corporation, Rock Island, Illinois, Dept. 
A A-656. 
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ing the advantages of modern 
warm air heating systems. 
We thought she did an ex- 
cellent job and we were de- 
lighted to learn that she drew 
an A plus for her efforts. 


Firm Must Prosper 
To Benefit Society 


I'D LIKE to see this slogan 
in the office of every sheet 
metal contractor and warm air 
heating-residential air condi- 
tioning dealer: “Only an en- 
terprise that is nurtured by 
adequate profit can be bene- 
ficial to society.” Roger M. 
Blough, board chairman, 
United States Steel Corp., 
said this — and the growth 
of his company over the 
past 50 years, providing 
greatly increased employ- 
ment, is an excellent ex- 
ample of the benefits a profit- 
making organization can offer 
to society. 


Sees Serious Labor 
Shortage Ahead 


ALL OF Us would like to 
look into the future, but our 
ability as seers is very lim- 
ited. Industry has a fair 
chance of estimating what 
will take place within a dec- 
ade or two. History, opin- 
ions, and projections all pro- 
vide some basis for estimating 
trends during the years ahead. 
For our industry, the future 
looks good. A news release 
from E. I. du Pont de Ne- 
mours and Co. states that the 
United States will need to 
produce $750 billion in goods 
and services by 1976. Figur- 
ing the labor force available 
at that time, it looks like 
we ll be about 76 billion man 
hours short of filling this 
need. Of course new media 
and automation will help 
some, but it looks as though 
the problem of obtaining 
good apprentices and giving 
them adequate training is go- 
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THE POPULAR SOLUTION TO 


LOW cosT 


PERIMETER HEATING 
AND COOLING! 


TVA AAAS 
. the first choice of installers for SS SRA AN AN) 
A \) AY YY ~ 1s \ 


sidewall, floor and baseboard dif- 
fusers. And there’s a reason for this 
overwhelming popularity .. . H&C 
Perimeter Diffusaires have proven to 
be the most efficient and economical NO. 401 SIDEWALL DIFFUSAIRE 
method of achieving top results in a 

Practical, efficient and popularly priced . . . 


perimeter heating and cooling. first choice in its field. Ideal ‘air flow pat- 
; 7 tern, positive balancing adjustment. Sizes 
Maximum comfort and efficiency re- 10x6, 12x6, 14x6. Also available with No. 


suit from the Diffuscire cir ow pat- AAP ieee Raa 
tern which is exceptionally high, ing construction. 

broad enough to blanket the outer 

wall of the average room, and is so 

directed as to practically eliminate 


streaking and discoloration. 


Your H&C Jobber will be happy to 
demonstrate these units, and show 
you why HA&C is the preferred source 
among users who demand more 
comfort at moderate cost. 


Get your copy . 
of our new NO. 411 FLOOR DIFFUSAIRE 
Catalog ‘‘A”’ 
— your Jobber Opposed louvers create an even, efficient 
has it. air flow pattern. Convenient adjustment pro- 
vides positive balance. Choose from 9 
popular sizes. 


MANUFACTURING CO. 
500 E. file iis HOLLAND, MICHIGAN 


IN CANADA: HART & MellGS MUD Vac teeta) 7 \) nl) oad |) a) bey ile 
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ing to be with us for a long 
time. 

Is your shop adequately 
staffed with apprentices? Sev- 
eral sheet metal 


talked 
80 


contractors 
I've indicated 
that percent of their 
journeymen are products of 
their apprentice training pro- 

takes more 
however, 


with 


than 
make 
an employee want to remain 


grams. It 
training, to 
with a company for long pe 
riods. A good employee re- 
lations program is something 
to utilize to its fullest if an 
accurate manpower source 1S 
to be maintained 


More Firms Recognize 
Salesman’'s Importance 


that the 
salesman 


I AM 
importance ot 


GLAD to see 
the 
is becoming widely recog 
It's that 
the salesman is credited with 
the 


country's economy. A report 


nized, about time 


his rightful place in 
of a survey recently conducted 
by American 


Association 


Management 
indicates that 82 
percent of the responding 
companies provide pensions 
for their salesmen. Even as 
suming that the survey repre 
sents a more progressive than 
average segment of manage- 
ment, the 82 percent inclu 
marks a 


1953, 


sion of salesmen 


dramatic advance over 
when a _ nationwide 


half 


¢ ompanies 


study 
the 
ex 


showed less than 
participating 
tending pensions to their sales 
forces 

In the present survey, sales 
men fare better than plant 
employees, and about as well 
as office employees on fringe 
benefits promoting security, 
pensions, hospital and health 
insurance, life insurance, paid 
sick leave, and severance pay 
A_ few 


they had set up certain plans 


firms, in fact, said 


for salesmen only 


Salesmen get paid vaca 


tions in 165 of the 179 com 


NOW... Divert Air 


Where You Want It! 
































AIR “EXTRACTOR” 


This new A-J Air Extractor gives you maximum control 
of any forced air system. It’s not a “damper type” control 
to meter available air flow through a grille, but a “scoop” 
that diverts air from the main duct to branch ducts or 
grilles and increases output over normal flow where 


needed. 


The curved steel blades of the A-J Extractor are adjust- 
able and act in unison to provide a controlled and uni- 
form flow of air into branch ducts. A single key rod pro- 
vides fast and easy adjustment through the face of a grille 
or register, and eliminates need for removal. The extrac- 
tor is sturdily constructed, and fastened in the duct with 
two screws. Velocity of the air will not alter setting. 
Write for full information and prices. 





FREE CATALOG 


listing, describing and pricing 1,000 types 
and sizes of grilles, registers, etc. 


A-) MANUFACTURING CO. 


Dept. A-6 











3601 E. 18th St. Kansas City 27, Mo. 
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panies surveyed. Of the mi- 
nority of firms having either 
a profit-sharing or a Christ- 
mas bonus plan, most include 
salesmen. 

Fringe benefits help to re- 
duce sales turnover, 
most companies said. But this 
was far from the only reason 
for installing them. The mo- 
tive expressed most consist- 
ently that of simple 
moral obligation. “We have 
never been able to figure out 
why salesmen should not be 
included,” one sales manager 
explained. 

Many firms believe that by 
giving the greater 
security, they set free his en- 
ergy for productivity on the 
job. A number of companies 


force 


was 


salesman 


feel that the benefits encour- 
age loyalty not only 
the salesmen but 


from 
also from 


their families. 


Colored Building Panels 
Growing in Popularity 


COLOR is 
important 


becoming more 


each year in 
decorating large structures. 
A few ago it was 
thought that the metal clad 
office and factory was the 
ultimate in design and beau- 
ty. Lately, however, there has 


yea rs 


been a noticeable trend to- 
ward the specification of col- 
ored metal panels for this 
use. I've recently learned that 
with 
bright hued glazes will be 
making its debut soon. The 
first panels are scheduled to 
appear in a New York office. 
The glass is sprayed on the 
stainless steel, then baked on 
in the same procedure used 
for The 
glaze is translucent and dis- 


stainless steel coated 


porcelain enamel. 


tinctive in coloring due to 
the brightness of the stain 
less steel background 


Clyhe 9. Barner 


EDITOR 
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...and Chrysler 
Engineering makes 


every installation 





easy!” 





Closet “‘Spacesaver’’—Airtemp vertical 
furnace (gas or oil) with V-type cooling 
coil on top. Waterless or water-cooled 
condensing unit located outside home. 





AMERICAN 


‘‘We weren’t sure about taking on 
cooling,’’ say many dealers, ‘‘but 
signing with Airtemp has been the 
smartest move we’ ve made. Training 
sessions with our Airtemp distrib- 
utor have taught us enough about 
cooling to handle any job.” 


Fast, easy installations! Airtemp 
gives you complete instructions cov- 


ering every type of job. Top Chrysler 
engineers have designed every 
unit to make your work as simple 
as possible. What’s more, with 
Airtemp you get important selling 
advantages: 

You can sell every prospect. No sales 
missed because you can’t handle the 
installation. 


eeeeeeveeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


Full information on an excellent Airtemp franchise is 
yours for the asking. Write to: Airtemp Division, Chrysler % 
Corporation, Dept. AA-6, Dayton 1, Ohio. 


THE FORWARD LOOK 


Your customers have confidence in the 
Chrysler name. High engineering 
standards of Chrysler make your 
selling job a cinch! 


Superior Airtemp features and per- 


formance result in satisfied customers 


for you. In yearound air condition- 
ing service, your record will be sec- 
ond to none! 


DIVISION 


CHRYSLER CORP 


ZA 


IN HEATING - AIR CONDITIONING FOR HOMES, BUSINESS, INDUSTRY 
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Now sheet metal users can look to a new, dependable 
source of galvanized sheets. Jones & Laughlin Steel 
Corporation is putting more than 100 years of steel- 
making experience behind its new facilities for the pro- 
duction of high grade galvanized sheets. 

New J&L Galvanized Sheets carry on the J&Lreputation 
for quality steel. Produced with uniform ductility, flatness, 
and surface finish, they are typical of J&L ability to pro- 
duce to exacting specifications accurately and faithfully. 

Galvanized by the proven Sendzimir process, J&L 
Galvanized Sheets have a tight uniform coating that re- 











sists cracking and flaking, even during severe forming 
and drawing operations. 

J&L Galvanized Sheets are produced with a high- 
lustre finish that creates eye appeal and customer accept- 
ance for your finished products. 

The next time you order, remember—J&L Galvanized 
Sheets are available in both coils and cut lengths to fit 
your continuous operations. They work up easily—can 
be formed, rolled, drawn and cut to your satisfaction. 

Available in a range of gages and widths to meet your 
requirements. Get complete details today. 


Jone 


& Laughlin 
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RADIATOR 


. distinguishes the Kalamazoo line of heating 
equipment. Here is the heart of America’s most 
efficient furnace — the amazing Kalamazoo warm 
air conditioner. 


The Octagon Radiator is just one of several important 
features of Kalamazoo’s line of quality, trouble-free, 
warm air units — engineered, designed, and manufac- 
tured by men who know heating problems. 


The 8-sided radiator creates the utmost in uniform, clean, warm 
air from every ounce of fuel. 


The 8-corners mean greater turbulence of hot smoke and gases 
causing hotter and longer burning fires — a stirred-up fire burns 
longer and hotter. 


No lost fuel up the flue, but constant heat transfer over the Oct- 
agon’s surface — every inch working. 


LAMAZOO 


Since 1901 — the Finest in heating equipment 





lp 





For over half a century, the Kalamazoo trade mark 
has stood for the finest in heating units. A great name 
yesterday, today, and in tomorrow's field of heating, and 
air conditioning. 


We're proud to number among our fine distributors 
those shown on the opposite page. These well established 
distributors know the many advantages of handling the 
Kalamazoo line of warm air conditioners. 


Conditioners Excellent dealerships and distributorships are still 


available. For further information on Kalamazoo's line of 
profit makers, write, phone, or wire us NOW. 


100 ROCHESTER AVENUE 
KALAMAZOO, MICHIGAN 


Since 1901 — the finest in heating equipment 
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BEHLER-YOUNG 
COMPANY 


Distributors of 


LAMAZOO 


Warm Air Conditioners 


“One of the most important 
features of the Kalamazoo 
Furnace & Appliance Com- 
pany’s line of fine warm air 
conditioners is the trouble- 
free operation. When you 
get right down to cases, it’s 


merely a case of selling em, 


installing ’em and forget- 
é yor’ 


ting ‘em. A good name in 


the field.” 


BEHLER-YOUNG COMPANY 
342 Market Street, S. W. 
Grand Rapids, Michigan 


SCOTT WOOD & METAL 
INCORPORATED 


Distributors of 


LAMAZOO 


Warm Air Conditioners 


“Our dealers prefer Kala- 
mazoo furnaces because for 
all around performance they 
can't be beat. The service on 
delivery from the factory is 
tops, too. We place an 
order and before you know 
it there's the unit. Yes, we 
are all sold on the Kalama- 


z00 line.” 


SCOTT WOOD & METAL, INC. 
Gastville 
Aurora, Illinois 


F. W. SIEFFERT & SON 


Distributors of 


LAMAZOO 


Warm Air Conditioners 


"Actually there are many 
fine features to the Kalama- 
zoo furnace. Each one has 
been thought out and plan- 
ned with the home owner in 
mind. There is a great deal 
of sales appeal from every 
angle. Our dealers are as 
enthusiastic as we on the 
tremendous saleability of 


the Kalamazoo line.” 


F. W. SIEFFERT & SON 
2004 West Lake 
Chicago, Illinois 





GEO. A. KNERR 
COMPANY 


Distributors of 


k LAMAZOO 


Warm Air Conditioners 


"These units are a good buy 
for us and for our custom- 
ers. Workmanship, materi- 
als, service, all add up toa 
quality line. We find it a 


real pleasure to handle the 
famous Kalamazoo line. 
T here is a real customer sat- 
isfaction which means that 
the Kalamazoo name will be 
recommended more and 


more as time goes on.” 


GEO. A. KNERR COMPANY 
6326 Transit Rd. 
DePew, New York 
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NEWVILLE HEATING 
SUPPLY, INC. 


Distributors of 


LAMAZOO 


Warm Air Conditioners 


“The best buy for us and 
our customer is Kalamazoo. 
Yes, it is true. Kalamazoo’s 
line of trouble-free, warm- 
air conditioners can’t be 
beat for the number of 
built-in quality features. 
Kalamazoo is meant for you 


—and your customers. 


NEWVILLE HEATING SUPPLY, INC. 
1211 East Eleven Mile Road 
Royal Oak, Michigan 





KNAPP 
SUPPLY COMPANY, INC. 


Distributors of 


LAMAZOO 


Warm Air Conditioners 


“It bas been our experience 
that these Kalamazoo fur- 
naces are planned and man- 
ufactured by fellows who 
know heating problems. 
W hether gas or oil fired, 
things have been thought 
out so that there is a mini- 
mum of trouble and costly 
service after installation. 
This is very important to 
both our dealers and our- 


selves.” 


KNAPP SUPPLY COMPANY, INC. 


420 S. Ohio Ave 
Muncie, Indiana 
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with. Wheeling SoFIITE 


. the coating won't crack, peel or flake regardless of how you fabricate it. 
It will take a Pittsburgh Lock as easily as it will a simple angle... and look 
none the worse for it. Matter of fact the coating will take anything the base 
metal will... and still come out looking as smooth, unbroken and shining- 
bright as ever. That’s because Wheeling makes sorTIre in a new and different 
way with the zinc coating tighter than ever before possible. 

As a result, seams stay tighter, joints are surer, 
jobs look better, last longer, give utmost customer 
satisfaction. 

Next time you need sheets remember, only 
Wheeling makes sorTrre, the tightest-coated gal- 
vanized sheet available. Get in touch with the 
Wheeling warehouse or sales office nearest you for 
full details. 


name 
Sg WA4 


\v Y) i - la P,) 
ine elang 

This is Wheeling’s Detroit warehouse. 

Other Wheeling warehouses and sales offices 

are strategically located throughout the 

country. They all offer immediate delivery 

of warehouse-stocked Wheeling items such 

as sorTrre Cop-R-Loy Galvanized sheets, WHEELING CORRUGATING COMPANY, WHEELING, WEST VIRGINIA 

Galvanized Furnace Pipe, snap lock | or Warehouses: Boston, Buffalo, Chicago, Columbus, Detroit, Kansas City, Louisville, Minneapolis, 

closed seam Perimeter Heating or Air ¢ on- New Orleans, New York, Philadelphia, Richmond, St. Lovis. Sales Offices: Atlanta, Houston. 

ditioning Pipe, and accessories, Style K ’ 

Gutters, Square Conductor Pipe, Flashing, 


Valleys, and fittings. 
SR NSA SONI 
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NiAGARA 




























Gas-Fired Winter Air Conditioner 
MODELS 50-3AC, 50-3XAC, 50-4AC, 50-5AC, 50-7AC 














A new look to a furnace with a proved record of performance 


If you want a furnace that is the “cream of the crop,” 
investigate the Niagara Series 50 gas-fired winter air 
conditioner — the deluxe furnace with PROVED de- 
pendability and PROVED economy. 


The heart of the Series 50 is the famous Niagara cast- 
iron heat exchanger with copper-chromium-iron alloy 
combustion chamber guaranteed for 20 years. 

Of course there are many other outstanding features 
such as the 3-speed direct-drive blower, for better 
circulation of clean, filtered, humidified warm air; 
and automatic controls for peace of mind and care- 
free heating. 


In its new modern styling, the Series 50 is a masterful 


example of both beauty and performance. The cabinet 
is finished in a rich metallic blue-green and has been 
compactly redesigned to eliminate unnecessary space. 


There really isn’t a thing that has been overlooked to 
give you the finest in completely automatic winter 
air conditioning. 


For summer cooling there is a Niagara refrigerated 
air-cooling unit that works in conjunction with the 
Series 50 using the same filters and duct work. 


Here is really a great furnace that will provide years of 
utmost comfort and convenience at low operating cost. 
The Series 50 is A.G.A. approved and is available in 
various Capacities to fit the requirements of any home. 


NiAGARA is the word for maximum heat at minimum cost 





The Ni AGARA Series 50 Gas-Fired Winter Air Conditioner 


MODELS 50-3AC, 50-3XAC, 50-4AC, 50-5AC, 50-7AC 


> 
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CAST IRON HEAT EXCHANGER with 
copper-chromium-iron alloy combustion 
chamber is unequalled for withstand- 
ing high temperatures, assuring life 
time service 


FAN AND LIMIT CONTROL SWITCH is 
actuated by the bonnet temperature 
and regulates the speed of the blower. 


FILTERS are ample in area to do a 
thorough cleaning job and are easily 
changed through filter access door 


SUMMER-WINTER SWITCH controls 
blower for summer air circulation or 
continuous high speed blower opera- 
tion for extra air circulation during 
winter. Switch can be installed any 


where for remote control 


OlL CUPS are extended for easy main 
tenance of blower bearings. 

BLOWER has three speeds with auto- 
matic two-speed control. A_ single- 








speed, belt-drive blower is also avail- 
able as optional equipment. 


CABINET is constructed of reinforced 
22-gauge steel. It is modern in design 
and richly finished in a metallic blue- 
green that harmonizes with any setting. 


SAFETY PILOT is valve type with a man- 
val re-set, and is designed to prevent 
flow of gas to the main burner in case 
of pilot flame failure. 

SILENT GAS VALVE provides noiseless 
control of gas burners. An oil-filled 
power head operates the valve disc 
through a simple, rugged lever system. 
PRESSURE REGULATOR maintains uni- 
form gas pressure to the main burner. 


PILOT SHUT OFF VALVE controls flow 
of gas to pilot burner. 


MAIN GAS VALVE installed in incom- 
ing gas line 4 to 5 feet from floor. 


rvvryas| eure 
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INSULATION around inside surface of 
heat exchanger compartment is made 
of heavy, foil-covered asbestos. 
PUSH-BUTTON LIGHTER is semi-auto- 
matic and ignites pilot burner when a 
lighted match is inserted through open- 
ing in burner door and button is pushed 
on the gas line. 

RAISED PORT BURNERS are preci- 
sion-drilled, cast-iron, atmospheric-type 
burners. 

PILOT BURNER is permanently located 
for positive quiet ignition of main 
burner. 

AIR BAFFLE for even distribution of air 
around heat exchanger. 
TRANSFORMER steps down the incom- 
ing power supply to the proper voltage 
for operating the automatic controls. 


LEVELING BOLT in each leg correctly 
aligns heat exchanger. 
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Wisconsin to Get 
Natural Gas Line 


THe Micuican Wisconsin Pipe Line 
Company, Detroit, has applied for 
construction of new pipeline facilities 
to provide natural gas service to 10 
companies for distribution in 39 com- 
munities in Wisconsin and one in 
Michigan, the Federal Power Com- 
mission announced. The application 
has been accepted for filing, the FPC 
stated. 

The proposed project, at an esti- 
mated cost of $17.598,000, would in- 
clude 424 miles of pipeline exten- 
sions, 48 miles of main pipe loops, 
and a total of 12,600 hp in compres- 
sor capacity in Wisconsin, Illinois 
and Michigan. The Michigan Wiscon- 
sin firm said requirements of the 
proposed new utility customers would 
total 74,391,000 cu ft of natural gas 
per day in the third year. 


(Continued on page 22) 


SMACCNA Completes New 
Warm Air Heating Code 


THE SHEET METAL and Air Condi- 
tioning Contractors National Associ- 
ation, Inc., has prepared the fourth 
edition to its National Warm Air 
Heating Code. 

Nine suggestions and supplements 
have been added to the code. They 
are: suggested licensing  ordi- 
nances for warm air heating con- 
tractors; model bill for statute author- 
izing adoption of codes by reference; 
suggested registration and bonding 
heating 


ordinance for warm air 


dealers; where to obtain manuals 
used in code; chimneys, flues and 
vents; bond, license and permit fees 
in typical cities; examination ques- 
tions for license applicants; the in- 
spector (what he can do, salary, qual- 
ifications) ; and reciprocal licensing. 


Changes in the code are based on 


Survey Planned to Study 
U.S. Home Characteristic 


A STUDY OF THE PHYSICAL character- 


istics of new housing is being con- 
ducted by the Bureau of 
Statistics of the U. 


Labor. It is sponsored by Producers’ 


Labor 
S. Department of 
Council, Inc., the organization of 


building materials, manufacturers 
and associations. 

The survey, which will cost $48,- 
500, is designed to provide informa- 
tion on the style and type of homes 
that builders are constructing, the 
number of square feet of floor space, 
the number of bedrooms and bath- 
rooms, the number with basements or 
utility rooms, how the houses are be- 
ing heated, what types of kitchen 
equipment is being provided, con- 
struction cost and what type of build- 
ing materials are being used in con- 
struction. The results will be tabu- 


lated before the end of the year and 
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circulated among the nation’s build- 
ers and suppliers. 

“The rapid growth of the home 
building industry since the end of 
World War II has made such a sur- 
vey of housing characteristics abso- 
lutely necessary,” said William Gil- 
lett, president of the 
Council. “The results will alter the 


Producer's 


thinking of many manufacturers and 
builders. It is another important step 
toward keeping our people the best 
housed in the world.” 

Similar surveys have been con- 
ducted in the past, but never on such 
a wide scope with so many questions 
to be answered. The sample will cover 
from 40,000 to 45,000 homes, all of 
which were started during the first 
1956. 
will be answered in interviews with 
the builders. 


quarter of All the questions 


tests conducted at Michigan State 
University. The SMACCNA arranged 
for a series of tests to be made at the 
Mich. school in 1954 to 


show that certain revisions in clear- 


Lansing, 


ances as specified by the National 
Fire Protection Association were 
needed to keep pace with changes in 
modern heating systems and construc- 
tion techniques. 

Working from test setups and fol- 
lowing procedures approved by the 
National Fire Protection Association, 
significant results were obtained and 
presented to the NFPA warm air 
heating subcommittee. These results 
were in turn accepted by the general 
committee in January and approved 
at the NFPA annual convention in 
May, 1955. 

The approved clearances found at 
Michigan State were incorporated in 
a revision of Pamphlet 90 of NFPA, 
which was split into two separate 
standards, 90A and 90B. These clear- 


ances are in the revised code. 


Nuclear Energy Studied 
For Heating, Cooling 


\ NUCLEAR ENERGY committee has 
been formed by the American Society 
of Heating and Air-Conditioning En- 
gineers to study the effect nuclear 
energy might have on the heating 
and air conditioning industry. 
Chairman of the committee will be 
Ralph A. Sherman. Serving on the 
committee with Mr. Sherman will be 
Walter F. Friend, Walter A. Grant, 
Li. 


nings. 


Hunter and Burgess H. Jen- 


One of the objects of the commit- 
tee’s study will be to keep abreast of 
developments in nuclear energy af- 
fecting the heating and air condition- 
ing industry and to serve as the 
source of information for dissemina- 


tion to society members. 
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Producers to Increase Output 
Of Type 201-202 Stainless 


AN ATTEMPT TO meet the demand 
for austenitic stainless steel in the 
face of a continuing nickel shortage 
is being made by many steel pro- 
ducers. Producing companies are test- 
ing types 201 and 202 stainless steel, 
new low nickel, high manganese al- 
ternates to conventional austenitic 
types, according to reports from Com- 
mittee of Stainless Steel Producers, 
American Iron and Steel Institute. 

Wide experience with low nickel, 
high manganese steels was acquired 
by research and practical applica- 
tion during a shortage of nickel in 
World War II. These are the first 
of the low nickel, austenitic stainless 
steels to be recognized by the in- 


dustry. The 200 series is a new 


Southern California 
Wants Minimum Code 


A RESOLUTION ASKING for a minimum 
code for heating and air conditioning 
dealers in Southern California was 
proposed by the Institute of Heat- 
ing and Air Conditioning Industries. 
The committee which made the pro- 
posal asked that the dealers’ section 
of the institute prepare a list of stand- 
ards to be presented to the manufac- 
turers and distribution sections. It 
also asked that the proposals be put 
before the organization’s directorate 
for approval and adoption, followed 
by a widespread publicity campaign 
to acquaint the consumers with the 
code. ; 

The committee, which was named 
in March, held several closed meet- 
ings in adopting the resolution. The 
committee used the Chicago code as 
a model for the suggestion of ideas 
for a Southern California code, but 
warned that because of the different 
conditions existing in the two local- 
ities, it should not be taken as a rec- 
ommended code. 
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family of stainless steels and not sub- 
stitutes designed to meet an emer- 
gency, the report states. 

Production of 201 and 202 stain- 
less steels during the first quarter of 
this year has more than doubled last 
year’s output. Some industry leaders 
have said they expect a continued 
growth to such an extent that these 
types eventually will replace up to 80 
percent of the higher nickel content 
types. This is an expectation closely 
tied to estimates of the future avail- 
ability of nickel, 
stainless production consumes one- 
fifth of the United States’ nickel. 


since austenitic 


The physical and mechanical prop- 
erties of the two new types are similar 
to the other series. Yield strength, 
ultimate tensile strength and hard- 
ness in the annealed condition are 
higher, but not to any great degree. 

In high temperature tests, the 200 
series has exhibited properties supe- 
rior to equivalent types in the 300 
series, rupture strengths of type 201 
comparing favorably with type 347 
and superior to type 304, according 
to the report released by the Commit- 
Steel 
American Iron and Steel Institute. 


tee of Stainless Producers, 


Central Air Conditioning 
Sales Rise 68.5 Percent 


SALES OF CENTRAL residential air con- 
ditioning systems showed an increase 
of 68.5 percent last year over the 
sales figures for 1954, according to 
the Air-Conditioning and Refrigera- 
tion Institute. At least 130,000 homes 
received the central cooling systems, 
compared to 77,150 sales in 1954. 

These figures do not include the 
1.3 million room air conditioners 
sold at the consumer level in 1955. 
This was an increase of 30 percent 
over the previous year. 


How Do Awnings Affect 
Solar Energy and AC? 


THE AMERICAN society of Heating 
and Air-Conditioning Engineers is 
making plans to conduct a study on 
the effect of awnings on reducing 
solar heat entering buildings using 
air conditioning. Members of the 
metal and canvas awnings industry 
have offered to raise part of the funds 
to complete the study. 
Work on the study is scheduled to 
begin this summer if the necessary 
funds are raised. 


necessary 


Gas Fired Incinerator 
Sales Stopped in L.A. 


THe Los ANGeELes BurLpinc and 
Safety Commissioners have revoked 
the general approval for sales of 16 
makes of gas fired incinerators. The 
move was an effort to protect the cus- 
tomer against wasteful purchase of 
incinerators since the Los Angeles 
anti-incinerator law which was passed 
last year will go into effect October 
1, 1957. After that date it will be il- 
legal for the homeowner to use the 
back yard and single chamber in- 
cinerators. 


Natural Gas Line 
Planned for Wisconsin 


(Continued from page 21) 

Communities to be served by this 
proposed project are: Antigo, Merrill, 
Marshfield, Wausau, Schofield, 
Rothschild, Mosinee, Brokaw, Stevens 
Whiting, Park Ridge, 
Marinette, Peshtigo, Wis- 
consin Rapids, Biron, Port Edwards, 
Nekoosa, Waupaca, Sparta, Tomah, 
Chippewa Falls, Eau Claire, La 
Menomonie, __ Clintonville, 


Point. 


Oconto, 


Crosse, 


Kaukauna, Marion, New London, 
Seymour, Shawano, Weyauwega, 
Bear Creek, Combined Locks, Embar- 
rass, Hortonville, Kimberly, Little 
Chute and Manawa, all in Wiscon- 


sin; and Menominee in Michigan. 
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When Good Sellers Get Together! 


RICHMOND 


BUDGETEERS 


WINTER AIR CONDITIONERS GAS- AND OIL-FIRED MODELS 


Here’s a line-up of Richmond’s Budgeteer Series— 
engineered to meet all customer demands for performance 
and economy. Gas or oil fired, with or without 
extended jackets, styles and sizes for all 
installation requirements from 70,000 to 140,000, 
BTU/Hr. capacities. You'll find just the unit that 
means customer satisfaction, generates 
word-of-mouth praise that leads to added sales. 


WRITE FOR FREE TECHNICAL BULLETINS! 


HIGH BOY For a variety of installations including small spaces 
such as closets or utility rooms. With or without extended jacket. 
GAS: Type VG-36: 70,000, 90,000, 110,000 and 130,000 BTU/Hr. 
input. A.G.A. approved 


EXTENDED 
JACKET 


COUNTERFLOW For basement-less, slab type homes or any 
perimeter system. May be installed in closet or utility room. With 
or without extended jacket. 

GAS: Type CG-46: 70,000, 90,000 and 110,000 BTU/Hr. input. 
A.G.A. approved 

OIL: Type CO-81: 84,000 and 112,000 BTU/Hr. output at bonnet. 


LOW BOY For a wide range of installations including full or 
half basement. With or without extended jacket. 
GAS: Type LG-16: 70,000, 90,000 and 110,000 BTU/Hr. input. 
A.G.A. approved 
- OIL: Type LO-61: 84,000 and 112,000 BTU/Hr. output at 
EXTENDED bonnet. 
JACKET 


SUSPENDED-HORIZONTAL For attics, crawl spaces or sus- 
pension in utility rooms and basements. 

GAS: Type AG-56: 60,000, 80,000, 100,000, 120,000 and 
140,000 BTU/Hr. input. A.G.A. approved 

OIL: Type AO-91: 84,000 and 112,000 BTU/Hr. output at 
bonnet. 


HEATING - COOLING 


RICHMOND WEATHER-AIRE 


CENTRAL COOLING 
Air- and Water-Cooled, enclosed High Boy 
or evaporator type units available for use 


with all Richmond Budgeteers, PLUMBING FIXTURES DIVISION 


SHOWN: Evaporative cooler in- - 
stalled in warm air supply duct. Rheem Manufacturing Company 
16 Pearl Street, Metuchen, N. J. 
Look to RICHMOND for a complete line—automatic heating—central summer cooling units. 
Other Rheem Products: WATER HEATERS * WATER SOFTENERS * WEDGEWOOD GAS RANGES AND CLOTHES DRYERS * STEEL AND FIBRE CONTAINERS 


ry, 
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Another Dealer Tells Why He Switched to 


LEW 


e gives me fast, thorough 
service that means extra profit” 


--. says Frank Arnold, owner of 
Prudential Heating Co., Louisville, Ky. 


“T’d handled five or six lines before I 
switched to Lennox. And believe me, 
the Lennox factory-to-dealer service 
is the finest I’ve ever had. The equip- 
ment is built to give top service both 
to us as dealers and the customer. 
There are never any parts missing, 
and we experience fewer call-backs 
after installations. Whenever we have 
a problem, someone from Lennox gets 
here with the answer—quick. My men 
all agree that the switch to Lennox 
was the smartest thing we’ve ever 
done. I know it has been the most 
profitable.”’ 


One of Prudential’s 8 trucks in a brief stop Here Mr. Arnold, with Lennox representatives, 
before taking another load of Lennox equip- plans to use some ofthe many sales aids that 
ment to a smart new subdivision. are available from the factory. 
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A typical installation of Lennox All-Season air 
conditioning. The completeness of each unit, the 
pre-wired control system and fully hermetic refrig- 
eration circuits mean less time on the job and 
better installations. 


LENNOX Industries Inc. 
a ENS 1895 


Marshalltown, lowa * Columbus, Ohio 

Syracuse, N. Y. * Salt Lake City, Utah 

Los Angeles, Calif. * Fort Worth, Texas 
Decatur, Ga. * Des Moines, lowa 


In Canada: Toronto, Montreal and Calgary 
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Clip and mail this coupon today! 


LENNOX INDUSTRIES INC. PHC 


(Address nearest branch. See locations at left.) 





Without any obligation on my part, please send me 
complete profit facts about a Lennox dealership. 


Company 
Address 
City 


My Name 











SUPER DIFFUSION FOR 
EVERY PERIMETER JOB 


The FINEST — MOST COMPLETE — Line Made 








No. 1000 U. S. BASE DIFFUSER 


The Proven Leader by Every Experience 
= 


Make your name known for quality with the MOST EFFICIENT BASE 
DIFFUSER. Has more Free Air Opening — Less Resistance — Easier To In- 
stall — Most Quiet of All. Look it over and you'll agree, the No. 1000 Base 
Diffuser leads the field. 


No. 105 U. S. SIDEWALL 
DIFFUSER - Choose 


from 3 sizes. 
10x6, 12x6 and 14x6 


Minimum Resistance a complete 180 
SUNBURST DIFFUSION PATTERN that in- 
sures Unequaled and Constant Air Diffusion. 
Complete with Balancing Set-Lock. 





WATCH NEXT MONTH 
FOR SPLENDID NEW 
U.S. DEVELOPMENT 











Due to the tremendous current demand for U.S. products, it is 
wise to cover your requirements as far in advance as possible. 


UNITED STATES REGISTER COMPANY 


BATTLE CREEK, MICHIGAN 
MINNEAPOLIS ° KANSAS cijTty ° ALBANY 
BY LEADING JOBBERS FROM COAST TO COAST 
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4 
HERMETIC 
- air-conditioning 


‘COMPRESSORS 


“are made to take it 
under the toughest 


GENditions. mde parte 

Tecumseh has completed and olen tn to the 
eieey, many major engineering developments 
On tou 


air conditioning at oa 
Ast, did the obvious y designing a line of 


compressors expressly for air conditioning. 
2nd, this line hes been continually improved and 
_ developed by tremendous “know how” already 
gained as the world’s leading manufacturer of 
compressors. The result — your choice of com- 
pressors that will perform efficiently under any 
air conditioning situation — compressors that MODEL JE300 
t deliver full-rated capacity at 90° ambient 3 H.P. HERMETIC 
a 45° coil, and will continue to operate at COMPRESSOR 
pn x5 age and to cool even on 90% of rated SINGLE PHASE 
aa offers you a complete line, including FLANGE VALVES 
compressors designed for either air or water 
| cooled applications, ee ee es dees 
Se tics of ecb a solder valves or flange 
[Eee with or without cil sight slasecs These 
| various combinations allow you to select the com- 
exactly suited to your needs, 
ay cone romise, prema the complete line 


| fr your ap application! 


Over 25,000,000 Compressors in use today 


UMSEH PRODUCTS co. Marion, Ohio 


Tecumseh, Michigan 
EXPORT DEPT.—P. 0. Box 2280, 24530 Michigan Ave., W. Dearborn, Michigan 
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Atlanta... . S¥camore 4-9511 
Billings, Mont. . . 9-2419 
Birmingham, Ala. . . 4-6722 
4-5461 
Brookline, Mass... LO 6-8381 
Buffalo, N. Y. . . PArkside 3710 
Charleston, W. Va. . . 3-9467 
Charleston Hts., S.C... 4-5973 
Chariotte, N.C... ED 3-8625 
Chicago . . . WAterfall 8-8135 or 
FUlton 5-0550 
Cincinnati .. . CHerry 1-7435 
Cleveland . . . SKyline 1-4200 
Columbia, $.C.. . 2-3361 
Columbus, Ohio. . . FAirfax 6033 
Dallas, . . HU 4691 or PR 7605 
Davenport, lowa.. . 2-6205 
Denver, Colo... CHerry 4-6569 
Detroit . . . TAshmoo 5-6000 
El Paso, Tex. . . PRospect 2-7481 
Fargo, N.D... 4411 
Ft. Smith, Ark. . . SUnset 3-1155 
Ft. Wayne, ind. , . ANthony 8482 
Ft. Worth, Tex. . . FOrtune 4827 


* 
Greensboro, N.C. . . 2-5250 
ewes ns 2 ind move up fo 7500 fpm of air- 
Houston .. . JAckson 9-4649 
indianapolis... MElrose 5-3451 
tron Mt., Mich. . . 2990 
Jackson, Miss. . . 3-3597 without objectionable noise! 
Jacksonville, Fla. . . 6-7636 a eet 
Joplin, Mo. . . MAyfair 4-4366 P ‘ 
Kansas City, Mo. . . GRand 1-0700 without eroding the duct liner! 
Little Rock . . . FRanklin 2-7221 
Los Angeles . . . ANgelus 3-6961 e “ “ 
Louisville . . . JUniper 4-7845 without much more air resistance than 
Memphis . . . JAckson 6-7321 Se ee ee 
nomen hy you get from bare metal ducts! 
Milwaukee, . Greenfield 6-9500 
Nashville, Tenn. . . 4-6661 


New Haven . . . MAin 4-7682 For performance, there is nothing on the metal ducts. 
New Orleans, La... CAnal 7781 


mew York . . . WOrth 6-4880 market today like Ultralite +300 — the Ultralite +300’s performance in all air 
Oklahoma City . . . REgent 9-2825 only spray-coated duct liner of long tex- conditioning systems —low, medium or 


Omaha, Nebr. . . ATiantic 1155 tile type glass fibers. high velocity —can well mean the dif- 

Philadelphia. . . GArfield 6-8240 : s 

Pittsburgh . . . CHurchill 1-7100 Ultralite +300 possesses the density that ference between a successful gad.an un- 

Phoenix, Ariz. . . Alpine 4-9764 it takes to silence high frequency fan satisfactory job . . . may even mean a 

Raleigh, N.C... 2-3501 noise. Its long staple strength and spray- difference in the size of duct required to 

Richmond, Va. . . 82-6748 cooting prevents delamination even in handle the flow of air! Get the facts to- 

He a esse high velocity systems. And its .021 fric- day from your nearby Ultralite distribu- 
e ... Elgin 9- a ie ‘ 

: o tor whose phone number is listed in the 

San Antonio... TAylor 2-1509 tion coefficient compares very favorably p 

San Francisco . . . SUtter 1-5967 with .019 coefficient of unlined bare adjacent column. 

Savannah, Ga. . . 62461 

Schenectady . . . FR 7-8770 

Seattie, Wash. . . SEneca 7250 . 

St. Louis... CHestnut 1-0445 Write Today for New 8-Page Technical Brochure 

St. Past. . . Midway 6-7865 “Ultralite Thermal and Acoustical Duct Insulations” 

Syracuse, N.Y... 73-0216 

Tallahassee . . . 2-3593 

Tulsa, Okla. . . CHerry 2-3145 

Tupelo, Miss. . . 2245 


aoa DSTI BABOON recy Company 


fosm® Line ducts with |!) (RAL 300 














Thermal and acoustical insulations * Molded glass fiber pipe insulation 
Pipe couplings and fittings 


226 W. 10th St., Kansas City, Mo. 
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National Survey Studies U.S. 


Housing Needs from 


Consideration in the survey is given to 
population growth, creation of new fam- 
of homes lost 
through disaster and age. Government 
official’s poll of housewives shows build- 
ers should consider possible addition of 
building new cae Se 


ilies and the numbers 


air conditioning when 


homes 


Dr. WituiamM L. C. WHeEaToNn of the 
University of Pennsylvania, in con- 
junction with the National Housing 
made a_sur- 


Conference, recently 


vey of American housing needs 
for the period from 1955 to 1970. 
The study is based upon the assump- 
tion that there will be a continued 
expansion at a steady rate of full 
employment and a continued high 
increase in population. The estimates 
of future families range from a low 
of 275,000 per year to 2,000,000 per 
year during the closing years of this 
decade. The marriage rate is reported 
to have fluctuated from under 1,000,- 
000 to more than 2,200,000 in the 


last twenty years. The net new social 


family formation is reported as from 
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1955 to 1970 


oo? 4 
eo?” 








Houses Lost 








Millions 














Houses needed to satisfy population growth 
1 








1965 
Year 


THE SURVEY IS CHARTED to show the number of 
houses lost, the population growth of the nation to 1970, 
and the houses needed to take care of this increased pop- 


ulation 


By Arnold Kruckman 


6,000,000 to 10,000,000 per decade. 

It is reported that from 25,000,000 
to 30,000,000 persons each year 
create housing requirements by im- 
migrating to this country or by mov- 
ing from one part of the U. S. to 
another. It is reported that from 8,- 
000,000 to 10,000,000 constantly 
move across county lines. It is esti- 
9,000,000 who moved 


1950 were 


mated that 
across county lines in 
members of families who created a 
demand for about 3,000,000 dwell- 


ings. 


Fire Destroys 40,000 Homes 


The National Housing Agency and 
Housing and Home Finance Agency 


estimate that 40.000 homes are lost 


each year as result of fire, windstorm 
and similar disaster. They add to 
these annual losses 300,000 tempo- 
rary war and veteran units which 
are required to be moved during the 
current decade because of physical 
deterioration. Thus 70,000 units per 
year are current losses which require 
replacement. 

Government agencies figure cur- 
rent urban highway construction 
through developed areas requires 
clearance of from 250 to as many as 
1000 homes per lineal mile. If each 
metropolitan area built only one mile 
of new roads each year, and if the 
demolition requirements in the five 
largest cities were at the upper limit 
and all others at the lower limit, the 


(Continued on page 32) 





HEATING CONTROLS 


! a 
G-E LINE OF HEATING CONTROLS GIVES 





NO LEVELING thermostat is designed for a NO ADJUSTMENTS are needed with G-E 
wide variety of heating applications and is master control which is adjusted perma- 
available to heating equipment manufacturers nently and expertly at the factory. Only 
in a variety of decorator colors. seven contacts assure dependable operation. 





GENERAL ELECTRIC ANNOUNCES... 


NEW, Low-cost, Outdoor Control 
System with Wide Consumer Appeal 


Cee 


UNIQUE G-E OUTDOOR THERMOSTAT 
INSTALLS EASILY, CAN HELP INCREASE 
YOUR SALES OF HEATING EQUIPMENT 


The General Electric Appliance Control Department’s 
new outdoor control system regulates indoor temperatures 
with an indoor-outdoor thermostat arrangement—and 
costs from 50 to 70 percent less than electronic systems. 
The simplified G-E system provides the ultimate in 
modern home comfort by constantly adjusting the indoor 
temperature in relation to the temperature outside. In INDOOR THERMOSTAT has a compensating re- 
operation, the outdoor thermostat tips off the indoor cuter maented tx Gack af Uinetel Heads end © abe 


: chi nected in series with outdoor thermostat being in- 
thermostat to changing weather conditions. stalled at left. 


Heart of the G-E outdoor thermostat is a small wafer 
of carbon that senses weather changes, then sends a minute 





electrical signal, via a 25-volt transformer, to the indoor 
thermostat. Thus, warned in advance, the indoor ther- 
mostat signals the furnace to deliver more heat. 


SIMPLICITY in design drastically reduces maintenance and 
the G-E control system installs quickly. It gives home 
owners healthier living conditions at the first practical, in- 
expensive price in the industry. 


HEATING EQUIPMENT equipped with the new G-E out- 
door control system, and other G-E heating controls, 
can open the door to greater sales in the ever-expanding 


new home construction market. y B 


FOR FURTHER INFORMATION contact your nearest Gen- 25-VOLT TRANSFORMER completes the simple 


: : : circuit of the G-E outdoor-indoor system and the 
eral Electric Apparatus Sales Office or clip and send in surest pradeees Gr@iiel heat imide the seem 
the coupon below. thermostat. 


COMPLETE CUSTOMER SATISFACTION 


SECTION C€740-99 
GENERAL ELECTRIC COMPANY 
SCHENECTADY 5, N. Y. 


Please send me the following detailed bulletin(s) 


GEC-1030 Domestic Heating Controls 
GEC-1352 Outdoor Control System 


.....Zone........ State... 
THE SAME SWITCH for both fan and limit DEPENDABLE IMMERSION control is used to 
functions simplifies servicing of the combination control water temperature. Available either 
fan and limit control. This control is suitable normal acting or reverse acting. Bimetal as- 
for use with oil-, gas-, or coal-fired systems. sembly can be removed easily for inspection. 


GENERAL @@ ELECTRIC 
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total would exceed 40,000 homes per 
year. In some of the largest cities, 
demolition resulting from highway 
construction has greatly exceeded all 
other losses throughout the postwal 
period, With urgent highway needs 
measured in tens of thousands of 
miles, and current federal aid pro- 
grams including approximately 30,- 
000 miles, the loss from this source 
alone is expected to be exceedingly 
high for the next two decades. It is 
assumed that losses from all causes 
will be 1,100,000 in the 1950s and 
1,600,000 during the 1960s, equiva- 
lent to previous estimates of loss plus 
one mile per metropolitan area in the 
former period and two miles per 
area in the latter. Government offi- 
cials concerned with housing statis- 
tics have reached the tentative con- 
clusion that 200,000 units are lost 
each year through demolition, aban- 
donment and conversion, and _ that 
100,000 are gained each year through 
conversion, for a net loss of 100,000 
units. 

More than 6,000,000 of our present 
housing units were built before the 
beginning of this century. They will 
be sixty or more years old by the end 
of this decade. Many of these are 
now dilapidated and should be re- 
placed immediately, but many of 
them are merely old, obsolete, and 
now deteriorating at a rate reflecting 
Some 1,400,000 of these 


units will be 


their age. 
seventy-five years or 
older by 1960 and should be replaced 
during the next decade. 

With our housing stock 
of over 50,000,000 homes, it will be 


necessary to build 500,000 units per 


present 


year in order to replace homes of 
100 years of age. Many hundreds of 
thousands of fine old homes will 
doubtless continue to be well main- 
tained and will retain historical, arch- 
itectural and other qualities worth 
preserving. But the speculative home 
of the Gothic period and millions of 
drab shacks built since 1900 lack 
these fine qualities. Their useful life 
as structures, and the useful life of 


the neighborhoods they comprise, 


will be long past at sixty years. Ap- 
plying this standard would necessitate 
the replacement of 2,800,000 homes 
1960s and 4,800,000 


homes in the succeeding decade. 


during the 


The most recent housing census 
revealed 10,000,000 non-farm dwell- 
ing units were run down or lacked 
running water. This number included 
farm residences in standard metro- 
politan areas. In addition, 1,900,000 
units were located in blocks contain- 
ing more than 50 percent substandard 
units. They would certainly be de- 
molished in any program of slum 
clearance. 


Doubling Up Decreases 


In recent years the number of 
doubled-up families has been reduced 
steadily. Nevertheless, over 1,700,000 
social families were still without sep- 
accommodations in 
1950. It is certain that two-thirds of 


these families would prefer separate 


arate housing 


accommodations. 

An important future influence upon 
single-person families is the growing 
number of aged persons able to main- 
tain separate homes. If one-tenth of 
these persons with incomes over 
$3500 per year were to establish 
1,000,000 ad- 


ditional housing units would be re- 


separate households, 


quired. Thus the combined undou- 
bling of families and single persons 
during the next decade might vary 
from 1,200,000 to 2,700,000. 

In 1950 over 6,600,000 families 
were living in dwelling units in which 
there was more than one person per 
room. More than 2,500,000 families 
were seriously overcrowded with 
more than 1.5 persons per room. 

During the post-war years several 
million young couples purchased 
small two-bedroom houses with floor 
areas far below the pre-war years 
standard. The continued high rate 
of births and the steady rise in the 
number of third and fourth children 
born suggests that a large proportion 
of these owners of too small houses 
overcrowded 


already are seriously 


and that this number certainly will 
increase substantially. 


Need 1,300,000 Yearly 


Total housing census requirements 
shown suggest that we must build 
from a minimum of 1,300,000 to as 
many as 2,400,000 units per year to 
meet our growing housing needs and 
must in addition replace accumulated 
past deficiencies from a minimum of 
9,000,000 to as many as 16 million 
units. Clearly all these needs cannot 
be met at once. 

Census estimates that population in 
1960 will be 174,400,000 with an 
average of 3.1 persons to a house- 
hold; in 1965, 189,900,000 popula- 
tion with 2.95 to a household; in 
1970, 204,400,000 population with 
2.8 to a household. It should be 
noted that Census Department esti- 
mates for the last 20 years have gen- 
erally underestimated future popula- 
tion growth. Absolute and specific 
birth rates and marriage rates have 
been higher, and death rates have 
been lower than those used in even 
high projections, The estimates indi- 
cate that we will require approximate- 
ly 1,430,000 new units per year from 
1955 to 1960; 1,650,000 new units 
per year from 1960 to 1965; and 
1,740,000 new units per year from 
1965 to 1970 to house the growing 
population adequately. In addition to 
the requirements for new population 
and new families, the nation must 
replace the 10,200,000 substandard 
units that soon will not be fit. 


Housing Outlay Is Excessive 


It is generally assumed that the 
national income will increase steadily. 
Under such favorable circumstances 
and lower ratios of expenditures, 
even more housing can be produced 
than the Recent 


surveys have revealed that a large 


estimates reveal. 


number of families are spending 
nearly 50 percent of their incomes 
for housing. Experts say no more 


(Continued on page 36) 
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Wider range of input 
capacities 


Approved by A.G.A. as 
a central heating plant 
or unit heater. 


A.G.A. approved with 
static pressures up to 
0.50” (to accomodate 
larger blowers for use 
with air conditioning). 


A.G. A. approved for 
temperature rises of 
70° to 120°F. (making 
it adaptable for eco- 
nomical small pipes.) 


‘ 


and something 
MORE 





® 


eRyns 


ariieliak Aikend” Gi aid fired furnace 


These are just four of the many Norman 
features that mean faster, lower-cost installations 
... plus better profit protection on every job .. . 
plus a 10-year written factory warranty backed by the 
longest record of trouble-free operation in the 
horizontal heating field. 
You can install the Southerner, then forget it — 
confident in its ability to keep your customers warm 
and comfortable all winter, every winter. 
Best of all, the performance-proved Norman 
Southerner is competitively priced to help you sell 
the new construction market. 
Write today for full information plus your free copy 
of the Norman Sketchbook, the heating industry's 
most profitable visual sales tool. 


Manufacturers and designers 
of quality gas heating and 
air conditioning equipment. 


PRODUCTS COMPANY 


Chesapeake Avenue, Columbus 12, Ohio 


Schoolroom Heaters 


956 


Upshot and > 


inshot Norman 
residential and 


industrial Conversion Burners 


—~<€ 
SS 


Wi =_ 
\ eI 
QY } 


as 
A 


Duct Furnaces. 


oT | 
i 


Unit Heaters 





Dout get trapped by the 


“PRICE BAIT boys! 


No, mister, if you can’t fight ’em you don’t have 
to join ’em. You can do business, and plenty of it, 
both single replacement and multiple housing, at 
a good, legitimate profit and without cutting your 
prices. When you handle Perfection Regulaire 
warm air furnaces, you don’t need “price bait’’ to 
sell to builders. That’s because you can guarantee 


them an extra profit on every house. It’s no secret 
why, either. Any house equipped with a Perfection 
Regulaire Furnace brings a higher loan appraisal. 
You can offer builders an extra bonus, too. It’s 
Perfection’s new, workable home selling promo- 
tion, the “Guaranteed Comfort’ home. Only 
Perfection dealers can offer it. 


You sell the replacement business 
without shaving your profit! 


TALK TO 


A ‘S 
Pertection 


AUTOMATIC HEATING « SUMMER COOLING « HEAT PUMPS 


Perfection’s Regulaire and 3-stage fire gives 
your prospects an incentive to buy that the 
“price talkers” can never approach. And 
Perfection’s new, down-to-earth “kitchen table” 
sales tool makes it clear in no uncertain 

terms why it pays to buy from a Perfection 
guaranteed dealer. So, talk to Perfection. 
Perfection Industries, Division of Hupp Corp., 
7705-C Platt Avenue, Cleveland, Ohio. 
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NOW! ANOTHER STANDARD FIRST! 


throughout the house, 
throughout the year, 


solid comfort from here... 


NO BLASTS! 
NO HOT SPOTS! 


NO COLD CORNERS! 
( 
\ 


The B-24 maintains heating and cooling comfort at a 
new high level, because it spreads air evenly over 
outer walls, keeping floors warm, windows free of 
condensation, and rooms uniformly comfortable from 
floor to ceiling. It replaces lost heat immediately, 
where it’s lost, and provides constant, gentle air 
circulation. 
Adjustamatic Control! makes damper so easy to 
adjust a child can do it! 
Easier to install in new or eld construction! has 
built in damper; boot opening adjustable to max. of 
12%” x 14”; comes in 2 ft. sections, 444” high! 
Beautiful decorater design! modern lines, tan 
metallic baked-on enamel finish! 

Act now! Mail the coupen teday fer 

FREE literature! 


STANDARD STAMPING 


& PERFORATING CO. 
. 3137 W. 49th Place, Chicago 32, Illinois 
: Gentlemen: Please send literature and discount sheets 
li ~ | on your new B-24 Perimeter Baseboard Register. 


a 


ee 


- baseboard diffuser!= 
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RESTRICTION 


IN PLENUM 
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than 20 percent should be spent for 
housing. It would be unwise and 
economically disastrous, they say, if 
any substantial proportion of families 
began to purchase or rent homes 
which required expenditures so high 
as to prevent normal expenditures for 
food, clothing, medical expenses and 
other necessities. 

A summary of the studies of all 
organizations interested in American 
housing is interesting in its revelation 
that Americans have the capacity to 
build from 1,500,000 to 2,000,000 
homes each year. And that there are 


| 15,000,000 substandard homes, 
MORE t 

iy ne homes that do not measure up to 

‘A\ AREA 


Convector humidifier engineered | reasonable American standards of 
for BOTH conventional or counterflow 


3217 NORTH PUL 


warm air furnaces 


What a wealth of performance 
—at such low cost! MAID-O’- 
MIST changes parched air to 
a correctly humidified climate 
for little money, little effort. 
Perfect for plenums of all 
modern warm air furnaces 


For CONVENTIONAL Warm Air Furnaces 
Installation is fast, easy. Cut 
opening in plenum and make 
water connections. No fitting or 
fastening to back of plenum. Unit 
is entirely supported by self-lock- 
ing front plate. 


For COUNTER FLOW Warm Air 
Furnaces 

Because of its narrow trough de- 
sign, MAID-O’-MIST can be in- 
stalled on either side of counter 
flow furnaces having a minimum 
air passage of 3 inches. 


NOTE THE INGENIOUS DESIGN! 

3,” copper water troughs are 
spaced an inch apart to allow 
fast, effective unrestricted air-flow 
between the evaporator pads. 
Here’s 30% more evaporation 
area! 


Get detailed information on these inexpensive units from 
your jobber or write directly to MAID-O’-MIST 


FPR 


MAID-O-M 
a 


' 
——~ 


ASKI ROAD - CHICAGO 41, ILL. 


living because they are dilapidated, 
located in slum areas or lack proper 
interior facilities, Ten million of these 
homes must be cleared and replaced. 
More than 4,600,000 units may be 
brought up to standard by  rehabili- 
tation and modernization. The author- 
ities feel absolutely certain that 1,- 
000,000 homes can be sold each year 
and that 600,000 additional units 
should be produced and financed an- 
nually to meet the needs of middle 


and lower income families. 


Housewives Offer Suggestions 


This desire to learn more about 
the housing needs and desires of the 
American homeowner is reflected by 
a recent program carried on by AI- 
bert M. Cole, Housing and Home Fi- 
nance Administrator. The government 
officials asked between 100 and 200 
women from all parts of the nation 
to come to Washington, D.C. to ex- 
press their wishes as to what should 
be included in the modern home. 

A great many ideas were opened 
for discussion. Mr. Cole and his as- 
sociate, Assistant Administrator 
Annabelle Heath, had letters which 
contained suggestions as to what 
should be included in a house, from 
over 2000 women from all parts of 
the United States. They were put 
before the women assembled in Wash- 
ington and discussed at great length. 


(Continued on page 39) 


















WEW/.PENN 


OIL BURNER CONTROL 





LOOK 


AT ALL THESE ae aa 
FEATURES > — . 






Easier to wire...extra ground 


terminal. 





Automatic re-cycling with timed 





purge period. 
Extended time-ignition period. 


Sealed safety and ignition timing 
mechanisms. 

Protection against low voltage. 
Unusually compact...easily 
adapts to small or large dia- 
meter stacks and limited mount- 
ing spaces 

Extra-sturdy, durable enclosure 
with long-lasting, attractive finish. 
Easily accessible finger-tip con- 


trol of air adjustment. 


Plus many more that you will 


appreciate. 
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The ladies, who represented almost 
every type of organization in the 
nation, were seated according to 
geographical relationship. Each table 
had a captain or leader. 

One of the key questions of the 
meetings was how the housewives felt 
about air conditioning should it be 
available in their section of the coun- 
try. Those from Texas, Oklahoma, 
New Mexico, Arizona and Southern 
California wanted it now. Some from 
Southern California were not con- 
vinced it was necessary right now, 
but all felt houses should be built 
with the idea that air conditioning 
could be added without any added 
trouble. Here are some indications: 


AC Should Be Considered 


Women from the New England 
states, New Jersey, the New York 
City area, North and South Dakota, 
Utah, Idaho, Montana, lowa, Kansas 
and Nebraska strongly urged that 
provisions in new buildings be made 
for future installation of air condi- 
tioning. They said that walls and ceil- 
ings should be insulated against 
the future when air conditioning 
might be installed; they felt that in- 
sulation should be planned to cut 
down the costs of operating air con- 
ditioning; and they thought windows 
should be planned to accommodate 
cooling units. 

Women from Pennsylvania, Mary- 
land, Delaware, District of Columbia 
and Virginia expressed no great in- 
terest in air conditioning, and the 
housewives from Ohio, Illinois, and 
Indiana described air conditioning as 
a luxury and demanded only good 
ventilation. The women from North 


and South Dakota, Utah. Idaho and 


Montana feel air conditioning is a 


desirable luxury, and they all want 
it in the future when prices come 
down a little. 

Housewives from the Pacific North- 
west, Long Island, Texas, Florida, 
Missouri and Wyoming want air 
conditioning installed right now. Only 
one was opposed to installation at 
the present. 
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IN. OF WATER 


DRAFT 


COMPARATIVE DRAFT TEST 
of 7’ 1.D. Packaged Chimneys at 700° F. Inlet Temp 


ME Vv 00-Pocker Mosonry Ct 
[ ] Metal Chimney A 
B 


Metal Chimie 


iy wit 
| ml 
i 

aie 


in RBADING ‘AT 
1 MINUTE 2 , MINUTES 4 MINUTES 


Independent laboratory tests proved cooling (more tential draft for 
Van-Packer Chimney reached maxi- _ next furnace ll The Van-Packer 
mum draft in 4 minutes. In a test at Chimney is guaranteed to produce 
300° F., Van-Packer Chimney main- more draft than any other chimney 
tained higher draft and showed less or flue of the same size and height. 


You get highest draft for 
best furnace operation with 
the Van-Packer Chimney 


Highest efficiency — independent laboratory tests 
prove Van-Packer Packaged Masonry Chimney pro- 
duces more draft initially and continuously than any 
other flue of same cross-sectional area and height. 
Your heating installation operates best! 


Furnace service call-backs cut by Van-Packer’s 
greater draft. Van-Packer Chimney is quiet — won't 
transmit furnace noises and rattles. Good, clear profit 
for you on each chimney sale. 


Safe, permanent masonry flue sections have 5%” 
fire clay tile liner, 3” vermiculite concrete insulating 
wall, cement-asbestos jacket. Tile liner is acid-proof, 
sections joints sealed with acid-proof cement. Van- 
Packer is UL listed for all fuels, all home heating plants 
and incinerators; approved by major building codes. 


Attractive brick-panel housing of cement-asbestos 
won't rust or dent. Beauty, permanence and safety 
of Van-Packer Chimney are nationally-advertised to 
builders. 


Immediately available from your local heating 
jobber, no job delays. See “Chimneys-Prefabricated” 
in yellow pages of classified phone book, or write 
Van-Packer Corp. for Bulletin RS-1-11. 


PACKAGED 
MASONRY 


Van-Packer Corporation @ Bettendorf, lowa @ Phone: Davenport 5-2621 











“We get carefree living comfort 


with our Thermostyled 


99 


“As new as Tomorrow... 
it complements the 
color scheme of the room” 


... that’s what more and more families are 


saying about DETROIT CONTROLS Wew Classic 


Whether you manufacture, sell, or install home heating 
systems, remember this: the stylish Classic Thermostat 
has wide public acceptance. It’s the new thermostat 
more people want with their home heating systems. 


The combination of sound national advertising and 
Thermostyled design makes the Classic Thermostet a 
highly desirable item. It offers eye-level reading, ease 
of adjustment, and unmatched beauty. 


Most important: the Classic is inexpensive and easily 
installed. It’s luxurious, yet costs no more than other 
makes. The Classic’s wiring system is standard 2-wire 
low voltage .. . it will replace practically any thermo- 
stat without wiring changes. 


TIMED CYCLING Ends “HOT” and “COLD” Periods 


An exclusive selling feature of the Classic Thermostat 
is Timed Cycling, Detroit Controls’ device that actually 
anticipates home heating needs . . . controls room 
temperature within a fraction of a degree . . . ends 


uncomfortable overheating and underheating. 


It all means this: home heating systems equipped with 
the Classic Thermostat are easier to sell. Make certain 
the systems you have or buy are equipped with the 
Classic. For full information contact your Detroit 
Controls representative today or write for descriptive 
folder Form 1687. 


YOU LIVE BETTER WITH DETROIT CONTROLS 





DETROIT CONTROLS corporation 


8900 TRUMBULL AVE. + DETROIT 8, MICHIGAN 





Representatives In Principal Cities e Canadian Representatives: 
RAILWAY AND ENGINEERING SPECIALTIES, LTD., 
Montreal, Toronto, Winnipeg. 








Division of AMERICAN - Standard 


AUTOMATIC CONTROLS for REFRIGERATION 


AIR CONDITIONING ¢ DOMESTIC HEATING ¢ AVIATION 


TRANSPORTATION ©® HOME APPLIANCES © INDUSTRIAL USES 
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This handy guide shows you, instantly, the filter 
refills which may be used, interchangeably, in all 
leading filter units. 


PUROLATOR 


PRODUCTS, INC. 
“FIRST iN THE FIELD OF FILTERING” 


Rahway, New Jersey and Toronto, Ontario, Canada 
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Reduce 
your 
inventory 
problems... 


THESE 4 PUROLATOR REFILLS 
SERVICE 98% OF ALL 
OIL BURNER FILTER INSTALLATIONS 


With the addition of three new sizes, the 
famous PurOlator line of Micronic® filter 
refills (including gaskets) will now fit 98% 
of all oil burner installations. 

In addition to supplying most requests from 
a minimum stock of four sizes, you can give 
your customers the five outstanding benefits 
of PurOlator Micronic filtration—no matter 
what filter is installed on their job. 


1. Water and acid resistant element. 
. Uniform density filtering to .0005”. 
. No channeling or ‘‘soft’’ spots. 
. Will not shrink, distort, stretch, flake 
or deteriorate. 


. A guaranteed filtering capacity of over 
100 gallons per hour U.L. approved. 


For the latest in fuel filtration, visit PurOlator 
Booth 238 at the Oil Heat Institute, June 11-15. 


p~~MAIL COUPON FOR FREE CROSS-REFERENCE CHART-—4 


Dept. B5-630, Purolator Products Co., Inc. 
Rahway, New Jersey 


Please send me — — copies of your Oil Burner Filter 


Element Cross-Reference Chart. 





Address__ 


City 


| 

| 

| 

| 

| 

| Name — 
| 

| 

| 
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‘Coat Hanger’ Rack Makes 
Handy Pattern File 


WHICH SHEET metal patterns to keep 
and which to discard and what to do 
with those that are kept? This is a 
problem that every shop foreman 
asks himself time and again. The 
time required to lay out and develop 
a sheet metal pattern makes it an 
expensive but essential tool. Too 
often the time lost in trying to locate 
all the parts of a pattern for a fitting 
has to be considered as shop over- 


head. 


Wire Hangers Answer Need 


This problem has been solved in 
the shop of Richard W. Friday, 
Rochester , N. Y. dealer. Mr. Friday 
has taken an idea from the dry clean- 
ing shop and has hung his patterns 
on a wire hanger that hooks over a 
3 in. iron pipe supported horizontal- 


ly under a self. 


Shelf Offers Storage Space 


The shelf serves a dual purpose. 
It is fastened against the wall over 
a section of the shop that is used 
more for storage than for fabrication. 
Round elbow stock is stored on the 
shelf and small tools are stored be- 
neath the shelf (a small welder is 
shown in the accompanying illustra- 


tion). 





conan ——_-_-~ — a —— 
PATTERNS FOR PARTS of various sheet metal fittings are arranged in order- 
ly manner and coded for easy location by workers. Shelf doubles as storage 


space for fittings and tools 


Patterns Are Coded 


The patterns are hung in groups 
and are coded to identify related 
parts of each complete fitting. The 
code is arranged to show the number 
of parts to the complete pattern and 
the relation of each part to the total 
number. The code uses letters to rep- 
resent the type of fitting and num- 
erals to indicate the number of parts 
making up the fitting. Thus SROT 
2/4 means that the pattern is part 
two of a four part assembly for a 
square to round offset transition. 


Ls al . . . = . ; 

rhe saving of time in locating the 
correct patterns needed is appre- 
ciated by the employees who must 
locate the patterns and fabricate the 
fittings. 


Tell Others About Your 


Successful Ideas 


by writing to: 


Editor, American Artisan, 
6 N. Michigan Ave., 


Chicago 2, Illinois. 
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HEATING-COOLING COMBINATION 


COUNTERFLOW 4 " VERTICAL 


FORCED AIR = ’ FORCED AIR 
FURNACE ekg as FURNACE 





UNIT HEATER ; HORIZONTAL FORCED AIR FURNACE 


WALL HEATER 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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HALF THE 
JOB 


is GOOD 


MATERIAL! 








y , z 


always depend on- 


That’s where you can 





HUSSEY COPPER 
ROOFING AND DRAINAGE PRODUCTS 





Copper Sheet Metal 
Rolled Copper Flashing 
Copper Eave Troughs 
Roof Drainage Accessories 


Majestic 3-Way Thru Wall 
Copper Flashing 


Copper Ridge Roll 
Copper Tubing 

Copper Conductor Pipe 
Copper and Brass Pipe 
Copper Nails 








CONVENIENT 
WAREHOUSES 
PITTSBURGH (19) 
2850 Second Ave. 
CLEVELAND (3) 
5318 St. Clair Ave. 
NEW YORK (13) 


140 Sixth Ave. 
CHICAGO (18) 


3900 N. Elston Ave. 
ST. LOUIS (1) 
Central Terminal Bldg. 


c. G. HUSSEY & CO. 


(Division of Copper Range Co.) 
ROLLING MILLS AND GENERAL OFFICES 


PITTSBURGH 19, PA. 


PHILADELPHIA (30) 

1632 Fairmont Ave. 
CINCINNATI (2) 

424 Commercial Square 
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Aerovane 


RETURN AIR GRILLES AND REGISTERS 


available with 2-inch bar spacing 





ee 
































1 


Vertical Cross Section 
through Aerovane T110D Grille 


Designed to meet the demand of those who specify and 
, 9 he For economy and prompt delivery, 
install commercial air conditioning systems, Aerovane specify these standard sizes* 


Return Air Grilles and Registers are now available with 10x6 18x6 24x24 


10x8 18x12 30x12 


; ; , 12x6 18x18 30x18 
The new design provides a modern, streamlined 12x8 24x12 30x24 


horizontal bars set at an angle of 40° on 12-inch centers. 


appearance and virtually eliminates the problem of see- 12x12 24x18 36x18 
through. *Non-standard sizes available. 
Aerovane T110D Grille is illustrated above . . . Aero- 
vane T117D Register combines the Grille and adjust- 
able opposed blade damper unit. 
For complete information, size selection data, and list 


prices, write for Bulletin 201. ma New Britain, Connecticut 
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atcner is the best... 


it must be, my daddy says so!” 


“T like to visit daddy’s store. [t’s lots 
of fun to listen when he talks to cus- 
tomers. Daddy tells them a whole lot 
about Thatcher. He says there’s a 
whole lot of good things to tell. I’m 
glad my daddy sells Thatcher because 
it’s the best. It must be... my daddy 
says sol” 





Here’s why you'll do 
better with Thatcher, too! 


You're In Business All Year Round With 
THATCHER. Complete winter heating and 
summer cooling lines make every season a 
selling season! 


You’re In Touch With More Prospects... 
You Close More Sales With THATCHER. 
New power-packed sales-building program is 
ready and set to go to work for you! 


You've Got The Extra Edge On Competition 
With THATCHER. More experience in man- 
ufacturing heating equipment and building con- 
sumer confidence than any other company in 
the field ...10 year product guarantee... and 
other plus-features help you clinch the sale! 





Your Business and Personal Interests Are 
Properly Advanced With THATCHER. 
Complete personalized assistance program is 
geared to consider your sales problems individ- 
ually . . . to work with you on the special needs 
of your market . . . and to provide fast action 
in every situation! 


Why not make your sales job easier ... more 

profitable ... with Thatcher. Get the full story 

today! Write Thatcher Furnace Company, 
. Garwood, N. J. 


Thatcher 


Speciolists in heating Since 1850 








Garwood, New Jersey 
Branch office: 4646 W. Washington Blvd., Chicago, Il. 


Jhe Oldest Name tn Letloor Comfort 
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gives YOU a3 way 
BONUS 


with EVERY Installation: 
of the NEW 2, 3 or 5 ton 


WATERLESS 





COOLING SYSTEM... 


BONUS #1 


Serviceable Hermetic Com- 
pressor is powered by an 
oversized, refrigerant- 
cooled motor that labors 
less under normal loads — 
has reserve capacity for 
heavy heat loads. 


BONUS #3 § 


Bonus Construction for 
Bonus Performance... 


Extra-Large Condenser 
Coil provides increased 
heat transfer area. Extra 
cooling surface permits 
more air circulation with 
less resistance — provides 
greater condenser cooling 
per horsepower of the 
quiet, centrifugal blower. 





BONUS #2 


Top Air Discharge directs 
heated air from condenser 
upward — away from ad- 
jacent living quarters, 
neighboring homes and 
plant life. Prevents mixing 
of discharge and cooling 
air. Simplifies ductwork 
required for indoor 
installation. 


THE APPLICATIONS ARE LIMITLESS... 


Frame- 
Mounted 
Flat Coil 


is readily installed within the 
cabinet of the Luxaire Year 
’Round Air Conditioning Unit. 
Available in both 2 and 3 Ton 
sizes, for both Upflow and 
Counterflow models. 5 Ton 
size to be announced soon. 


“A”’-Type 
Coi 


is installed atop air discharge 


opening of Basement or Util- 
ity type winter air condition- 
er. Galvanized Plenum is of- 
fered as inexpensive optional 
accessory for slide-in instal- 
lation, or later addition of 
cooling coil. Available for 2, 
3 and 5 Ton installations. 


THE PRICE IS STARTLINGLY LOW 


SEE YOUR LUXAIRE JOBBER FOR DETAILS — TODAY! 


AMERICAN ARTISAN, 


C. A. OLSEN MANUFACTURING COMPANY 


Cd 


June 1956 


HEATING & AIR CONDITIONING 


Unsheltered Outdoor 
Installation... 


Completely Weatherized 
Cabinet of the Condensing 
Unit is constructed of ex- 
tra-heavy-gauge steel. All 
surfaces are bondarized 
and heavily coated with 
weather-resistant, baked- 
on enamel. All joints are 
lapped and fastened tight 
with large, plated screws. 


‘asily Installed Cooling Coils for Luxaire Year ‘Round Units Toe 
aat for Addition to Basement, Utility, Horizontal Forced Air Furndces 


Horizontal 
Flow Coil 


is housed in insulated cabinet 
to prevent sweating in non-air 
conditioned spaces. Flanges 
are provided for connection to 
air discharge ducts of Hori- 
zontal, Duct, Basement or 
Utility type furnace, where 
air supply trunk is extended 
in one direction. Coil for in- 
stallation beneath Counter- 
flow Units soon to be 
announced. 


ELYRIA, OHIO 


UNITS 














National Advertising that 
creates interest... 
Sales Promotion that 
attracts inquiries... 
Co-op Allowance that 
gives your lecal advertising 
effort a lift... 








aor -AINNO ROS UN 


HEATING AND AIR CONDITIONING 


Here are the reasons YOU should be a Mor-Sun Dealer.. 
A COMPLETE LINE of warm air heating and air conditioning equipment. FOS A Wis SETARS of one of the 
soundest business opportunities 
QUALITY DESIGN AND CONSTRUCTION that ensures customer satisfaction. open to heating dealers, see your 
THE RIGHT SIZE... THE RIGHT PRICE for every home heating and cooling market nearest Mor-Sun Distributor—he'’s 
NATIONWIDE DISTRIBUTION with immediate delivery from local stocks. listed in the Yellow Pages of your 
SALES TRAINING sponsored by Mor-Sun — practical, professional “how-to-sell” instruction telephone directory—or write di 
NATIONAL ADVERTISING that pre-sells Mor-Sun, builds customer recognition and acceptance, rectly to: Mor-Sun Furnace Divi 
boosts your business and profits sion, Morrison Steel Products, Inc., 
SALES PROMOTIONAL HELPS, selling tools to help you interest the prospect and close the sale. 609 Amherst Street, Buffalo 7,N.¥ 
CO-OP ADVERTISING PLAN for your local use newspaper, radio, TV, and other approved media. In Canada: Mor-Sun Ltd., Waterloo, Ont 


————— Se 
~< —p. 17 e 
. =... e e 
. 


d 


i les 


vc L 
@ There’s a Mor-Sun Warm Air Furnace and Air Conditioner for every home heating and cooling 
requirement... the right size... the right price... for new construction or modernization 
so manufacturers of Morrison Roly-Door Steel Sectional Overhead Doors and Morrison Service Bodies 
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A Professionally Engineered 


oe os Register for Residential Use 


FIRST TIME! 





w 


| oo | 
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STACKHEAD 


fits all residen 
ilel Mme laa zela 
assures full heat 





ALL the top quality commercial grille 
features for far superior performance 
AT NO EXTRA COST! 


NEW GREATER ADJUSTABILITY 


This Titus Style S-274 multi-shutter register, 
with individually adjustable louvers—pro- 
vides air control NEVER BEFORE ACHIEVED 
in home air distribution. Makes any forced 
air heating or cooling system perform with 
superior efficiency. Multi-shutter damper for 
complete shut-off. 


AMAZING NEW SOLID SECTION 
EXTRUDED ALUMINUM LOUVERS 


Solid aluminum, streamlined louvers give 
super air control. Won't rust—corrode—or 
freeze up EVER! Quickly, simply, easily ad- 
justed from face of grille—by anyone—for 
ANY air pattern desired. 


NEW EASIER INSTALLATION 


Simplest in the world to install. Just 2 easy 
steps (1) Fasten grille in place with screws 
(2) Adjust louvers for correct air patterns. 


DON'T jeopardize the performance of 
your heating or cooling installations with 
inflexible stamped registers. THEY SIMPLY 
CAN'T BEGIN TO COMPETE! Underbid 
your competitors—and at the same time 
give your customers quality that cannot 
be duplicated BY SPECIFYING NEW TITUS 
PROFESSIONALLY ENGINEERED RESIDEN- 
TIAL AIR CONDITIONING OUTLETS. Write 
for complete details now. 
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relate Mell a@malehyy 


WRITE FOR FREE LITERATURE TODAY 


TITUS MANUFACTURING CORP. WATERLOO, IOWA 


Gentlemen: Rush me latest literature, price lists & discounts on 
your NEW PROFESSIONALLY ENGINEERED 
RESIDENTIAL AIR CONDITIONING OUTLETS. 


Name 
Company 
Address 


City 








BETWEEN technical _ ses- 
H. Schroe- 
der, right, president, and E. 


sions, officers A. 


A. Schmidt, vice president, 


discuss program 


HEATING problems are 
discussed by a speaker, 
George Zimbelman, left, and 
director Edward A. Godlew- 


ski 


APPRENTICESHIP contest 
grand prize award is shown 
to Tom Novak, left, by 


James Rueter 


AN AFTER session debate is carried 
on by (I to r) Vern Hagmann, Don 
Glossop and Gerald Conover 


ACCOUNTING and record keeping sys- 
tems are given close examination by 
cost-conscious dealers 


Add An Extra Sales Point 


... to clinch the sale, dealers are 


told at convention of Sheet Metal Contractors’ 


Association of Illinois 


TO HELP CONVINCE a prospect 


the heating system you recommend is 


counting and record systems for the 


warm air heating-residential air con- 


better than the system suggested by 
others bidding for the same _ job, 
take time to explain the advantages 
of an outside air intake for the fur- 
nace fuel burner, suggested George 
Zimbelman, assistant sales manager, 
Armstrong Furnace Co., to delegates 
attending the 42nd annual conven- 
tion of the Sheet Metal Contractors’ 
Association of Illinois. Other speak- 


ers talked on such subjects as ac- 


DELEGATES GIVE the convention 
program a going over. They are, (I to 
r), J. T. Conner, Edward M, Olsen, 
T. J. Coughlin and Elmer Roth 


ditioning dealer and sheet metal con- 
tractor; summer cooling systems; 
uses for stainless steel; restaurant 
kitchen ventilation; heat pump appli- 
cations; apprentice training; chim- 
ney draft problems and their cure; 
and product liability insurance. 
Re-elected as officers for 1956 are: 
A. H. Schroeder, president; E. A. 
Schmidt, vice president; Jay E. 


(Continued on page 54) 


SALES TIPS are given to dealers by Russ 
Seipel (second from left). With him are 
John Rubo, E. L. Christensen and W. S. 
Sturgen 
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LOWER AIR CLEANING EXPENSE 


<V eens 


~ NY, AIR FILTERS 
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MAIL COUPON TODAY! 


COMPLETE ENGINEERING 
FP DATA 


@ DUST LOAD CURVES 
@ EFFICIENCY RATINGS 
@ PRESSURE LOSS CURVES 
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® CONSISTENT DOUBLE-LINT-HOLDING- 
CAPACITY 
Evans precision stamped, precision as- 
sembled pack, with larger openings on inlet 
side. . progressing to smaller openings on 
outlet side—absorbs far greater quantities 
of lint and dust without choking off air flow. 
Both laboratory and field tests have con- 
clusively proven: EVANS FILTERS COL- 
LECT AND HOLD MORE DUST AND 
LINT FROM THEIR INITIAL RESIST- 
ANCE TO .050” wg., .075” wg., 1.00” wg., 
OR WHATEVER RESISTANCE DEEMED 
NECESSARY TO CLEAN FILTERS. 

@ LIFETIME DESIGN PROVIDES LOWER 
COST PER CUBIC FOOT OF AIR HANDLED 
One filter purchase...one set of filters 
lasts life of your customers’ air handling 
equipment. ELIMINATES “NUISANCE” 
CALL-BACK EXPENSE. 

®ALL ALUMINUM DESIGN PROVIDES 
LOWER COST PER CUBIC FOOT OF AIR 
HANDLED 
Every part precision stamped from alumi- 
num (NOT A FOIL). Rust proof. Light 
weight. Easy to handle. No dangerous edges, 

: sharp wires to cut hands, tear clothes. 

@MAINTAIN OFFICIALLY RATED DUST 

© HOLDING CAPACITY IN THE FIELD 
Evans filters are tested with a realistic dust 
(contains 18% lint). THE KIND OF DUST 
ACTUALLY FOUND UNDER TRUE 
OPERATING CONDITIONS. This has 
resulted in Evans exclusive BIG CAPACITY 
design. 

@® EVANS FILTERS SAVE 50% ON CLEAN 
AIR MAINTENANCE COSTS 
They use no messy, high tension adhesive 
oil—only a few ounces of fluid which acts 
as both adhesive and detergent. Simply, 
easily cleaned with hose and tap water. 

@ KEEP YOUR CUSTOMERS HAPPY—ELIMI- 
NATE NUISANCE CALL BACKS. ASSURE 
YOURSELF BIGGER FILTER PROFITS—GET 
FULL DETAILS TODAY ON EVANS LIFE- 
LONG AIR FILTERS. 


THE GEORGE EVANS CORPORATION + MOLINE, ILLINOIS 
Gentlemen: Rush full details on how BIG CAPACITY EVANS 
AIR FILTERS will definitely lower air cleaning expense, MAKE 
ME BIGGER PROFITS. 

NAME 
COMPANY_ 


ADDRESS 





PROTECTS CONTENTS FROM DAMAGE 


Edges of coil kept free from dents. Sur- 
face of coil remains unmarred. Coils 
stay round! 





NO ACCIDENTAL UNWINDING 








SIMPLIFIES INVENTORY B-1-G lettering 


on label quickly gives you all informa- 
tion needed to identify contents. 


EASILY STORED Container is extremely 


compact. 


TOP QUALITY ROOFING COPPER, 
TRADEMARKED BY CHASE You know 


this 16 oz. copper is clean, bright, perfect. 





SAFE EASY HANDLING Recessed ends 
protect fingers. Cylindrical shape can 
be rolled or lifted easily. 





ALL STANDARD WIDTHS AVAILABLE The Chase 


warehouse near you stocks containers of Chase 16 oz. 
roofing copper. Available either in standard 500 lb. 
crates, or on 2000 lb. skids from the mill. 


BRASS & COPPER CO. 
WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION 


The Nation’s Headquarters for Brass & Copper 


Atlanta Baltimore Boston Charlotte Chicago Cincinnati Cleveland Dallas Denver Detroit Grand Rapids Houston Indianapolis Kansas City, Mo. Los Angeles 
Milwaukee Minneapolis Newark NewOrleans NewYork Philadelphia Pittsburgh Providence Rochester St.Louis Sanfrancisco Seattle Waterbury 
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heating and air conditioning contractors know... 


“P-K sheet metal screws can keep 


97? 


you out of hot water 
Stewart R. Henry, General Superintendent, Jamar-Olmen Co., Chicago, Illinois 
ra 3 , * 


It’s true! P-K Screws provide the quickest, sim- 
plest, most economical way of making sheet metal 
assemblies. The time and money you save on 
installations often means the difference between 
and customer satisfac- 


customer complaints . 
right, drive right and stay tight. You get fast- 


tion. That’s just part of the reason why it pays 
enings that stand up under vibration and severe 


to insist on P-K Sheet Metal Screws. They’re 


headed, threaded, pointed and hardened to start 
“if it’s 


service conditions. 
Open a box of P-K Screws. You'll see what we 
mean by ‘dependable uniformity.” No slots off 
center. No eccentric or undersized heads. No 


burred slots. No wonder users agree . 
Sold Everywhere Through Leading Sheet Metal and 


P-K, it’s O.K.” 
Industrial Distributors. Warehouse in Chicago, IIl, 
PARKER-KALON('’ fasteners 
SPP DPS PP TOP S posh p © | i 
TTTOFEFIGEG GU v ? 
* CLIFTON, NEW JERSEY 


PARKER-KALON DIVISION + GENERAL AMERICAN TRANSPORTATION CORPORATION 


Ss 

as 

a 
» 


» 
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WITH THE ASSOCIATIONS 


(Continued from page 50) 





Harms, secretary; and Frank Eynatten, treasurer. Di- 
rectors elected are James Rueter and Herbert Drews for 
three years; George Sturm and R. Tippett for one year. 


Components Become ‘Extras’ 


When discussing some of the sales problems faced by 
dealers, Mr. Zimbelman pointed out that during the 
years before World War II, architects figured the cost 
for installing a heating system for a residence at about 
10 percent of the total cost of the building. He said that 
if this same percentage were allocated today dealers could 
put everything needed into the systems instead of strip- 
ping them to the bare essentials. He told the dealers that 
the use of many of the components left off of a system in 
today’s price war makes an excellent sales promotion tool 
when used properly. He emphasized the necessity of com- 
bustion air for the fuel burner. The lack of adequate com- 
bustion air is the cause for many complaints from cus- 
tomers, and the dealer who will take the time to show the 
customer the advantages of including such a valuable 
asset in the heating system will get the order because the 
attention accorded the prospect and his welfare is often 
the deciding factor when the order is finally placed. 

The market potential of the heat pump was described 
by Vern Hagmann, Weathertron Dept., General Electric 
Co., who explained the three general types of heat pumps 
as the water, air, and earth source types. Mr. Hagmann 
said the high initial cost of the heat pump limits its wide 
acceptance by the public for installations in today’s resi- 
dences because of housing construction features. He feels 
when construction features are altered to the point where 
8 Btu per cu ft of building volume is standard for heat 
loss estimating (today’s construction averages about 12 
Btu per cu ft), the heat pump with electric heating ele- 
ments for supplementary heating will become very com- 
petitive in cost of installation and operation in the Spring- 
field, Ill. area. 


Develop Good Accounting System 


The importance of a good accounting and record sys- 
tem was covered by William F. Klingbeil and Willis A. 
Calkins, Peoria, Ill., accountants, who have worked with 
a number of sheet metal contractors and warm air heat- 
ing-residenial air conditioning dealers in that area. They 
displayed and explained sample accounting forms which 
help the dealer-contractor keep accurate records of in- 
coming and outgoing cash, sales, inventory, and the 
many other business activities performed daily. 

Highlight of this session was the recommendation that 
the following steps be followed closely by every deal- 
er-contractor: 1) pull a daily cash balance; 2) reconcile 
the bank account every month; 3) check accounts re- 


ceivable monthly (check the ledger to prove the receiv- 
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ables); 4) examine the collection record monthly (to 
prevent overdue accounts); and 5) compare operation 
statements with those of other companies specializing in 
this same type of work. 


Central Cooling Ils Warm Air Man’s Job 


The function of summer cooling equipment was de- 
scribed by Alien Trask, International Heater Co., who 
outlined the performance expected from each part of 
the refrigeration system. Mr. Trask also pointed out the 
variation in performance when different types of equip- 
ment are interchanged. He concluded his presentation 
by stating, “Evidence shows that warm air heating men 
are capable and able to do all the work necessary to in- 
stall all types of central residential cooling systems.” 

Stainless steel rain carrying equipment was featured in 
a paper presented by Russ Siepel, sales manager, Berger 
Mfg. Co., Div. of Republic Steel Corp., who told how to 
sell and install this equipment. He pointed out that pros- 
pects for stainless steel gutters and conductor pipe will 
be found among homeowners, builders, architects, and 
supervising engineers for schools, hospitals and public 
buildings. A demonstration of soldering techniques used 
for stainless steel products was given. 

Kitchen ventilation received attention from Dale O. 
Bender, Research Products Corp., who worked a sample 
ventilating problem with the audience, starting with the 
hood design and carrying the problem through to selec- 


tion of grease filters, air velocity and duct size. 


Check Chimney Size First 


Draft problems were covered by John Akins, Inland 
Heater Corp., who advised every dealer to inquire into 
the chimney area and height before signing any contract 
to install a heating system. He pointed out several recent 
cases where this precaution had been ignored, and the 
dealer making the heating installation found himself in 
a difficult situation due to the lack of adequate draft. 
Mr. Akins also cautioned dealers to be sure to provide 
sufficient makeup air for combustion purposes. Without 
a sufficient air supply, the fuel burner will draw the 
products of combustion down the chimney in an effort 
to obtain the air needed, resulting in a poor draft con- 
dition. 

Results of the apprentice training program were de- 
scribed by James Rueter, chairman, apprenticeship train- 
ing program. He sent out 620 application blanks to ap- 
prentices, who had submitted samples of their work in 
the form of an offset square to round transition fitting. 
Quality of workmanship, accuracy and the time required 
to fabricate were used as yardsticks for selecting the win- 


(Continued on page 58) 
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single-stage unit 





HE 4S : 
WEBSTER 0 ap 
REVOLUTIONARY NEW FUEL-UNIT 





Interchangeable with any fuvel-unit | 
now on the market -— without 
troublesome connection changes 





Webster’s revolutionary new ‘‘ServiceSaver”’ was built to 
meet the demands of servicemen. It eliminates the principal 
cause of customer complaints and unprofitable service calls— 
clogged filter screens. 


This rotary cleaner 
replaces filter screens 
in the “ServiceSaver”’ 

—ends clogging 


plications and 


_ctage unit 
\{-priming two-stag i 
a ations: 


for lift applic 


Quick Conversion 


e-pipe to 
in seconds 


arts. Get all the details on this amazing new unit ! 
Write for Bulletin A9AT 


ge from on 
stem 
\ditional P 


Chan 
two-pipe 5) 
without ac 


WEBSTER ELECTRIC Qj wiscous:, 


[ELECTRIC] 


MANUFACTURERS OF FUEL-UNITS, IGNITION TRANSFORMERS AND DELAYTROLS 





NOT THIS! This family’s uncomfortable—really uncom- 
fortable. Floors are cold. Ceilings are hot. The whole house is 


drafty. Temperature’s never the same. 


BUT THIS! Now, they’re constantly comfortable. In tests, 
Waterbury COMFORTROL heating has shown less than 1° tem- 


perature variation from floor to ceiling. 





New kind of heating gives constant comfort 
...hour after hour after hour 


Few things that you can offer 
prospects will interest them 
more than constant comfort. New 
Waterbury COMFORTROL By-Pass 
heating provides comfort morn- 
ing-noon-and-night. 


COMFORTROL anticipates out- 
side temperature changes long 
before they affect comfort. It 
mixes cool air with warm air to 
provide the exact temperature 
called for by outdoor and indoor 
thermostats. Its continuous sup- 
ply of clean, fresh humidified air 


adds warmth at the same rate as 
it is lost through walls, windows 
and attics. There are no drafts, 
no hot and cold cycles of temper- 
ature. In tests with Waterbury 
COMFORTROL, rooms have shown 
less than one degree temperature 
variation from floors to ceilings. 


Your prospects choose one 
unit over another because it is 
a better value. Increase your 
unit sales by offering the con- 
stant comfort of Waterbury 
COMFORTROL. 


Waterbury 


By the makers of world-famous Waterbury furnaces and air conditioners 
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COMFORTROL combines perfectly 
with a Waterbury cooling unit. 


Send for FREE booklet: "IT TAKES MORE THAN 
HEAT TO BE COMFORTABLE” 


That’s just what Waterbury’s new 
COMFORTROL booklet is all about. 
Thirty-two pages of facts, illustrated 

by famous cartoon- 








ist Tom Henderson, 
on the new kind of 
heating that will 
help you sell more 
units. 

Write: Water- 
man-Waterbury 
GCe.,; 1123.23 
Jackson Street, 
Minneapolis 13, 
Minnesota. 
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ners. The grand prize went to Warren Bachar, North- 
brook, Ill., a third year apprentice. 

A panel of three insurance specialists answered ques- 
tions dealing with product liability insurance. Many of 
the questions presented from the floor dealt with the in- 
terpretation of legal liability versus moral liability. The 
panel recommended as good business practice, assuming 
a moral liability even if the courts would not declare 
it a legal liability. 


WISCONSIN'S “SIGN A member club” is discussed by 
members of the association, (1 to r) Walter Smith, R. S. 
Schmieder, Vincent J. Kerscher and Carl Behrnd 


Wisconsin to Discuss Architecture 


SHEET METAL ARCHITECTURE will be discussed at a fu- 
ture Sheet Metal Contractors’ Association of Wisconsin, 
Inc., district meeting, it was decided during the asso- 
ciation’s April district meeting in Racine. The program 
will feature a panel which will include an architect and 
consulting engineer. 

The association set up its district meeting program for 
the summer. A meeting will be held in the Janesville 
area in June, July in Sheboygan, August at La Crosse, 
September at Eau Claire and October at Oshkosh. R. S. 
Schmieder, executive secretary of the group, also an- 
nounced he is completing arrangements for an exchange 
meeting with a similar group in Michigan to be held 
this summer. 

“Operation Wham,” a newspaper promotional cam- 
paign being conducted by Milwaukee heating and air 
conditioning dealers, was discussed by Mr. Schmieder. 
He told of a man from Wisconsin Rapids who read a 
“Wham” ad in a Milwaukee newspaper and wrote to 
Mr. Schmieder asking for heating information. Mr. 
Schmieder referred him to two Wisconsin Rapids heating 
and air conditioning dealers. 

The association has also organized a “sign a member 
club” in which each member of the association tries to 
obtain a new member of the association. Four companies 
were accepted as new members at the district meeting. 
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Set Up Seven Rules for Wholesalers 


SEVEN BASIC RULES were recommended for careful con- 
sideration to members of the National Heating and Air- 
Conditioning Wholesalers, Inc. 

The national group suggests: 1) develop an incentive 
program to upgrade your salesmen at least to the level 
of the direct factory salesman; (2) have one person func- 
tion as an advertising and sales promotion manager who 
sees that all material provided by manufacturers is put 
to work at the local consumer level; 3) never pass up a 
chance to get a story in the local newspaper or business 
magazine; 4) have one man responsible for an overall 
and continuing sales training program; 5) have one man 
trained in the technical aspect of air conditioning; 6) 
increase engineering skill in your organization; 7) have 
competent men in charge of credit controls. 

As an umbrella over these basic needs, the national 
association states, top management must have a keen 
sense of responsibility to the industry, an awareness of 
its function as a wholesaler, and the integrity to work 
with competitors and the industry for an overall improve- 
ment. 


Duluth Honors Contractor 


DULUTH’S HALL OF FAME award for 1956 has been pre- 
sented to Walker Jamar, president of Walker Jamar 
Sheet Metal Co., Duluth, for his civic activities in the 
city. 

A bronze plaque was awarded to Mr. Jamar at the 
32nd Hall of Fame dinner. The citation, made by the 
selection committee, states: ““Mr. Jamar’s most outstand- 
ing contribution towards a better Duluth has been 
through his efforts in the Duluth Chamber of Commerce.” 
He also was commended for his work in obtaining the 
Industrial Development Division of the Chamber of 
Commerce. 

Mr. Jamar has served two terms as president of the 
Duluth Chamber of Commerce as well as a term as 
president of the Duluth Builders Exchange; has partici- 
pated in successful work as a member of the governor's 
Economic Advisory council and commission to retain 
funds for the Iron Range Resources and Rehabilitation 
commission; for two years was major general in charge 
of the Community Chest campaign in Duluth; and has 
served on the advisory council of the Girl Scouts of 
America. 

Another honor bestowed on Mr. Jamar recently was 
the Boy Scouts’ Silver Beaver Award, highest the Boy 
Scout movement can give to a volunteer worker. 

Besides his work in Duluth, Mr. Jamar has been active 
in the Sheet Metal and Roofing Contractors Association 
of Minnesota, Inc. He has worked constantly to promote 

(Continued on page 64) 
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» Valve No. 871 


DEPENDABLE BASO VALVE 
PROVIDES COMPLETE 
SHUT-OFF WITH AUTOMATIC 
OR MANUAL CONTROL 


- 


Install it on floor furnaces or room heaters. 
Used either as a manual control or installed 
downstream from an automatic main gas 
valve, the Type 871 provides complete shut- 
off of main burner and pilot gas. Safe light- 
ing, too, is a feature with either kind of in- 
stallation. 


| 
| 


Baso valve No. 871 is simple to install 
and service. Power unit is replaceable. Pilot 
gas is adjustable. 


Type 871 is designed for use with all fuel 

gases. The valve body is cast aluminum 

alloy; internal parts, in contact with gas, are stainless steel 
and aluminum so that manufactured, natural, or liquefied 
petroleum can be used. Size is 42"’, providing a capacity of 
80,000 Btu. per hour with manufactured gas. Write for Bulletin. 





MILWAUKEE GAS SPECIALTY CO. 
Dept. AA-12 
MILWAUKEE 1, WISCONSIN 
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What they’re doing with 
REVERE SHEET COPPER 





Approximately 15,000 lbs. of Revere Sheet Copper and 
3,700’ of Revere-Keystone 2-Piece Cap Flashing were used 
on this school. Here you see gutter, conductor, splash pan, 
gravel stop and Revere-Keystone 2-Piece Cap Flashing... 
all of Revere Copper 


—. 
“eu 


Architects: EBERLE M. SMITH ASSOCIATES, INC., Detroit, Mich. 
General Cont.: O. W. BURKE CO., Detroit, Mich. 

Sheet Metal Cont.: J. D. CANDLER ROOFING CO., Detroit, Mich. 
Revere Dist.: COPPER AND BRASS SALES, INC., Detroit, Mich. 


Here is Revere-Keystone 2-Piece Cap Flashing shown 
installed between the windows, with receiver in place 
ready for the installation of the cap. A greenhouse con- 
servatory will be attached to the main building at this 
point. After the conservatory roof has been completed 
and base flashing put into place the cap flashing will be 
inserted. This exclusive design permits masons and roof- 
ers to work without interference and makes installation of 
this factory-formed, 2-piece cap flashing simple and easy. 
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REVERE-KEYSTONE 


EASY-TO-PLACE 


2-PIECE CAP FLASHING 


used to protect against leaks in 


EDSEL FORD HIGH SCHOOL 


Dearborn, Michigan 


The Edsel Ford High School is a fine example of the use of 
Revere-Keystone 2-Piece Cap Flashing* in modern construction. 

The architects, EBERLE M. SMITH ASSOCIATES, INC., have for 
years been using their own detail of a 2-piece cap flashing, but 
after discussing the many advantages of the new Revere- 
Keystone 2-Piece Cap Flashing with them, and the sheet metal 
contractor, it was readily accepted to meet the flashing 
specifications. 

Here are some of its outstanding advantages: 
FREE WALL-—It provides the roofer with an unobstructed wall 
face for the placement of the base flashing. Receiver is laid in 
during construction of wall, while the insert is snapped in only 
after all roof and base flashing work is finished. 

STRAIGHT CLEAN LINE, PERMANENT GOOD LOOKS 
—Factory-bent to precise dimensions. This, with the one-inch 
locking tongue, assures alignment of receiver slots, uniform 
appearance. 

PERFECT WEATHER-SEAL—Factory-formed angles on the 
receiver and insert cause latter to hug the base flashing, weather- 
seal effectively. Water cannot blow up behind flashing. 


NON-LEAKING DAMLOCK-—Requires no soldering except 
for special conditions. The interlocking copper-to-copper over- 
lap creates a dam which prevents longitudinal travel of water 
and drains seepage to the face of the wall. 


VERTICAL RECEIVER SLOT ON WALL FACE—Position 
of vertical receiver slot on face of wall eliminates possibility of 
the receiver slot being crushed shut by weight of masonry. 

CAN BE DISASSEMBLED —Insert can be removed with a 


simple tool and used again, with no loss of neatness or snugness, 
when the built-up base flashing or roofing have to be repaired. 


Find out about this newest method of flashing neatly, quickly, 
safely, positively. Send for descriptive literature today! Write 
Advertising Department. 

FREE! For group showing—Instructive 16 mm motion picture 
in sound and color—“SHEET METAL IN BUILDING CONSTRUC- 
TION.” A “must” for every Architect, Building Owner, Spec 
Writer, Sheet Metal Contractor and Mechanic. Write Revere 
Advertising Department. 

* Patent No. 2,641,203 Other Pats. Pending 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 


Mills; Baltimore, Md.; Brooklyn, N. Y.; 
Chicago, Clinton and Joliet, lll.; Detroit, 
Mich.; Los Angeles and Riverside, Calif.; 
New Bedford, Mass.; Newport, Ark.j 
Rome, N. Y. Sales Offices in Principal 
Cities, Distributors Everywhere. 
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Above is detail of Revere-Keystone 2-Piece Cap 
Flashing showing combination receiver and 
Thru-Wall Flashing. Receiver is furnished in 49” 
lengths (48” layup), with 1” overlap in a locking 
tongue dam which assures proper alignment. A 
standard 4” flat copper receiver with 4” hook 
dam is also available. 


Photo at left shows Revere-Keystone 2-Piece Cap 
Flashing installed at the Edsel Ford High School. 
Skylights in foreground also are flashed with 
Revere Copper. 


. 
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A ? McQuay residential 
air conditioning components 


ADD LOW COST COOLIN 


M » Residential Alrcons are designed for 
remote installation and provide waterless con- 
densing with Freon 12 or Freon 22 compressors. 
Three sizes match 2, 3 and 5 hp compressors. Air- 
cons have thermally protected motors and low 
speed centrifugal fans for quiet operation. Space 
is provided in the cabinet for mounting a com- 
pressor and receiver. 


McQuay Horizontal! nd V Residentia 
Evaporators are available in 2, 3 and 5 ton sizes 
fer Freon 12 or 22. Horizontal model mounts in 
ductwork on return or discharge side of furnace. 
Vertical airflow model installs in plenum of either 
conventional or counterflow furnace. Both models 
are designed for internal mounting of expansion 
valve. 


A new McQuay Residential Evaporator and Residential Aircon are now available to meet the 
demand for low cost central cooling in existing and new home construction. Furnace 

filters, blower and ducts combine with a McQuay Evaporator to provide clean, cool, 
de-humidified air to all rooms. The McQuay Aircon, in which you may mount your compressor 
and receiver, handles the refrigerant condensing with a minimum of piping and 


without the use of water. 


McQuay R Fin C —Both evaporator and condenser in this 
residential system are built around a McQuay Ripple-Fin Coil. Rippled 
aluminum fins assure thorough air cooling by prolonging the air contact 
with the cooling surface. The McQuay design also staggers the copper 
tubes to increase this effect. 


c hy Representatives in major cities 
Uay Ine » 1600 Broadway N. E., Minneapolis 13, Minn. 
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CENTURY ELECTRIC COMPANY 
1806 Pine Street, St. Lovis 3, Missouri 


Please send Application Guide, Form 1700, to: 
Name 

Company 

Address 

City 


Performance-Rated 
MOTORS 
1/8 to 400 H. P. 
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the sheet metal industry on the state and national level. 
He has held many offices in both the state and local 
associations. 

Born on a New Mexico army post in 1885, he moved 
to Duluth in 1906 and worked for an insulating and 
asbestos concern as a shipping clerk and bookkeeper. 

He organized his present firm in 1913. Since that time 


he has signed contracts for work in 27 different states. 


OFFICERS AND MEMBERS OF the Associated Sheet 
Metal, Air-Conditioning and Heating Contractors of St. 
Louis, Inc. discuss plans for a new state group. They are: 
(i to r) A.C. Berkel, secretary; Ed Hasler; W. E. Knipe, 
president and Henry Stoverink, treasurer 


St. Louis Works on Code 


Tue Associatep SHeet Merat, Air-Conditioning and 
Heating Contractors of St. Louis, Inc. is moving ahead 
with its plans to form a heating and air conditioning 
code for the St. Louis area and a state-wide association 
for Missouri. 

In a meeting held May 8, President Bill Knipe re- 
ported to the members on his trip to the Illinois associa- 
tion’s state convention. He told the St. Louis members 
he was advised by the Illinois group to form a state 
group before trying to adopt a code for St. Louis. A 
special appeal is going out to other associations in Mis- 
souri in an effort to learn if the state is interested in 
forming a new state association. 

Mr. Knipe also stated that members of the Illinois 
association would travel to St. Louis to give assistance in 


forming a state association. 


Cleveland League Celebrates Birthday 


THe Warm Air Furnace and Air Conditioning League. 
Inc., Cleveland, celebrated its 20th anniversary March 12 
with a near record turnout of more than 100 members 
and guests at its special open house meeting. 


Development of the heat pump was outlined by Steve 


Bowen, Cleveland Electric Illuminating Co., using a chart 
to show the basic mechanics of the heat pump. Mr. 
Bowen also showed pictures of heat pump installation 
jobs in the Cleveland area. 

Stiffening of requirements for heating licenses and the 
general benefits to be obtained from this trend were 
discussed by Jack Scheel, chief heating inspector, Cleve- 
land. Mr. Scheel also added that there would be closer 
liaison between his office and the office of the chief re- 
frigeration inspector, C. Kinsner. 

Functions of the refrigeration inspector’s office were 
pointed out by Mr. Kinsner. He also stated that his office 
was open to the air conditioning dealer for assistance at 
any time, and he showed through available records that 
the residential air conditioning dealer has been making 
increasing numbers of installations in the small commer- 
cial field in Cleveland. 


Georgia Plans Trade Exposition 


THE MECHANICS of forming and setting up the trade 
exposition planned by the Sheet Metal, Roofing, Heating 
and Air Conditioning Contractors’ Association of Georgia 
will be handled by B. L. 


ecutive secretary of the association. 


Noblitt, newly appointed ex- 


The exposition will feature the tools, products and 
equipment connected with the heating, air conditioning 
and sheet metal industries, The exposition will be held 
March 21-24, 1957 at the Biltmore hotel in Atlanta to 
coincide with the association’s annual state convention. 
There will be special dated invitation showings for archi- 
tects and engineers. 

Called the Roofing and Sheet Metal Contractors As- 
sociation of Georgia in the past, the new name has been 
taken as a part of a general reorganization and expan- 
sion program. Hiring of Mr. Noblitt as executive secre- 
tary is part of this program. 

Part of the expansion plans is to increase circulation 
of the association newsletter to approximately 6000 by 
including a majority of industry members in Georgia 
and the five surrounding states in order to publicize the 
trade exposition. Membership dues will be increased to 
$40 annually, changing terms from a calendar to an- 
niversary basis. Thus members will be given a full 12 


month service regardless of month of initiation. 


Richmond Holds Oil-Heat School 


DisTRIBUTORS, COMPANY and independent service men 
attended a sales and service school sponsored by the 
Richmond Oil-Heat Association in Richmond, Va., ac- 
cording to J. M. Kelleher, a director of the association. 
The meetings were held May | and 2 and May 8 and 9. 


(Continued on page 68) 
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“We've tried them all and... 
only one meets our standard of quality... 
USS Galvanized Steel Sheets,” 


says Mr. Anthony Piccininni, shop foreman, 
Arrow Conduit & Fittings Corporation, Brooklyn, New York 


“Only the best material available 
goes into Arrow Conduit products,” 
continues Mr. Piccininni. “The men 
take pride in their finished work. Be- 
cause of the extreme forming opera- 
tion required in making our outlet 
boxes, the galvanized sheet must be 
able to withstand being drawn to a 
depth of three inches without peeling 
or cracking. We’ve tried them all 
and we find that the only one that 
meets our standard of quality is USS 
GALVANIZED STEEL SHEET.” 
Constant production control as- 


sures a smooth, uniform, tightly- 
adhering zinc coating. USS Galvan- 
ized Steel Sheets can be cut, bent, 
stamped, rolled, welded, soldered- 
without flaking, cracking, chipping. 

If there is a place in your opera- 
tion for galvanized steel, why not 
investigate the many advantages of 
USS Continuous Line Galvanized 
Steel Sheets? For more information 
just write or call your nearest United 
States Steel District Sales Office. 
They will be glad to help you with- 
out obligation. 


Shown here ready for packing is a finished 
Arrow Conduit box—No. A.C. 16. In the first 
step of this box-forming operation, a large 
sheet of galvanized steel is sheared into 6” 
strips; next each strip is cut up into different 
size blanks to suit different outlets. The blanks 
are then fed into a press where knockouts are 
put into the blanks. From there the blanks are 
drawn to the different shapes desired . . . and 
this is the step which really tests the quality 
and ductility of the galvanized steel sheet. 
Additional knockouts are punched, the edges 
trimmed and the boxes cleaned and packed. 


USS GALVANIZED STEEL SHEETS 


UNITED STATES STEEL CORPORATION, PITTSBURGH - COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 


TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS, COAST-TO-COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


a S. £9 atte -.5:. 828: 
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Wherever people give a building 
a heating 


side 











he place to use STAINLESS STEEL 


Write for your copy 
“STAINLESS STEEL for 

STORE FRONTS and 
BUILDING — 


If modernizati ‘ 

tion is 0 our mind h 40 

booklet 

handsome 

(Note \ 

Stainless in od Pre 

Serving Equipment 
write for one of the fir 

when available 


Address Dept. AA-78 


00 





You have to design for maximum attrac- 
tiveness in those areas of buildings which 
have most traffic—such as building fronts, 
marquees, entrances, lobby details, railings, 
etc. Yet those same places are exactly the 
locations where you need maximum utility, 
too. 

What's the best material to use? Just 
remember that stainless steel—and only 
stainless steel—gives you the nearest-to- 
perfect combination of satiny beauty and 
rugged toughness. No other material is as 
good-looking and at the same time as 


strong, hard-surfaced and resistant to rust 
or discoloration. No other material requires 
as little maintenance, cleans as easily and 
lasts as long. 

In short, whether you’re considering AL 
Stainless Steel for just the ‘‘hard-wear’’ 
spots or for an entire curtain-wall design, 
keep this fact in mind: no other material costs 
as little over the long pull as stainless steel. 

Let us give you any information or tech- 
nical assistance you may require. 
Allegheny Ludlum Steel Corporation, 
Oliver Building, Pittsburgh 22, Pa. 


For Stainless Steel in ALL Forms—call 


Allegheny Ludlum 5&7 


s2zo9c Warehouse stocks carried by all Ryerson Steel plants 
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surely not 


. .. When you justify your actual 
overhead and your real net profit! 
So ... in order to successfully 
close your sale you must justify 
the difference in price 


to your prospect. 


AVICTOR 
Dealers Ane Doing This... 


espero Yes . . . we can prove to you that VICTOR dealers are 
WITH THE doing just this! They close more sales . . . at bigger profits. 
HEAT RADIATING BECAUSE . .. they are handling a line famous for quality, 
FI N 5 with patented fuel-saving FINS which give the owner more 
real heating comfort at a 20% to 30% saving in fuel. Other 
features of genuine merit, plus a 15-year warranty, clinch 

sales. Get out of the competitive class with VICTOR! 





RAS IS RS RAE SARE RET ts 
HALL-NEAL FURNACE CO. 
1322-42 N. CAPITOL AVE., INDIANAPOLIS 7, INDIANA 


Please give me details at once of VICTOR Gas, Oil and Coal line, and 
the extra profits | can make with an EXCLUSIVE VICTOR franchise. 


NAME 





FIRM 
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A total of 22 companies were represented at the school. 
Lectures and discussions ranged from installation and 
servicing problems to improving sale» training and or- 
ganization. 

Installation know-how was discussed by I. M. Nelson, 
Boston Machine Works Co., while service and installation 
of limit and safety controls was outlined by George 
Hobby, General Controls Go. Sales training, sales organi- 
zation and retail selling programs were described by Ray 
Horan, also of General Controls Co, 

Nozzles, air-patterns, combustion and draft were dis- 
cussed by Robert Hundley, Steinen Mfg. Co. 

Servicing of oil burners, pumps and.-piping systems 
was outlined by John Griffey, Sungstrand Machine 
Tool Co. 

Servicing of fuel pumps and ignition transformers was 
demonstrated by L. E. Woolf. Webster Electric Co. Flue 
gas testing and use of combustion efficiency testing instru- 
ments was discussed by Bert Vickery, Bacharach Indus- 
trial Instrument Co. How to service and install electric 
control circuits was shown by R. H. Luscombe, Penn 
Controls, Ine. Servicing and installation of electronic 
control systems was discussed by G. Lewis Bridgforth, 
Minneapolis Honeywell Regulator Co. 

\ poll of the men attending the school was made at the 
end of the four day school to determine its popularity. 
It was the unanimous opinion of the students that another 
school should be held next year. Servicemen from within 


a 100 mile radius traveled to Richmond to attend. 


Georgia Appoints Secretary 


APPOINTMENT OF B. L. Noblitt as executive secretary 
of the Sheet Metal, Roofing, Heating and Air Condi- 
tioning Contractors’ Association of Georgia highlights 
a wide-range reorganization and expansion program 
planned by the group. 

Included in the reorganization plans is a southeast 
trade exposition, the first of its kind to be held in the 
southeast, to coincide with the state convention, March 
21-24, 1957. 

Mr. Noblitt will travel throughout the state building 
the association’s membership, supplier support and _ in- 
terest in the trade exposition and good will for the 


state association. 


Other of Mr. Noblitt’s activities will include reporting 
to association members on local, state and national legis- 
lative action pertaining to the sheet metal, heating and 
ail conditioning industries: providing counsel service 
to members concerning tax, insurance and legal ques- 
tions: making available to association members a com- 
plete portfolio of standard business forms and carrying 


on an educational program. 


(Continued from page 64) 


Institute Calls for Code 


A SIX-MAN PANEI. of heating dealers and building con- 
tractors decided during a recent monthly meeting of the 
Institute of Heating and Air Conditioning Industries in 
Los Angeles, that the industry, for its own good and for 
the good of the consumer, needs a code of minimum 
standards for heating installations. A record audience 
attended the meeting designed to “diagnose the indus- 
try’s ails.” 

The heating dealer was complimented by the panel. 
The conclusion of the panel was that whatever the prob- 
lems the industry might be faced with, they could be 
self-cured. 





Coming Events 


June 18-19—National Heating & Air-cosdi- 
tioning Wholesalers, Inc., summer meeting. 
French Lick-Sheraton Hotel, French Lick 
Springs, Ind. W. R. Bull, Executive Di- 
rector, 1200 W. Fifth Ave., Columbus, O. 

June 18-20—American Society of Heating 
and Air-Conditioning Engineers, semi-an- 
nual meeting. Shoreham Hotel, Washington, 
D.C. A. V. Hutchinson, Executive Secre- 
tary, 62 Worth St., New York 13. 

June 21-24—Carolinas Roofing & Sheet Metal 
Contractors Association, annual convention. 
Ocean Forest Hotel, Myrtle Beach, S. C. 
Julian M. McKeithan, Secretary, 1219 
Fairway Dr., Wilmington, N. C. 

June 22-24—Sheet Metal and Roofing Con- 
tractors’ Association of Minnesota, sum- 
mer meeting, Mille Lacs Lake, Minn. 
Richard Grant, Secretary, 867 Grand Ave., 
St. Paul 5, Minn. 

June 26—Society of the Plastics Industry, 
Inc., Thermoplastic Structures Div., Struc- 
ture Symposium. Roosevelt Hotel, New 
York. B. S. Montell, Secretary, 67 W. 44th 
St., New York 36. 

July 19-22—Roofing and Sheet Metal Con- 
tractors’ Association of Georgia, annual 

Oglethorpe Hotel. 
Savannah, Ga. B. L. Noblitt. Executive 
Secretary, P. O. Box 1196, Augusta. 

Dec. 3-5—National Heating & Aircondition- 


convention. General 


ing Wholesalers, Inc., annual convention. 
Deshler-Hilton Hotel, Columbus, O. W. R. 
Bull, Executive Director, 1200 W. Fifth 
Ave.. Columbus, O. 
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| Koen @ J Uh delete) at) al-the-1e 
is Needed for 


the New MONCRIEF 
WEATHERPROOFED 


Air Cooled Condensing Unit 


[os and 5 lon Sizes... 


a ! | 
. ane : ' 
Weather-Protected 

Bondarized 

Cabinet 
Rain or shine, this new Moncrief Air Conditioning Unit 
ignores outdoor weather because it is engineered for 
outdoor installation. Every cabinet surface is bondar- 
ized, heavily clad with baked enamel and secured tight 
with coated screws. Interior, operating parts are equal- 
ly well protected and ruggedly constructed for extra 
years of operation in all kinds of weather. 


Updraft Hot Air Exhaust 

For space-saving convenience, the air discharge is 
located on top. Heated air, drawn off the condensing 
coil by a quiet-operating, slow-speed centrifugal fan, 
is blown upward, where it is quickly dispersed into 
outdoor air. Family areas, trees, shrubs and lawns 
are spared the hot blast of air, usual with side dis- 
charge units. 


Matching Cooling Coils for 
Any Type of Installation 


Name the installation, and you'll be able to make 
it easier, better, with a Moncrief Cooling Coil engi- 
neered for the job. 


Available now are Cooling Coils, specially de- 
signed for use in Moncrief Upflow and Counter- 
flow 2 and 3 Ton, Combination Year Round Units. 
Available also, are 2, 3 and 5 Ton A-type Coils, 
with optional low-cost Galvanized Plenum for Up- 
flow, Basement or Utility Room, Add-On Installa- 
tions, And finally, 2, 3 and 5 Ton Flat, Horizontal 
Flow Coils in insulated cases, for use with Hori- 
zontal or Duct Furnaces and for other installations 

- where supply trunk leads in one direction, can also 
be obtained. , 


also Easily Installed Indoors 





Ready for early announcement, are a separate 
Cooling Coil for the Moncrief 5 Ton Year "Round 
Unit, and specially designed 2 and 3 Ton Coils for 
installation at base of Counterflow Heating Units. 

Get the low-down on new, low prices. Call your 
Moncrief Wholesaler, now! 





Air Cooled Con 
out-of-doors is 


densing Unit, installed 
connected with Re 
frigerant Tubing to Cooling Coil 


\\)\ tnstolled within, | 
\ Cobinet of Up 
\G flow or Coun 


) terflow Yeor | 


Roun 
hos . : 4 Conditioner 
a 


THE HENRY FURNACE COMPANY 


In Discharge AL ai 
Plenum of Bose oman’ 
ment or Utility 
type Winter Air 


HEATING AND AIR CONDITIONING UNITS & F moncerer | 7 FURNACE PIPE AND FITTINGS ‘ 
° 
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Honeywell announces the new 


2-zone balancing system 


with only one motor 


Revolutionary new system provides constant air flow 


through the furnace or cooling coil 


© 


ZONE THERMOSTAT 


A’ you can see by the diagram above, 

the Honeywell 2-Zone Balancing Sys- 

tem uses only ome motor to control the 

dampers of two zones. And it’s done by 

means of a simple linkage! The motor 

doesn’t switch dampers to conventional open and 

shut position, but provides a modulated control which 

proportions the flow of air to each zone as required. 
By gradually decreasing the flow of air in one zone 

while increasing it in the other, the dampers provide 


ZONE THERMOSTAT 


a true balancing system for both zones. 

One thermostat controls the heating or 

cooling unit to maintain the proper tem- 

perature called for in its zone. The other 

zone thermostat controls the damper 

motor, balancing the air flow and maintaining the 

temperature called for in its zone. When either 

thermostat is fully satisfied and requires no further 

heating or cooling, the other thermostat takes com- 
plete control of the heating or cooling unit. 
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As a dealer, your sales potential with this 


economy-priced, easy-to-sell system is enormous! 


Split-level homes, L-shaped homes, homes 
with basement recreation areas—almost all 
types of homes in fact—lend themselves by 
design and family living needs to a two-zone 
system. 

And the Honeywell Single Motor system 
is made-to-order for /ow cost two-zone con- 
trol. It can easily be installed on any type 
of new home or existing warm air system. 
Below are some typical installations. 





] 
be a 


Parallel duct system above shows both dampers 
on a single shaft. 


| 
Honeywell’s durable modulating motor, the M8294, is Bet 
designed specially for low cost zone control. And now you 









can offer it as part of a simple, single-motor, 2-Zone Balancing 
System that brings the price way down below that of con- 
ventional two-motor systems. 

The M829A is noiseless and has no gears or pumps to 
get out of order. It can be mounted in any position to 





provide a measured amount of heating or cooling through 


the duct. It is easy to install—easy to wire. Split-level home can use this duct damper and link- 
age arrangement. 


Your choice of these 





thermostats 
New simplified wiring Clock Honeywell f - 4 
panel for heating— Thermostat Round bine és Ms, | 


Counter-flow furnace can utilize this arrangement 


cooling systems. * : : 
Ss 7 . for forced warm air perimiter heating. 





For heating and cooling 


° ‘ For complete information on the 
new Honeywell warm air zone 
control system, or details on wet 
heat zoning equipment, call your P C | 
local Honeywell office. Or write 112 offices across the nation Zone ontro 
Honeywell, Dept. AA-6-88 
Minneapolis 8, Minnesota. 
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Transite Gas Vent Pipe 
is easy to install! 


Assembly Is rapid... No special 
tools or special training of any kind 
are needed to assemble Transite. 
What's more, it's easy to handle... 
easy to truck... easy to carry 
about on the job! 


Bracing and supporting are 
simple ... Transite is easy to 
support... anywhere along the 
barrel, not just at the joint. Its base 
can be a wall bracket or the floor 
itself. Other supports and braces 
may be hangers, angle irons, light 
strapping or riser clamps of 
hanger irons. 


Capping is easy 

.. « Follow standard 

flashing methods when 

Transite passes through 

roof, Additional savings \ 
may be gained by using locally- 
approved tops that require minimum 
roof clearance. 


Rules of good venting 
may be followed readily . . . economically 


... with Transite® Gas Vent Pipe. Code-approved in- 
stallations are quickly, easily completed, thanks to 
Transite’s installation simplicity and the wide variety 
of round and oval fittings available. 


You can assure homeowners of UL listed pipe 

Cu) Transite Type B Gas Vent Pipe is safe! It 
Xo has been listed continuously by the Under- 
writers’ Laboratories, Inc., since 1932. It is the only 
pipe for the purpose with such long-standing, uninter- 


rupted recognition. 


Transite B-W Gas Vent Pipe for recessed wall heaters 
is also listed. 


For further information, write Johns-Manville, Box 
60, New York 16, N.Y. In Canada, Port Credit, Ontario, 


Yj] Johns-Manville TRANSITE GAS VENT PIPE 


cre 


72 


AN ASBESTOS-CEMENT PRODUCT 
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GROW BIGGER WITH 








bryant 





and here’s one way you can 


GROW BIGGER WITH <—— 








“6 S ‘eS 7” REAP THE PROFITS FROM 
| tt <P BRYANT’S FIELD-TESTED 
and proven 


MONEY BACK GUARANTEE PLAN 


that increases furnace sales 

















This is a proven furnace sales-building 
promotion that will double and treble 
your heating sales in the off season. It 
is open only to qualified Bryant dealers. 
Learn how you can qualify to participate 
in this proven sales-building promotion. 


and here are 8 more reasons why 
you'll GROW BIGGER with BRYANT 


1. Your customers know and trust the name Bryant . . . famous for 
47 years as the leading name in home comfort. 

2. From small home to mansion there’s a Bryant to fit the budget 
and the need in gas or oil furnaces, boilers, air conditioners, space 
heaters, unit heaters, water heaters. 

3. You build customer confidence when you install Bryant. . . the 
highest quality home comfort equipment built. 

4. You profit more with Bryant because of the Bryant dealer de- 
velopment program, the most complete in the industry. 

5. You get sales-building tools that increase sales and profits. 


6. You have the help of a nearby Bryant distributor who gives you community! 
complete engineering, sales and service help. 

7. You are backed by powerful national advertising. 

8. You get complete co-op advertising to build sales in your own 2 | 

community. % ' 

Every home owner who is thinking about new heating equipment for his 


home will want to know the details of Bryant’s exclusive Money Back Model 26 Mode 319 * del 318 
Guarantee. That's why it has been a sure-fire prospect getter wherever it spe) roams eae 
has been used. Get the details today. Learn how simple and straight-forward Also Model 225 

it is. For the name of your nearby Bryant distributor, write, Bryant, 48 

Monument Circle, Indianapolis 4, Indiana. 


BRYANT EQUIPMENT FEATURED 
IN “MONEY BACK” PROMOTION Be Mr. B. 


in your 


grow bigger with 





ou won't have 
y 


bills 
like 


these... 


when 
you install 


THE NEW AUER 


TRADE-MARK 


Sheet metal contractors everywhere are discover- 
ing amazing savings in time, labor and costs by 
using Auer ‘‘Perfusaire” perimeter registers. They 
have found that installation time is cut in half! 





Perfusaire, designed for use in or against plastered 

walls, inside or outside the baseboard, installs 

quickly ... easily .. . without cutting or fitting. —_ 

It hugs the wall without unsightly gaps. . . elimi- seg Mppatcers mal op 18 inch perimeter diffuser pore 

nates use of fillers or moldings. It is the answer ae te cupachy of 4 te © foot unity for heating an 
: : ' heating-cooling combination systems. 

to difficult uneven wall installations! 


The Auer Perfusaire is equipped with a built-in 
damper to provide positive, controlled system 
balancing, making it ideal for heating and com- 
bination heating-cooling perimeter systems. 


For complete details on how you can minimize 
installation time and increase profits with Perfus- 
aire, ask for Bulletin P-54, 


Aver DRP floor perimeter registers with built in 
dampers. Available in 2% x 14 inch size and in sizes 


4 and 6 inches wide, 10, 12 and 14 inches long. 





REGISTERS . 
eicl lilt. «REGISTERS AND GRILLES FOR EVERY HEATING AND COOLING NEED” 


6602 CLEMENT AVENUE e CLEVELAND 5, OHIO 
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Stainless Steel doors for a doughnut frying machine. Heliarc welding is a routine procedure throughout the shop. 





nem 


“We've worked with 
Stainless Steel for 30 years 
and it’s easy” 


says Doughnut Corporation of America. Ellicott Citv. Marvland 


The Doughnut Corporation of 
America has equipment in many of 
the bakeries and breaded food proc- 
essors in this country. For the baker, 
Doughnut Corporation of America 
has a complete doughnut production 
line, including cutters, fryers, glaz- 
ers, stackers, coolers, sugaring ma- 
chines, conveyors, etc. Similar equip- 
ment is made for the fast-growing 


Steel is preferred wherever contact 
is made with the food product. 
Mainly, this is because Stainless 
Steel is so easy to clean. There is no 
surface coating to wear off. It doesn’t 
corrode. It resists high temperatures. 
And no other metal looks so good, 
for so long. 
The Doughnut Corporation fabri- 
cates Stainless Steel in the course of 


everyday production. Thicknesses 
range from 28 ga. through “4.6”; and 
although the fabricating problems 
are different, they’re not difficult, 
and thirty years of experience back 
this up. 

When buying Stainless Steel, re- 
member that United States Steel 
can supply the widest assortment of 
sizes, grades, shapes and finishes. 











breaded food processor. 
In the whole operation, Stainless U Ss s ’ Al fe LE © Ss % t ra & L 
BILLETS PIPE TUBES + WIRE * SPECIAL SECTIONS 


AMERICAN STEEL & WIRE DIVISION. CLEVELAND + COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
+ NATIONAL TUBE DIVISION, PITTSBURGH + UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 





SHEETS STRIP PLATES BARS 


UNITED STATES STEEL CORPORATION, PITTSBURGH - 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA 


Here is A. A. Larsen, Controller of Research and Development. He stands between two seafood breading machines. 
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Cut costs 3 ways! 


with Ryerson Service on Galvanized 


1. Save on inventory costs. You don’t have to 
worry about tying up capital and shop space with 
steel inventories .. . you can depend on Ryerson 
for prompt delivery from the world’s largest 
stocks. 
2. Save by reducing scrap loss. You don’t have 
to pay sheet steel prices for scrap... you can 
reduce scrap loss to a minimum by taking ad- 
vantage of our cut-to-length service. In fact our 
wide range of coil widths may often enable you 
to eliminate scrap altogether. Pattern sizes also 
available. 
3. Save on processing expense. You can also re- 
duce capital investment in processing equipment, 
cut maintenance costs and eliminate extra mate- 
rial handling expense by putting our extensive 
modern facilities for quick, accurate cutting to 
work for you. 

And, of course, you can count on Ryerson for 
galvanized sheets that are bright, ductile, true- 
to-gauge, and uniform in coating—sheets that 


give you a head start on high quality products. 
Also, on a single order you can include every kind 
of steel that you need—hot and cold rolled car- 
bon steel, stainless, Ry-Ex expanded metal, bar- 
size angles, bands, etc. So save time, trouble and 
money —every time, call your nearby Ryerson 
plant when you need steel. 


ae 
U 


RYERSON STEEL 


In stock: Carbon, alloy and stainless steel... sheets and strips, bars, 


channels, angles, plates, tubing, metal-working machinery & tools 


AmericAN ARTISAN, JUNE 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK * BOSTON * WALLINGFORD, CONN. * PHILADELPHIA * CHARLOTTE, N. C. ¢ CINCINNATI 
CLEVELAND * DETROIT * PITTSBURGH * BUFFALO * CHICAGO * MILWAUKEE « ST. LOUIS * LOS ANGELES * SAN FRANCISCO * SPOKANE « SEATTLE 
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THE FIRST LAW of salesmanship might perhaps be to let the public know 
the kind of business you’re in. There are many ways for the dealer-contractor 
to do this — through personal selling; newspaper, radio, television and 
phone book advertising; by direct mail; proper identification of trucks and 
places of business; job signs; and through other promotional activities. 

Another sales tool — one that works day and night throughout the 
year — is the name chosen by the dealer-contractor for his business. Ideally, 
it should identify to everyone who sees it just what work the organization 
does; it should be easily remembered; it should not be too long and cum- 
bersome; it should not easily be confused with competitors; and it should 
often include the dealer-contractor’s own name. 

This is a pretty big order. It is complicated further, when a name change 
is being considered, by the fact that the old name may be well established 
and probably has acquired a value the dealer-contractor wants to keep. 

Thus, while selecting a name for a new business is a job requiring care- 
ful consideration, changing an existing name must be weighed with even 
more deliberation. There are usually good reasons for and against it. 

The rapid public acceptance of and great sales potential for residential 
air conditioning lead many dealer-contractors to consider a name change. 
While this work has been a part of their businesses for many years, it hasn't 
been as evident to them as it is now that their business names should clearly 
indicate this. 

With this sales potential much in mind, many dealers from various parts 
of the country have told us recently that they have considered changing their 
business names. For example, an Illinois dealer was re-doing his store front 
(which was less than two years old) when we arrived on a recent editorial 
call. He explained that his summer cooling business had grown so rapidly 
that he felt he had to match more closely his organization’s name to his ac- 
tivity. In Indiana a few days later, a warm air heating-sheet metal contractor- 


dealer told us that his summer cooling business had grown to the point 
where he was adding air conditioning to his firm’s name. 


Similar cases have come to our attention in other parts of the country. 
In New Engiand, a “Heating Co.” has become a “Heating and Air Condi- 
tioning Co.” In Minnesota, a dealer told us that “last summer everyone in 
town was looking for someone to put in cooling equipment. I bet I would 
have sold twice as many central systems if I had used the name I'm using 

. And so it goes. 

Many dealers have wanted to retain their personal names as well as a 
description of the type of work that has built their reputations in the names 
under which they do business. In such cases, what was “Sam Brown's Heat- 
ing Service” has become “Sam Brown’s Heating and Air Conditioning Co.” 

In many cases, a change in name is avoided by tacking on a description 
of the services available as part of a “sub-title” which is used with and wher- 
ever the company name appears. Thus, “Brown’s Sheet Metal Works” might 
remain as the company name, but would always be used in some such form 
as “Brown’s Sheet Metal Works — Heating * Air Conditioning * Sheet 
Metal.” 


Calling something by a certain name doesn’t make it so, of course. But 
there are advantages to a dealer-contractor whose business name does a good 
job of putting across to the public all the types of work he performs. 





FINN J. LARSEN: “Typical 
costs of all but the smallest 
nuclear reactors begin at about 


a million dollars” 


7 r . 
A. L. HESSELSCHWERDT: 
“A solar energy collection sys- 
tem requires the closest coop- 
eration between engineer and 


dealer” 





ROBERT H. COMBS: “Natural 
gas engines are being used to 
drive condensing units produced 


by four manufacturers” 


Industry Learns Where It’s Headed 


. . « at the first Technical Conference held by 


NWAHACA, Research reports and predictions on future energy 


sources fill in blanks in the outlook for the trade 


WHat does the future hold for the 


warm air heating-summer cooling 
industry ? What are the opportunities 
as well as the problems that lie 
ahead, and just how far ahead do 
they lie? 

These were some of the questions 
to which answers were offered at the 
First Technical Conference held by 
the National Warm Air Heating and 
Air Conditioning Association in Chi- 
cago, May 24 25 

More than 200 dealers. manufac 
turers and wholesalers registered fo 
the two day session to hear technical 
papers presented on such subjects 
as the application and utilization of 
nuclear energy for residential heat 
ing and summer cooling equipment. 
solar energy as source of heat for 
residential applications, using gas as 


an energy source for summer coo 


ing plants, physiological adjustment 
of the human body and its response 
to environment. operating characteris- 
tics and economic aspects of resi- 
dential heat pumps, and many othe 
papers. The highlights of the papers 
are presented here with a complete 
report being scheduled for each tech- 
nical 


paper in an early issue of 


American Artisan. 
Nuclear Power Impractical 

\ glimpse into the future of nu- 
clear power as a source of energy 
for residential heating and air condi- 
tioning was given by Finn J. Larsen. 
research, 


director of Minneapolis- 


Honeywell Regulator Co.. who said, 
“About a year ago considerable pub- 
licity was given to a remark by an 
industrialist that a reactor in the 
home would be quite practical as a 


power source. Let us consider what 


a reactor is like and what the char- 
acteristics of nuclear power plants 
are, and then see if we can come to 
a conclusion. 

“In the first place, a reactor is 
a comparatively simple device. It 
consists of fuel elements containing 
a material such as Uranium 235. The 
heat energy is the useful product of 
a reactor. 


“The 


not be large; in fact. it could prob- 


rudimentary reactor need 
ably be contained in a pressure ves- 
sel smaller than a five gallon can. 
However. hazardous radiation would 
be coming right through the con- 


tainer, and heavy shielding is _re- 


quired. To minimize the cost of 
shielding, concrete rather than metal 
is used and a thickness of many feet 
is required, 

“Typical costs of all but the small- 


est reactors begin at about a million 
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Conference Sidelights 


Dealers were asked: How will the information you've 
heard presented at this conference affect your business? 


dollars. At the present time nuclear 
fuel may not be owned by private 
citizens and it is unlikely that the 
government would provide uranium 
for any one of us to heat or cool our 
home! 

“Sufficient space is not available 
for a reactor in a home and few of 
us would be willing to invest more 


than a million dollars for heating 


; npy F ; Left: JOHN L. MCMANUS, McManus Heating and Refrigeration Co., Pitts- 
and air conditioning equipment in a burg 


It will make me more aware of the tempo at which our industry 
single home. is moving. Hence as a dealer, I will be stimulated into action to apply it. 
‘“‘However. we cannot assume that Center: SEYMOUR GORE, Home and Industrial Heating Co., Cleveland — 
atomic fuels will have no impact on In recent years our business has become more technical. Therefore, it is im- 
portant that I, as a dealer, be familiar with the latest developments. 
Right: BERT G. LEININGER, Winnetka Heating and Air Conditioning 
Corp., Winnetka, III. This is our opportunity to plan for the years ahead. 
cient source of community heating It will help us serve our customers better. 


the warm air heating and cooling 


field. A reactor may become an effi- 


through electrical power production. 


They also have vossibilities as direct 


Wholesalers were asked: What effect will the in- 
formation presented at this conference have upon future op- 
erations of your organization? 


heat sources.” 
Reporting on the progress of solar 


heat as an energy source, A. L. 


Hesselschwerdt, Jr., associate pro- 
fessor of mechanical engineering. 
Massachusetts Institute of  Tech- 
nology, said, “A heating system 
utilizing solar energy consists of a 
solar energy collector. two energy 


transport systems, an energy storage EE 

e} e Left: WILLIAM L. DULLE, E. E. Souther Iron Co., St. Louis — The in- 
formation revealed at this conference about future design and sources of 
heat to the space, and a_ suitable energy are important items for the wholesaler to watch if he intends to 


system, a system for the transfer of 


fluid for use in the energy transport hold his position in this industry. 

svatems. Center: DON W. ROSE, Tri State Heating Supply Co., Fort Wayne, Ind. — 
It is evident from this conference that the wholesaler must keep abreast 
of the trends so he can provide more engineering service to dealers who 
depend upon him. 

Right: EDWARD C. KUNTZ, Ahrens and McCarron, Inc., St, Louis — Our 
‘The design of such a system pre- organization will now have a better idea of what products to be on the look- 
out for. It will help our inventory to remain complete as trends become ac- 


Design Presents Problems 


sents many problems over and above 
° cepted as practices. 
those which normally face the heat- 

ing engineer. Some of the outstand- 


ing problems are the design of a low Manufacturers were asked: How does the future 
cost solar energy collector, the type look to you after attending this conference? 

and size of the storage system, the 
selection of suitable circulating fluids. 
and the design of the energy trans- 
port systems. Much work has been 
done on these problems but many 
of the problems are still far from a 
practical solution.” 

The use of eas as an energy source Left: H. P. MUELLER, JR., Mueller Climatrol, Milwaukee With no ex- 
was deacribed by Robert H. Combs. ception there was demonstrated a predominantly high level of enthusiasm by 
Re Weta Cin Co. wha wl those in the technical phase of our industry. With such an attitude, the fu- 
ture most certainly looks very bright. 

Center: W. H. OLSEN, C. A. Olsen Mfg. Co., Elyria, O. The interest 
shown by all levels of the industry reaffirms my confidence in the strength of 
mer sales of gas has led to much re- our industry and the steady flow of information we can expect from the re- 
search and many test programs for search work under bids f 7 

Right: 1. E. SEITH, Niagara Furnace Div., Forest City Foundries Co., Cleve- 
land The advance thinking of the men at the research level clearly in- 


‘The desire on the part of gas utili- 


ties to build summer load and sum- 


various types of gas air conditioners 


*: eS ab- : . . 
during the past 25 years. Both ab dicates to me that we are moving forward as rapidly as any other industry. 


sorption and gas engine driven com- With this background there should be a resultant increase in business. 
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gee 
W. NESSELL: “Heat 


gain of attic duct systems 


R. B. ENGDAHL: “Poor 
chimney 


GILMAN: “The 
electric heat pump is a 
potentially 


M. K. FAHNESTOCK: S. F. 


“Controlled environments draft due to 


can affect the comfort oversized chimneys can 


tender for the residential be 


strong con was as high as 59 percent 
when tested by the mo- 


bile laboratory” 


and health, as well as the corrected by using 


productivity of people” heating market” suitable chimney tops” 


pressors as well as steam turbine 
powered units are not new. Internal 
combustion gas engines have pulled 
uncounted comfort cooling machines, 
mostly custom built jobs. 

“One type of equipment employs 
a gas engine coupled to compressors 
with capacities in 3, 5 or 71% tons. 
The engine drives both the compres- 
sor and a large fan for the air cooled 
condenser. 

“Another type of equipment is the 
absorption unit in 2, 3 and 5 ton 
Association 


capacities. American Gas 


is sponsoring 13. research 


projects 


this year covering several types of 


gas units including a gas heat pump.” 


See Big Heat Pump Market 
The 


electric 


market for the all- 
heat pump was pointed out 
by Stanley F. 


growing 


Gilman, research sec- 
tion head, Carrier Corp. Mr. Gilman 
explained how 
coefficient of 


has brought the electric 


improvement in the 
(COP) 


pump 


performance 
heat 
into focus as a desirable year ’round 
air conditioner. Commenting on 


COP, Mr. “The 


pump provides what might be called 


Gilman said, heat 
a ‘cheap’ source of electric heating. 


With a COP of 


electricity 


3. for every kwh of 
used by the compressor 
three times the equivalent amount in 
heat is provided to the home. Hence, 
1.5 cents pel kwh electricity used for 
resistance heating becomes 


kwh 


utilized in a heat pump.” 


0.5 cents per electricity when 





New sources of energy for heating 
and cooling of a residence would be 
of no avail if we failed to find out 
more about how people respond to 
changes in living environment. Re- 
porting on recent studies in this field 
was M. K. 


mechanical 


Fahnestock, professor of 


engineering, University 


of Illinois. In his 


Fahnestock reported, “Field experi- 


paper Professor 
ence and laboratory data show that 
in the range of environmental condi- 
tions encountered in comfort heating 
and cooling, the influence of humidity 
on thermal comfort has been over- 
emphasized. In relatively uniform 
environments 
slightly 


men are comfortable the year ‘round 


most sedentary or 


active healthy women and 


when the dry bulb air temperature 
is within the range of 73-77 F and 
the relative humidity is within the 
range of 25-60 percent.” 

No amount of research is worth 
the effort 


ated and interpreted for the installer 


until the facts are evalu- 


to translate into his everyday use. 
Miller, chairman, educa- 
tional advisory board, NWAHACA. 


explained how research information 


Lorin G. 


was used in the development of the 
association’s technical manuals. Mr. 
Miller said, “The primary objective 
of the National Warm Air 
and Air 


has always been to elevate the stand- 


Heating 
Conditioning Association 
ards of design, installation and opera- 
tion of summer and winter air con- 
ditioning systems to give the home 


owner and user the best possible com- 


fort conditions. To do this it has 
been necessary to get into the hands 
of salesmen, dealers, installers and 
servicemen dealing in air condition- 
ing equipment a series of clear, con- 
cise, readable, illustrated pamphlets 
explaining in considerable detail why 
the air conveyed method of comfort 
control is superior and how it should 
be designed, installed, and serviced.” 

Some of the work 


most recent 


undertaken at the research labora- 
tories has dealt with the study of air 
distribution in two-story residences. 
In charge of this work is Donald R. 
Bahnfleth, research associate in me- 
chanical engineering, University of 
Illinois. Mr. Bahnfleth reported, “Us- 
ing the methods given in manual 3 
and manual 11 of the National Warm 
Air Heating and Air Conditioning 


Association, the heat loss and heat 
gain of a typical two-story residence 
were estimated for 10 combinations 
of thermal protection and_ orienta- 
tion. 

“In all cases, the heat gains and 
heat losses of the second story were 
greater than those of the first story. 
Thus, the second story requires a 
larger year ‘round air flow rate, but 
percentagewise requires more of the 


total air flow during cooling.” 


Balancing Methods Tested 

The problem of effectively bal- 
ancing an air distribution system for 
year ’round air conditioning has be- 
come increasingly important in the 
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G. W. DENGES: “The oe 


research work reported 
here will result in greater let to 
stature and prestige for solved 


our industry” 





BAHNFLETH: 
“One additional air out- 


balance between floors” 


second floor 
thermal un- 








past few years. Investigations of 
methods by which a simple adjust- 
ment can alter the distribution and 
correct the air flow in order to pro- 
vide satisfactory room-to-room tem- 


perature balance when converting 


from heating to cooling, or vice 
versa, have been conducted for sev- 
eral seasons in Research Residence 2 
at the University of Illinois. An ac- 
counting of this work was given by 
J. R. Wright. 
mechanical 


of Illinois. 


Equipment 


research assistant in 
engineering, University 
performance is often 


handicapped by conditions that can 


be overcome at the installation site. 


lo review essential precautions that 
a dealer can exercise, Richard B. 
Enedahl. chief, Battelle 


Memorial Institute, presented a papet 


division 


on good practices for venting a fur- 
nace. Mr. Engdahl commented, ““The 
draft required to vent some oil or 
coal fired furnaces is equal to the 
pressure required to move the air 
into the furnace, move it through 
the combustion system, and deliver 
fumes or 


the resulting eases to a 


point outside the house. Many oil 
and gas fired furnaces are internally 
celf sufficient on draft and need only 
to have their combustion products 


Those 


which require draft to operate the 


delivered outdoors. devices 
unit usually need from 0.03 to 0.06 
in. draft to overcome friction. Draft 
can be provide 1 by a suitable me 
chanical blower. or draft can be pro- 


vided by a chimney. But there are 
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many extraneous things which can 
prevent these devices from meeting 
these simple requirements. 

“Height of chimney and tempera- 
ture are the main factors affecting 
draft. Friction on the flowing gases 
decreases draft usually by only a 
small amount. But if a chimney is 
not quite big enough, or has sharp 
bends or obstructions, the friction 
then becomes substantial, and draft 
troubles appear. 

“Two influences have been con- 
verging to add to the difficulties of 
venting: 1) the ranch style house 
with its 10 ft chimney; and 2) the 
increasingly tight construction meth- 
ods being used. Thus. the motive 
power to move the flue gases is less, 
but at the same time the chimney 
is called upon to overcome the re- 
sistance which air encounters when 
entering a tight house. Hence, the 
emergence of the draft booster to 
counteract these effects.” 

The use of 
fittings in air distribution systems 
was outlined by M. V. R. Rao, re- 


search assistant in mechanical engi- 


proper sheet metal 


neering. University of Illinois. In his 
report on the tests conducted on per- 
imeter fittings and floor outlets. Mr. 


Rao said: 


Pressure Losses Traced 


“The factors influencing pressure 
loss. in addition to air flow. rate. 
were: 1) differences in manufacture: 


2) outlet dimensions; 3) collar size: 


and 4) outlet vane angles. Since the 
effect of differences in manufacture 
could not be evaluated quantitatively, 
the pressure losses of all the out- 
lets of a given size tested on any one 
pipe size were averaged, and the 
average was termed the average pres- 
sure loss of that outlet pipe size com- 
bination.” 

Some of the information uncovered 
by the field investigation program 
conducted by the Mobile Laboratory 
was reported by C. W. Nessell, chair- 
man, Field Investigation Committee. 
Mr. Nessell 


showing the rate of heat gain for 


presented tabulations 
conditioned air in duct systems when 
used for the cooling of residences. A 
series of tests conducted in 12 houses 
where ductwork was located in the 
attic showed that air temperatures 
within the ducts increased as much as 
9 deg, with a low increase of 2 deg. 
The average for the 12 houses was 
5.5 deg. 

Slab floor duct systems showed as 
much as a 30 percent heat gain in 
the duct system for an average of 8 
deg rise in air temperature between 
equipment and air discharged. 

In his opening address to those 
technical con- 
W. Denges. NWAHACA 
president and vice president of The 
Williamson Co.. said, “The future of 


our industry depends on the progress 


attending this first 


ference, G. 


we make in the exchange of ideas 
and information. This is the end to- 
ward which the association has dedi- 
cated itself. The association’s unin- 
terrupted research program, dating 
from 1918, 


that this responsibility is being car- 


is one bit of evidence 


ried out.” 

The value of research to industry 
was pointed out by Frank J, Nunlist. 
Jr.. vice president in charge of sales, 
Mueller 


many ways we are members of an 


Climatrol, who said, “hh 


amazing industry which has profes- 
sionally established itself in the brief 
span of 12 years, This could only 
have been possible through extensive 
research in both the warm air heat- 
ing and summer cooling segments of 
our industry. The broad span which 
is covered by the topics discussed at 
tends to 


this technical conference 


show its complexity.” 











"COMPLETE SERVICE 


GENERAL SHEET METAL 
HEATING & VENTILATING 


A STILL MODERN store front 
was installed during the depres- 
sion when Kirby Sheet Metal 
Works, Inc. decided a drastic 
move was called for. Doing 





business in same location for 30 
years has earned the firm an 
enviable reputation as a dealer 
in comfort and know-how 





An established reputation, a sales 
presentation book and a lesson in pioneering learned during 
the depression help this dealer combine the old 


with the new for a sales presentation that’s hard to beat 


By William L. Kirby 
Kirby Sheet Metal Works, Inc. 


BACK IN THE THIRTIES, when the depression was making 
everyone cautious, Kirby Sheet Metal Works, Inc., Chi- 
cago, decided to “go for broke.” We put in a new store 
front and tripled our business in two months. 

Up to that time an attractive display area on a shect 
metal shop was rarely heard of most businesses were 
doing anything but expanding and we more or less 
made history in our particular area by sitting up amidst 


the rubble of bankrupt businesses, analyzing the job 


| ahead ; ‘ g s somewhi asti > in suct 
ORGANIZED PRESENTATION to prospect and wife is thead and making this somewhat drastic move in such 


made by William L. Kirby with the aid of effective sales perilous times. But in looking the situation over we real- 


book ize we could reach no other conclusion than that hard 
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in heeting and air conditioning . 


YOUR COMFORT COMES FIRST 


and the comfort you want depends on « 


COMPLETE SURVEY AMD ENGINEERED Plans 
PROPER meSTALLANON 

OPERATION CHECKOUT 

GUARANTEED PERFORMANCE 


YOUR COMFORT IS OUR BUSINESS 


FIRST PAGE of presentation book has space for dealer 


to attach his card as introduction to prospects 


selling was the only way to make money in the 


economy of that particular era. 


Learn Lesson in Initiative 


And we learned a lot about operating a sheet metal- 
heating-air conditioning business with that move. We 
learned that pioneering, backed by sound ideas, is about 
as effective a sales promotion plan as there is. We, like 
so many other businesses today. have a sound reputation 
to sell as reliable dealers in comfort. We’ve been at the 
same location for 30 years and have become as much a 
part of our area as the local drug store. Consequently, we 
do the bulk of our work with our neighbors. Practically 
all our new customers come to us on recommendation of 
those we have served before or from people who have 
known us and our shop for many years. So our main 
concern is developing prospects into customers. We get 
a minimum of 50 percent sales from the prospects we 
have and we rarely make more than two calls per sale. 
So we could become complacent and let the work come 
to us. but we remember those days in the thirties when 
Kirby Sheet Metal lifted itself by the bootstraps and we ve 
sort of adopted progressiveness as a way of business life. 

So when the manufacturer of our heating and air con- 
ditioning line announced its intention of preparing a 
new type of sales presentation book and asked us to help 
in setting it up, we were not only flattered but eager to 


take on the job. which sounded like something new that 
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SUMMARY PAGE gives dealer an opportunity to 
repeat and emphasize selling points on performance 


of his own company. Before-and-after photos of 
typical installation help prospects visualize their 


eeeeeeee 


new furnace 


AUTOMATIC COMFORT is emphasized in one 
part of the dealer's sales presentation book. Trans- 
parent portions of successive pages show furnace 


construction for technical-minded prospects 


could be of value in promoting our business in general. 

This sales tool is based on a principle we believe in 

taking the full story into the home of a prospective 
customer. Sales presentation books are as old as _heat- 
ing, of course, but we have seen too many which are so 
technical and filled with nuts-and-bolts sales messages 
that they failed to reach the customer, especially the 
housewife, whose interest we long ago learned to culti- 
vate. Moreover, some of the presentations we have seen 
are aimed more at getting the heating dealer to sell the 
equipment of a particular manufacturer than they are at 
telling the heating-cooling story directly to the home- 
owner. Obviously the dealer has to sell himself as 
well as the dependability of products by reputable manu- 
facturers to the customer. 


Book Takes Different Approach 


The proposed book we saw was refreshingly different 
in its approach. Designed to promote the cause of heat- 
ing and air conditioning in general, the presentation 
book places primary emphasis on the dealer, his ability 


and his reputation. In fact, instead of having the manu- 


facturer’s name on the opening page, there’s a space 


for the dealer to attach his business card as an introdue- 
tion. 

Part of our contribution in behalf of this new selling 
aid has been in testing it. And we find we get the story 


over to the homeowner very effectively in terms of his 





own comfort and the importance of making a wise in- 
vestment in his home. It does an excellent job of re- 
viewing our procedure from surveys to checkout and 
guarantee. And it has a plus feature of recognizing that 
both Mr. and Mrs. Homeowner enter into the decision 
of installing a new furnace or adding air conditioning. 
Following through on this principle, the book tells the 
entire story of heating and air conditioning performance 


in terms that the housewife will enjoy and understand. 


Testimonials Add Personal Appeal 


Possibly the strongest point of the whole presentation 
is the opportunity it affords to quote satisfied customers. 
In the back of the book are blank pages which we are 
in the process of filling with before-and-after photographs 
and names of satisfied customers. Instructions for using 
the book show how to use before-and-after photos to in- 
fluence the customer an approach we have found effec- 
live in promoting our cause of quality work with the 
customer's best interests in mind. 

The book, then. is doing a fine job of helping not 
only Kirby Sheet Metal but also other dealers who are 
using it to sell themselves “at home base” in the pros- 
pect’s living room. It is more than a starter for the sales 
presentation, it is a guide through the entire selling 
process, to be supported by the dealer's own techniques 
and sales tools. We take it on every call and utilize its 
full value by making sure we arrange our calls to make 
our presentation to the husband and wife together. The 
book takes us through to the price question, where the 
nature of our neighborhood business requires applica- 
tion of procedures we have tested personally and found 
to be most suitable for us. We seldom have a problem 
on price quotations before we are ready to quote, since 
we deal with friends or with prospects who have heard 


of our reputation through people who know us. For the 


same reason, we can quote the full price of the installa- 
tion instead of talking in terms of monthly payments. 
although we always express our willingness to help the 
prospect through the routines of applying for FHA 


modernization loans. 


Salesmen Paid Straight Salary 


We hire salesmen who are willing to follow our way 
of doing business and we find that hiring a good man 
and paying him a flat salary is a good way to avoid the 
ill-will that often comes from high pressuring or over- 
loading a job. In fact, we like to feel we’re all salesmen. 
including our installation crews. Since we get so much 
showroom traffic from off the street, the young lady who 
looks after the office is becoming a fine salesperson, too. 
She is capable of showing and discussing furnaces and 
air conditioners and frequently uses our dealer book and 
other sales tools to build interest up to the point of a 


survey and estimate. 


Display Limited to Prospects’ Needs 


Our showroom is attractive, but not elaborate. Usually, 
one furnace, one air conditioning unit and one unit 
heater are on display and seem to cover our customers’ 
greatest interests. Since our fortunate decision to install 
the showroom during the depression, it has become so 
much an integral part of our business we have been 
unable to break it down as a special source of leads or 
as an item in the cost of doing business. We do know, 
however, that it brings in a steady flow of traffic with a 
year ‘round total of at least 15 to 20 good prospects a 
week. From there on we have our reputation, our sales 
presentation book and our experience in the value of 
progressive sales promotion ideas to convert those pros- 


pects into customers. 


Twin Room Conditioners Provide ‘Central’ Cooling 


[wo ROOM AIR conditioners have 
been installed in the establishment < 10 ft. 
of a Coral Gables, Fla., optometrist One of the 
as a “central” cooling system, taking 
care of three private offices, a recep- 
tion room and a workshop. 

The Central Sheet Metal Works of 
Miami 
job, considered to be one of the 


few of its kind 


performed the installation 


Two 1144 hp room cooling units 


to be cooled by the system is 70 ft 


main problems en- 
countered during the installation was 
the question of whether the air mov- 
ing capacity of the fans in the win- 
dow units would be great enough to ducts and insulate the units. The 
move the cooled air the 60 ft distance 
necessary to rea¢ h 
overcome this possible difficulty a 


booster fan was installed at the 


to install the duct work in the limited 
amount of space in the false ceiling. 
This was overcome when the journey- 
man crawled on his stomach during 
the entire installation operation and 


used only one hand to connect the 


duct work that goes through the false 
cok enum To ceiling is fully protected by 1 in. 
elass fiber insulation. 

\ One of the room air conditioners is 


connected to a time clock which turns 


were installed in the windows of the 
workshop. A Y-shaped duct joins the 
two separate units there to bring the 
cooled air in through a false ceiling 
and into individual outlets in each 


room to be cooled. The total space 


joint of the duct work. But so far 
the Florida optometrist has not found 
it necessary to use the fan. 
Another problem was one of space 
how the journeyman with all his 


tools and equipment would be able 


the system on a half hour before 
the doctor opens his office each 
morning. This allows enough time 
to have the offices and workshop to 
be completely cooled for the begin- 


ning of the work day. 
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THE COSTLY consequences of super- 
ficial analysis of trouble were re- 
counted in last month’s case history 
of an air conditioned diner. Another 
case history will bring out several 
important factors in residential air 
conditioning. 

The dealer who made the installa- 
tion was well established as a warm 


air heating man in his community. 
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AIR CONDITIONING 
HANDBOOK 














By S. W. Reid 
Air Conditioning Engineer 
Gilbert Associates, Inc. 


He was not particularly anxious to 


expand into cooling, but he finally 
responded to the pressure of in- 
quiries about cooling which he found 
were accompanying his heating sales. 
Being conservative, he decided that 
rather than make a spectacular jump 
into the new field. he would enter 
cautiously, offering cooling only on 


the request of his heating customers 


How to Solve Engineering 
and Installation Problems 


Or = 
CAP ACIT Y”’ 
COOLING SYS! EM 





who might want a complete year 
‘round system, 

This story concerns the second 
cooling installation the dealer made. 
lt was part of a year ‘round condi- 
lioning system contracted for by a 
young doctor who had purchased an 
old, two story, semi-detached home. 


He had remodeled the first floor as 


an office suite for his work and had 





87 






THE INSTALLATION: 


A TWO TON, remote air 
cooled condensing unit in- 
stalled in the basement of a 
doctor’s offices in a converted 
residence, with a cooling coil 
mounted in the supply trunk 
duct of a warm air furnace. 
Cool air supply ducts were 
uninsulated and condenser 
air was exhausted through a 
basement window. Makeup 
air had to come down stairs 
from the conditioned area. 


THE COMPLAINT: 


THE INSTALLATION failed to 
bring temperatures in the 
conditioned space below 80 
F during office hours five days 
and evenings a week. Did the 
unit have sufficient capacity 
to handle outside air which 
infiltrated into the condi- 
tioned space? 


THE SOLUTION: 


THE ENGINEER recommended 
installing a duct from the un- 
used basement window to the 
condenser intake to isolate 
condenser air from the base- 
ment and to eliminate forced 
infiltration of outdoor air into 
the conditioned space; insu- 
lating long ducts to conserve 
capacity for conditioned 
space; and permitting the 
system to operate continu- 
ously in response fo its ther- 
mostat. 


arranged the second floor as an 
rented. The 


home originally had a hand fired 


apartment which he 
gravity warm air system. This sys- 
tem was replaced by an up-to-date 
forced warm air system with the 
added feature of summer cooling for 
the first floor only. 

The dealer made an excellent lay- 
out for the conversion system, utiliz- 
ing the original risers wherever pos- 
sible and adding new ones as re- 
quired to improve the distribution 
of air in the’ conditioned space. 
Where old risers were retained, new 
registers were installed not only for 
appearance but also to provide di- 
rectional and volume control of the 
issuing air streams. 

The dealer held a franchise for a 
well known line of quality warm air 
furnaces. The furnace manufacture 
had introduced a line of water cooled 
air conditioning equipment intended 
for use with the furnaces, but this 
particular job called for air cooled 
condensers, which were not then 
available in the line. The dealer. 
therefore, chose an independent make 
which features a remote air cooled 
condensing unit and a cooling coil 
assembly arranged for mounting in 
the supply trunk duct of a warm air 


heating system. 


Two Ton Unit Specified 


The dealer was quite at ease in 
making the calculations necessary for 
selecting the new furnace because of 
his background of successful experi- 
ence. In the field of cooling. how- 
ever, where he had practically no 
experience, he was considerably less 
sure. The additional fact that he was. 
in this case, faced with the problem 
of installing equipment with which 
he was not familiar added to his 
feeling of uncertainty. Nevertheless. 
he looked through the material fur- 
nished him by the manufacturer he 
represented and found a cooling load 
estimate form for residences which 
he conscientiously filled in as best 
he could and determined that a 2 
ton unit was required. Subsequently 
ill equipment was installed in the 


basement of the building. 


The system was put into operation 


during the fall so the heating func- 
tion was the first to be proved. Aside 
from the usual balancing process, no 
problems were encountered, and the 


winter operation was satisfactory. 


Lack of Capacity Indicated 


Initial performance of the system 
for cooling was disappointing for 
both the owner and the dealer. The 
difficulty seemed to point to a lack 
of capacity. The doctor began to 
keep temperature’ records which 
showed that on certain hot days it 
took until early evening for the tem- 
perature to drop below 80 F inside. 
The dealer, with his lack of cooling 
experience, began to look for me- 
chanical difficulties. He made good 
use of the service instructions sup- 
plied with the equipment, but all 
checks for 


were negative. To reassure himself 


recommended trouble 
that he had made the proper equip- 
ment selection, he called in the area 
representative of the equipment man- 
ufacturer who could find nothing 
wrong with either the load calcula- 
tion or the unit; nor could he offer 
a satisfactory explanation for the ap- 
parent lack of capacity. 

The unsatisfactory performance 
persisted well into the cooling sea- 
son with the dealer-owner relation- 
ship becoming more and more 
strained. The dealer finally realized 
that his reputation would suffer un- 
less he could satisfy the doctor. Being 
new in the cooling field, he also felt 
that he should not let the problem 
go unsolved lest he find himself 
facing a repeat of the situation on a 
subsequent installation. Accordingly, 
he sought the advice of an independ- 
ent engineer. 

\ meeting attended by the doctor, 
the dealer and the engineer was ar- 
ranged for a day when the doctor 
did not have office hours. This per- 
mitted uninterrupted access to the 
conditioned space and also gave the 
engineer a chance to question the 
doctor directly about his require- 
ments and his experience in operat- 
ing the system. 

Early in the conversation it was 
established that no formal contract 


had been drawn up which stated pre- 
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cisely what the understanding be- 
tween the two men was with respect 
The doctor 


ideas as to 


to the cooling installation. 
expressed quite positive 
the performance he expected and 
thought he was buying. The dealer, 
on the other hand, defended his posi- 


tion by disclaiming any previous 


knowledge of such specific require- 
ments. The doctor, quite understand- 
ably, had no reason to appreciate the 
importance of 


making his ideas 


known to the dealer. and the latter. 
being relatively inexperienced, over- 
looked his obligation to question his 


customer in that respect. 


Unit Controlled Manually 


The doctor’s story revealed that 


he held office hours five afternoons 


week, that he 
stopped at his office for an hour or 


and evenings a 


so each morning of those days and 
that he was rarely in the office on 
Wednesdays or Sundays. He was in 
the habit of 
about 9 a.m. to prepare for his day's 
work. Before 


morning calls, he would start the air 


arriving at his oflice 
leaving to make his 


conditioner in order to cool the space 
for his afternoon hours. The equip- 
ment would operate until well into 
the evening when the doctor would 
turn it off before leaving for home. 
The equipment was regularly shut 
down from Tuesday night until 
Thursday morning and from Satur- 
day night till Monday morning. The 
doctor explained that he had previ- 
ously rented an office suite with win- 


dow air conditioners which he had 


THIS NEW SERIES, based on actual interviews with dealers, 
covers known problems and suggestions for improved tech- 
niques in engineering, installing and servicing of residential 
air conditioning systems and their components. Previous se- 
ries by S. W. Reid have been published continuously since 
August 1952, beginning with fundamentals and continuing 
through the treatment of specific problems since the funda- 
mentals series was concluded in January, 1954. Highlights of 
the previous discussions and a preview of things to come are 


listed below: 


Previously covered are... 


How to reduce service callbacks by complete analysis of 


trouble 


co ccee ay 1956 


Details for planning piping systems and selecting pumps 
for cooling tower and evaporative condenser installa- 


tions 


.. April 1956 


Methods by which heat gains can be reduced .March 1956 
Modernizing a gravity system to provide year ‘round air 


conditioning in old house . 


-+++..Feb. 1956 


Controlling humidity regain with cooling coil bypass when 
the condensing unit is off .................Jan. 1956 
Sizing refrigerant lines for remote installations .Dec. 1955 
Determining if the blower used for an existing warm 
air heating system is large enough for summer cool- 


. .Nov. 1955 


“see eevee 


Eight combinations for arranging heating and cooling 


equipment, 


the advantages and disadvantages of each 


1955 


Review of air flow patterns for cooling applications with 


recommendations 


On the fire are... 


for selecting and 


locating registers 
1955 


Problems involved in converting water cooled equipment 


to air cooled equipment 


Effect of introducing outside air into a residential air con- 


ditioning system 


Effect of oversizing and undersizing cooling equipment 
Important factors to weigh when installing evaporators 
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operated with perfect satisfaction on 
the same schedule and that he had 
always been able to maintain § the 
temperature he wanted. He could not 
understand why the 
he had 


less satisfactorily. 


central system 
purchased should perform 
The doctor, upon hearing the fig- 
ure of 80 F brought out in the con- 
versation as an inside design con- 
dition expressed his opinion that this 
temperature was entirely too high, 
and he personally was much more 
comfortable at 75 F. He repeated 
his complaint about the equipment 
and substantiated it with tempera- 
ture records which showed that the 
space had rarely dropped below 80 F 
during hot spells and then only at 
night just about the time the unit 


was stopped. 


Load Calculated Properly 


engineet 
to the difficulties. Be- 


In the discussion the 
found a clue 
fore drawing any conclusions, how- 
ever, he waited to complete the in- 
vestigation. He questioned the dealet 
in detail about the method that was 
used in calculating the cooling load. 
The dealer had brought his file to 
the meeting and showed the engineer 
that the load was figured on a form 
provided by the manufacturer he 
represented. The form was based 
upon the recommendation of the Na- 
tional Warm Air Heating and Air 
Conditioning Association as pub- 
lished in its Manual 11 for residen- 
tial structures only. The dealer, 
knowing that the doctor’s office was 
located in a former residence, felt 
that he had chosen the proper form, 
Indeed, he had checked his figures 
several times and was certain that 


there was no error in the calculation. 


Review of the load estimation 


method concluded the preliminary 
discussion. The three men then made 
an inspection of the equipment in the 
basement. The stairway led down di- 
rectly from the conditioned space, 
although it was closed off at the top 
by a loosely fitting door. Other steps 
led directly to the back yard. This 
opening was closed by sloping over- 
head doors. Two cellar windows were 


the only other basement openings. 





The engineer’s general impression 
of the installation was favorable. The 
sheet metal work was well planned 
and neatly erected. It was arranged 
with dampers so warm air could be 
supplied to and returned from the 
entire building and cool air circula- 
tion could be limited to the first floor 
only. A trunk and branch arrange- 
ment was used because of the length 
of trunks required by the long, nar- 
row house plan. 

The dealer pointed out that he had 
considered insulating the exposed 
cool air ducts but had found that 
the basement remained cool enough 
that no trouble had been experienced 
from condensation. The full implica- 
tion of the dealer's statement was 
realized by the engineer very shortly 
when he inspec ted the air cooled con- 
densing unit and found that although 
it was arranged to exhaust air from 
the basement threugh one of the 
windows there was no way provided 
for makeup air to enter the basement 
except down the stairs from the con 
ditioned space above. A temperature 
check showed that air was entering 
the condenser at 82 F when the out- 
door temperature was 93 Fk and the 


conditioned space was 81 F. 


Engineer Reports His Findings 


After completing his inspection 
and gathering the necessary operat 
ing data, the engineer reported his 
findings. His first comments con- 
cerned the lack of any specific writ- 
ten statement of agreement between 
the dealer and his customer show- 
ing a mutual understanding of what 
the air conditioning system was in- 
tended to do and how it was expect- 
ed to operate. The engineer pointed 
out that the words air conditioning 
in themselves define only the general 
field of air treatment. Each applica- 
tion must always be defined in terms 
of temperatures, relative humidities. 
method of operation, et 

The engineer went on to explain 
how a preliminary knowledge of the 
inside temperature desired and of 
the proposed operating schedule 
should have influenced the dealer's 
cooling 


method of calculating the 


load. With no specific instructions in 


either respect, the dealer made two 
basic assumptions. First, he chose a 
normal inside design temperature of 
80 F 


cated that a maximum inside tem- 


whereas the doctor later indi- 


perature of 75 F more nearly satis- 
fied his need. Second, he used a load 
calculation method primarily geared 
to residential use where the air con- 
ditioner would be allowed to operate 


from its thermostat day and night. 


Heat Reservoir Overlooked 


The external origin of the resi- 
dential cooling load was brought up 
by the engineer as he explained how 
it varies from a maximum to a min- 
imum each 24 hour period. He told 
how the heat storage capacity of the 
building and furnishings acts as a 
flywheel and tends to delay and 
thus level off the effect of load 
peaks on cooling equipment, He also 
pointed out that present day resi- 
dential load calculations are designed 
around factors which recognize the 
heat reservoir in the building struc- 
ture and thereby permit the selection 
of smaller equipment than would 
otherwise be shown as necessary. 


The doctor had no trouble under- 


standing that in operating his equip- 


ment for only a limited number of 
hours each day he was imposing a 


more concentrated cooling load upon 





What Is 
‘Air Conditioning’? 


The American Society of 
Heating and Air-Condition- 
ing Engineers defines air 
conditioning as follows: 

“The simultaneous con- 
trol of all, or at least the 
first three, of the following 
factors affecting both the 
physical and chemical con- 
ditions of the atmosphere 
within a structure: temper- 
ature, humidity, motion, 
distribution, pressure, dust, 
bacteria, odors, toxic gas- 
es, and ionization.’’ 


Reference: Heating Ventilating 
Air Conditioning Guide 1956, page 
1. Published by the American So- 
ciety of Heating and Air-Condi- 
tioning Engineers, New York. 











it than it was intended to handle. 
If he had allowed the unit to run 
at night, the structure would have 
been prepared to assist the air con- 
ditioner during the next daytime 
peak load by absorbing and retain- 
heat. 
more 


ing part of the Obviously 


equipment — having capacity 
would be needed if advantage were 
not taken of the heat 


characteristics of the building. 


absorbing 


Forced Infiltration Results 


The engineer next invited the two 
men to move to the top of the base- 
ment stairway for a demonstration. 
Partially opening the door, he 
showed by means of smoke that a 
considerable amount of conditioned 
air was moving to the basement from 
which it was exhausted by the con- 
denser fan. Both men were quick to 
appreciate that the exhausted air had 
to be replaced by outdoor air and 
that the outside air was most likely 
cracks in the 


infiltrating through 


windows and doors of the condi- 
tioned space. 

Checking back in his load calcu- 
lation, the dealer found that the air 
quantity required by the condenser 
was considerably greater than the 
amount he had assumed for infiltra- 
tion in his load calculation. Quite 
clearly, if the cooling equipment 
were burdened with an excess out- 
door air load, it would have less 
capacity for handling heat leakage 
into the space. 

Summarizing his findings, the en- 
gineer recommended that the con- 
denser air circuit be corrected by 
installing a duct from the unused 
basement window to the condenser 
intake. This would completely isolate 
condenser air from the basement. 
Since the basement was not intended 
to be cooled. it was further recom- 
mended that the long ducts be in- 
sulated to conserve capacity for the 
conditioned space where it was need- 
ed. Finally, it was suggested that the 
doctor try operating the air condi- 
tioner 


continuously, allowing only 


the thermostat to control it. 
Adoption of the engineer's recom- 
mendations resulted in a satisfactory 


cooling job for the building. 
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This is another in a reg- 
ularly-scheduled group of ar- 
ticles appearing in American 
Artisan under the general 
heading ‘‘ ‘TRAINING PRO- 
GRAM’ . . IN PRINT.’’ These 
articles are especially pre- 
pared to help dealers in de- 
veloping know-how in all 
phases of their organizations. 
Previous articles have dealt 


with humidity control using 
a heat pump, with various 
management techniques, with 
methods of air distribution 
for modern homes, with air 
conditioning a wet heat 
house and with fabricating 
and installing curtain wall 
panels on large buildings. 
This month we turn to inves- 
tigation of a dealer’s selling 


with electrical problems as 
they affect the dealer’s air 
conditioning _ installations, 


techniques to convince school 
building architects of the 
value of warm air heating. 





Heating Dealer 
Lays It on the Line 


For Architects 


He gets profitable school heating jobs with a selling 
presentation which includes: 


1) Literature on equipment he proposes 
2) Photos and blueprints from previous jobs 


3) Performance data from existing installations 


SUPPLY DUCTS FROM the heating 
units discharge into individual plenums 
from which each zone is supplied ac- 
cording to its demand 


THERE IS ONE warm air heating deal- 
er who is going to get his share of 
jobs being specified for the school 
building program. He is Robert 
Peterson, Madison Sheet Metal Co., 
Indianapolis. Here’s how he gets the 
job. 
As soon as he learns that a new 
- school or an addition to an existing 
COMPONENTS FOR ONE of the heating units: blower and filter section, school building is under considera- 
left; bypass section, center; and heat exchanger and oil burner section, right tion by a district school board, he 
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locates the architect who has been 
commissioned to prepare plans for 
the proposed building. Armed with 
descriptive literature of the type of 
equipment he expects to recommend. 
photographs and blueprints of pre- 
vious school jobs he has installed, 
and performance data obtained from 
existing installations, he calls on the 
architect. He points out how his 


warm air heating systems have 
proved satisfactory for other installa- 


tions and ends his sales presentation 


by saying that if he may have a copy 


of the building plans he will prepare 
shop drawings of the air distribution 
system and submit them as guides 


for the architect’s engineer. 


Previous Jobs Described 


The sales approach followed by Mr. 
Peterson has proved effective in ob 
taining a number of school jobs. A 


sample of the firm’s presentations to 


FULL LENGTH BASEBOARD diffuser provides a warm 


air blanket for the large glass area on the outside wall 


architects is the following description 
of a warm air heating system which 
the company installed in an addition 
built to the Glenns Valley (Marion 
county) school. 

The wing added includes two class- 
rooms with facilities for 40 pupils 
each, an assembly hall with a seating 
capacity of 100, two washrooms and 
a furnace room. The building has 
plastered cinder block inner walls 
with brick exterior walls. The east 
and west walls have 5 ft windows 
running the full length of each room. 
Total cost of the building was $56.- 
000, of which $7300 was for heating 
and ventilating. The electrical con- 
trol system cost $900 and was one of 
the features that helped sell the in- 
stallation when the bid was. sub- 


mitted. 


Bypass System Used 


The two furnaces used are rated 


at 250,000 Btuh and utilize the face 


and bypass system of tempering the 
supply air. The tempered supply air 
from each furnace is discharged into 
the individual zone distribution sys- 
tem, both of which utilize the per- 
imeter system for heating the class- 
rooms and assembly hall. The wash- 
rooms are heated by high side wall 
discharge registers. The air for the 
classrooms and assembly hall is sup- 
plied through 20 20 in. flue liners 
which form the under-slab duct sys- 
tem. The tops of the flue liners were 
specified to set 6 in. beneath the floor 


level and were installed as follows: 


First, a 4 in. concrete base was 
poured; then a sand fill was laid be- 
tween the base and the flue liner. 
After the liner sections were set in 
place and fastened with 20 ga gal- 
vanized iron straps, a blanket of in- 
sulation was packed around both 
sides and the top. Finally, the con- 
crete floor was poured with adequate 
tamping of the concrete along the 
liner sides to assure a firm support 
for the sides of the duct system. Each 
branch duct is secured by a 20 ga 
galvanized fitting. At the end of each 
branch is a 20 X 2 in. boot made of 
20 ga galvanized iron. The boot feeds 
into a continuous baseboard diffuser 
that runs the entire length of the ex- 
posed wall, blanketing the glass area. 

Along the edge of the slab 1 in. 
rigid insulating board was placed to 
reduce heat loss to the outside. 

All air discharged into the wash- 
rooms is directed through a sepa- 


rate fan-operated exhaust system. 


Intake Modulates Outside Air 


All air being returned to the fur- 
nace from each classroom and the 
assembly hall is vented through louv- 
ered openings in the doors to the 
hallway. The return air system to the 
furnace consists of a high wall cen- 
tral return opening and an electri- 
cally controlled outside air intake to 
modulate the volume of outside air 
taken in according to the tempera- 
ture of the outside air. The control 
is adjusted to provide 30 percent 
outside air when the outdoor tem- 


perature is 0 F and to increase the 


HIGH WALL RETURN intake from corridor is divided 


to supply air te either heating unit in volume required 
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CORRIDOR INFILTRATION LOAD IS handled by installing base- 


board diffuser near outside door 


volume of outside air taken into the 


system when the outdoor temperature 


reaches 65 F. 


Return Air Is Controlled 


The control system which varies the 
quantity of outside air taken into the 
system also regulates the quantity of 
return air picked from the central 
opening. Air not being returned to 
the furnace for reheating is exhausted 
through a duct system that has an 
opening in each classroom and the 
assembly hall; the air feeds into a 
gravity roof ventilator. Placing one 
ventilator in the roof and feeding ex- 
cess air into several ducts connected 
to the ventilator is one of the features 
of the exhaust system that makes the 


installation an economical one. 


Heat Loss Is Balanced 


The heat lost from each zone is 
replaced at the same rate it is lost 
due to the method of modulating the 
temperature of the supply air. Face 
and bypass dampers controlled by a 
combination inside-outside thermo- 
stat system make it possible to supply 
the same air volume at all times to 
the rooms. The sensitivity of the in- 
dividual controls and their relation- 
ship to each other make it possible 
to pass any quantity of air needed 
over the furnace heat exchanger and 
to bypass the remaining volume of 
air around the heating surface to ob- 
tain the supply air temperature re- 
quired to match the heat loss of the 


zone being supplied. 
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LOUVERED OPENINGS in doors of furnace room pro- 


vide adequate outside air for combustion 


The advantage of zone control is 
pointed out to the architect by Mr. 
Peterson as he explains that often the 
rooms on one side of the school may 
receive a large quantity of heat from 
the sun through windows and from 
students assembled in the classrooms. 
whereas a smaller group of students 
may be in rooms on the other side 
of the building, and that cold wind 
may remove heat from a glass area 
faster than it is lost from another 


zone. 


Night Setback Provided 


Individual control also is available 
in each zone. An automatic clock 
thermostat turns the normal setting 
to 60 F at 5 p.m. (in the case of the 
Glenns Valley school) or at any other 


convenient time. The control setting 


is returned to normal at 6:30 a.m, in 
lime to bring the classrooms up to 
temperature before classes convene. 
Each night setback control is over- 
ridden by a room thermostat which 
permits the teacher to adjust for any 
variation desired. 


Cost Story Is Told 


The final sales presentation made 
by Mr. Peterson deals with operating 
costs. He shows copies of fuel bills 
for the first year’s operation plus 
service slips for any calls answered. 
In the case of the Glenns Valley 
school the only service call made dur- 
ing the year and a half it has been 
in use was for the annual cleaning 
and inspection during the fall of 
1955 prior to the heating season. The 
charge for this service for the two 
furnaces was $15. 








In next month’s Artisan you'll find... 


> A well-planned merchandising program for 
pre-selling the summer cooling market 


>» Some suggestions for overcoming financial 
problems of warm air heating dealers 


> How a sheet metal contractor fabricates 
exhaust systems from plastic sheet material 











How to Control Odor 


in Evaporative Coolers 


What causes the disagreeable odor sometimes associated 
with evaporative cooling, and how can it be controlled? 
The author identifies the sources as living micro-organisms 


and proposes some methods of eliminating this complaint 


By R. S. Ash 


Professional Engineer 





These are the culprits... 


SYNEDRA ULNA 


4 


ASTERIONELLA 


. . that sometimes cause offensive odor in recirculating 
types of evaporative coolers 
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IN THE EARLY DAYS of evaporative 
cooling, the unflattering sobriquet, 
“swamp cooler’ was sometimes ap- 
plied to the units. Although this name 
is seldom heard today. the condition 
that gave rise to it still remains and 
can be a problem if it is not under- 
stood. stated. 


Simply evaporative 


coolers at times can have an un- 
pleasant odor if proper measures are 
not taken. The odor is not always 
the same. It has been described as 
swampy, earthy, musty or fishy. 
What gives rise to odors? It is gen- 
erally believed that they are caused 
by minute particles of volatile mat- 
ter. This is known as the chemical 
olfaction theory. Everyone is familiar 
with the fact that odors are carried 
on air currents. They are likewise 
transmitted by diffusion. Evaporative 
coolers may produce offensive odors 
at certain times when the saturation 
pads are wet. Units operated with 
the pads dry for ventilation are not 
subject to odors. For this reason, it 
is commonly believed that the satu- 
ration pads must be the offenders 
and that odors are caused by the 
decay of the pads by the water. 
Numerous efforts have been made 
to eliminate these odors. To mention 
just a few, sodium bicarbonate (bak- 
ing soda) and borax have often been 
recommended as a dusting powder 
for the pads. These are alkaline salts 
that are supposed to react with the 
decaying matter and form less ob- 
jectionable compounds, thus keeping 
the pads fresh and _ non-odorous. 
Others have tried spun glass satu- 
ration pads or have impregnated 
aspen pads with redwood in the be- 
lief that since redwood is resistant 
to decay, it will protect the aspen 
wood. These methods would seem lo 
have some merit if it were not for 
the fact that other evaporative cool- 
ing devices such as cooling towers 
constructed entirely of redwood o1 
of metal can be the subject of odor 
complaints. Various deodorants have 
been employed to neutralize or dis- 
guise the odors. Some like hydrogen 
peroxide and potassium permanga- 
nate combine through oxidation with 
the odors and tend to neutralize 


them. Others rely principally upon 


yroducing, pleasant scents. 
| | 
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Causes Are Hard to Trace 


In a way, it is strange that the 
cause of the odors associated with 
evaporative coolers has remained 
virtually unknown when it has been 
investigated so extensively by water 
chemists. Odors have been, and con- 
tinue to be, a serious problem at 
municipal water works. Although do- 
mestic water has been made safe and 
pure, odors remain an ever present 
headache to the water companies. 
Water odors are caused by micro- 
organisms which are invisible to the 
naked eye. They inhabit streams and 
rivers, reservoirs, ponds and lakes. 
They include both plant and animal 
forms and are termed plankton. The 
plant members of this assemblage 
are known as phytoplankton, the ani- 
mal members as zooplankton. Algae, 
actinomycetes, fungi, and bacteria 
make up the phytoplankton. Proto- 
zoans, rotifers, crustaceans and some 
miscellaneous invertebrates compose 
the zooplankton. We are going to 
deal exclusively with the algae for 
they are usually the direct cause of 
odors and, in any case, the indirect 
cause since they are the principal 
nutrient for other micro-organisms. 

The algae are among the lowest 
and simplest forms of plant life. The 
individual algae are so small that 
they may be studied only with the 
aid of the microscope. Algae differ 
from fungi in that they possess chlor- 
substance 


ophyll, a complicated 


which causes the green color in 
plants that we see surrounding us. 
lt is because of this substance that 
they can manufacture their own 
food from minerals, carbon dioxide 
and water. Although it is a common 
belief that algae live off the aspen 
fiber, they are not parasitic and do 


not depend on the aspen fiber for 


their life and growth. Algae may be 


found in any warm moist place in- 
cluding hygienic drinking water and 
concrete swimming pools! Fresh 
water algae are divided into five 
different 


each of 


classes. Several thousand 


species belong to these 


groups. Aloae store up as reserve 
food fatty oils which are ultimately 
liberated by the organism. The 
amount of oily matter required to 


produce a distinct odor is remark- 


TABLE 1—ODORS ARE DISTINCTIVI 


to particular organisms 





Organism Natural Odor 


AROMATIC ODOR 
Diatomaceae 
sterionella Aromatic—geranium 
fishy 
Faintly aromatic 
Faintly aromatic 
Aromatic 
Aromatic 
hishy 
Synedra Earthy 
Protozoa 
Cryptomonas Candied violets 
Mallomonas Aromatic 
fishy 


Cyclotella 
Diatoma 
Meridion 


Tabellaria geranium 


Violets 


GRASSY ODOR 


Cyanophyceae 
Anabaena Grassy and moldy 
green corn 
pigpen 
Aphanizomenon Grassy—nasturtium 
pigpen 
Clathorocystis Sweet, grassy 
Coelosphaerium Sweet, grassy 
Cylindrospermum 
Rivularia Grassy and moldy 
Chlorophyceae 
Dictyosphaerium 


Grassy 


FISHY ODOR 


Diatomaceae 


Asterionella Slightly fishy (in 
large numbers) 
Slightly fishy (in 


large numbers) 


labellaria 


Chlorophyceae 
Faintly fishy 
(through chlori 
nation ) 
Eudorina Faintly shy 
Pandorina aintly fishy 
Volvox Fishy 
Protozoa 
Bursaria Irish moss-salt 
marsh—fishy 
Vile stench (rusty 
brown color) 
Dinobryon Fishy, like rock 
weed 
Glenodinium Fishy 
Mallomonas Fishy (in large 
numbers ) 
Peridinium Fishy, like clam 
shells 
Synura Ripe cucumbers 
muskmelon 
bitter and spicy 
taste 
Uroglenopsis Fishy and oily, like 
cod liver oil 


Dictyosphaeriun 


Ceratium 


TABLE 2—SUMP WATER in recirculat- 


ing evaporative cooler shows a_ high 
micro-organism score 





Standard size 

Organisms per milliliter 
Diatomageae 

Asterionella . 2368 

Tabellaria 1104 
( hlorophyceae 

Volvox 

Desmidium 

Eudorina 
Protozoa 

Mallomonas 
Crustacea 

Daphnia 
Rotifera 

Anurea 18 


Total 5904 

Note: Examination also disclosed presence of 
worms, fungus spores, pollen, mosquito larvae 
and debris consisting of sand particles, grass, etc. 


ably small and may be detected in 


some cases when diluted with as 
much as twenty-five million parts of 
water. These odors produced by 
compounds analogous to the essen- 
tial oils are called odors of growth 


because the oils are produced during 
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The cause... 

1) High micro-organism 
count (common to recir- 
culating types of evapora- 
tive coolers 


2) Dirty saturation pads (vir- 
tually the only cause for 
complaint in non-circulat- 
ing types of evaporative 
coolers) 





WHEN ODOR COMPLAINTS ARISE: 


The cure... 
@ Bleed off at rate of 1/2 of 


water evaporated 

@ Commercial algicides for 
larger systems 
One ounce of household 
bleach to two gallons of 
sump water 


Annual replacement of 
pads under normal condi- 
tions (more often in re- 
gions where dust or other 
contaminants are common) 








the growth of the organism. Table 
! lists the odors of particular organ- 
isms; Fig. 1 illustrates many of 
them. The odors are intensified by 
any violent physical change which 
ruptures the cell walls and liberates 
the oil droplets. This is espec ially the 
case in evaporative coolers he ause 
of pump action and mechanical dif- 
fusion of the water over the satura- 
tion pads. Aeration aggravates the 
odor problem, exposing a greater 
surface of the water to air thereby 
providing an opportunity for the vol- 
atile oils to be liberated from the 


water. 


Surface Water Breeds Algae 


Aleae and the other micro-organ 
isms may be airborne as well as 


waterborne However, evaporative 
coolers installed in areas using sur- 
lace and impounded domestic water 
supplies are more subject to algae 


erowth. Ground waters are usually 
quite free of living organisms while 
surface waters support huge popula 
tions ef micro-organisms. Tempera- 
ture, sunlight, turbidity, shape and 
depth of walter storage, littoral 
growth, wind action and concentra 
tion of minerals all influence algae 
productivity. In general, diatoms at 
tain maximum growth in the spring 
ind again in the fall. Chlorophyceae 
vrowth is heaviest in early summer. 
while late summer and early fall 


usually find myxophyceae_ predomi- 


nating. These changes are brought 
ibout by variations in temperature, 
light and food supply. Under artif- 
cial conditions such as in evapora- 
tive coolers where food and light are 
more nearly constant, the algae popu- 
lation will not vary greatly. Another 
factor in the production of odors 
and by far the most important in 
evaporative cooling is the increasing 
use of recirculating pumps. Standing 
water favors the growth of micro- 
organisms. Algae multiply and grow 
so rapidly that objectionable odors 
may be produced in only a day or 


two. 


Affect Recirculating Units 


In general, it might be stated that 
the odors associated with evaporative 
coolers are found only in systems 
that recirculate the water. As brought 


out previously, this type of an instal- 


lation provides the two necessary pre- 


requisites for algae growth: 1) a 
body of standing water; 2) time for 
the organisms to multiply. Table 2 
represents a microscopical examina- 
tion of the sump water of an evapo- 
rative cooler operated with a recir- 
culating pump without bleedoff and 
characterized by a_ distinct fishy 
odor. 

Earthy odors that are sometimes 
issociated with evaporative coolers 
which continuously waste the watet 
ire caused by dirty saturation pads. 


The odor is similar to the odors 


freed from newly tilled soils and is 
the result of complex microbiological 
decomposition of the debris picked 
up by the filter pads. Usually an- 
nual replacement of the pads is sufli- 
cient. In extremely dusty areas and 
places where the air is contaminated 
by cottonwood seeds, etc.. more fre- 


quent replacement may be desirable. 


Bleedoff Kills Odor 


The most effective method of pre- 
venting odors in evaporative coolers 
equipped with recirculating pumps 
is the use of a bleedoff to keep the 
water fresh and the algal count low 
enough to prevent odor. Generally, 
a bleed rate equal to one-half the 
water evaporated should be sufli- 
cient. This is usually about 1 gph 
per 1000 cfm delivered by the unit. 
Ihe bleed will also prevent the build- 
up of uncontrolled concentrations of 
dissolved minerals that would result 
in the precipitation of calcium and 
magnesium carbonate scale as_ the 
sump water becomes saturated with 


minerals. 


Commercial Solutions Used 


Although there are a number of 
good algicides such as chlorine, cop- 
per sulfate, sodium pentachlorophe- 
nate and bromine available, it is im- 
practical to apply them except in 
large systems that justify the expense 
of professional chemical advice. 
Bleedoff is by far the simplest and 
most practical method of preventing 
odors in evaporative cooling systems. 
For small evaporative colers that are 
furnished with a recirculating pump 
without a bleedoff arrangement and 
in those systems where it is impos- 
sible or impractical to bleed, an ordi- 
nary commercial solution of 5 per- 
cent sodium hypochlorite, such as 
iny of the common __ household 
bleaches are pretty vood at killing 
algae. To destroy algae, one oz of 
bleach for 2 gal of sump wate will 
usually suffice. If it should be neces- 
sary to resort to one of these chlorine 
compounds, there may be an odor 
for a short time due to the excess 
or free chlorine and the destruction 


of the organisms. 
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OFFICERS WHO GUIDED the association during past 


year are | to r (first row) W. A. Kuec 
Stromberg, Charles H. De Laughter; (seco 
Wilder, Nat N. Leas and Clarence S. Meyer 


SMACCNA 








SMCNA Becomes 
SM&ACCNA, Inc. 


Sheet Metal Contractors 
National Association was 
formed in 1943, hold- 
ing its first convention in 
1944. The services of the 
membership covered all 
uses for sheet metal, in- 
cluding exhaust and ven- 
tilation systems, heated 
and cooled air supply sys- 
tems, specialty products 
and many other facets of 
the industry. Since the for- 
mation of the association, 
the heating, cooling, filter- 
ing and distribution of air 
has grown in annual dollar 
volume. To better define 
the services of the mem- 
bership, it was proposed 
that the association’s name 
be altered to include the 
term ‘air conditioning.’ The 
proposal passed by a two 
to one vote and the name 
was changed to Sheet 
Metal and Air Conditioning 
Contractors’ National Asso- 
ciation, Inc. (SMACCNA). 
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DISPLAYING THE certified warm air heating pro- 
gram symbols and certificates are (1 to r) Robert P. 
Johnsen, Bernard Lawrence and Ralph A. Nicholas 


‘Workshop’ 
Runs the Gamut 


.. . of latest developments and ideas in an in- 


formation-packed four day convention. Emphasis on 


progress is typified by change in name to embrace 


more of industry’s activities 


DELEGATES TO THE 


vention of the Sheet 


ANNUAL con- 
Metal and Ain 
National 


Association. Inc. found there were far 


Conditioning Contractors’ 
too few hours in a day to cover all of 
the important programs in progress 
during the four day meeting held in 
Washington, D. C. May 9-12. The 
convention best 


activities could be 


des ribed as a workshop for 


con- 


tractors and dealers. In addition to 
the reports from the many commit- 
other 


were ses- 


tees, election of officers and 


business activities. there 


sions dealing with subjects such as 


warm air healing. summer cooling. 


codes and_ licensing, a_ certified 


warm air heating installation pro- 
gram, problems of production fab- 
ricators, developments in industrial 
ventilating, welfare and vacation 
programs, bid proposals, bid deposi- 
tories, tax problems, — estimating 
procedures, installing skylights and 
ventilators, fabricating metal wall 
panels, substitute materials for sheet 
metal and apprenticeship training. 
New elected to serve un- 
til May, 1957 are: W.A. Kuechen- 
berg. president; Nat N. first 
vice president; Clarence J. Meyer. 


Harvey V. 
Wallace, third vice president; Charles 


officers 
Leas, 
se¢ ond 


vice president : 


H. De Laughter, treasurer. 





Directors remaining on _ the 


board are: Robert Holming, Steve 


C. Raymond, W. J. Perkinson and New Delegates Hod This to Say 


Francis C. Staten, whose terms will 
end in 1957. Directors with terms 
ending in 1958 are: Glen Angerman. Question: What has attending this convention meant to you? 
Walter F. Limbach and J. Frank 
Park. Elected to fill the unexpired ROBERT L. BUTLER 
term of Andrew Stuart (1958) was (left), Dayton: “The 
i. R. Cummings. Certified Warm Air 
New directors elected for a three Heating Program = 
year period (ending 1959) are: M. ~ape oan ea ae 
: is working toward self- 
\. Buckley, C. A Pfahl, Robert regulation for the benefit 
Peterson and L. Ray Brooks. of its customers.” 
The pressure created by the vol- i 
ume of business transacted during wee f VINCENT J. KERCHER 
the convention didn’t prohibit time > (right), M ae 
Wis.: “The diversified | 


activities of local and 


out for the recognition of faithful 
service rendered by members of state industry groups are 
long standing Among the various more closely tied to- 
forms of recognition was the award- gether at national con- 
ing of a plaque to Carl M. Gundlach ventions such as this. 

who served the association as treas- _ 

ARCHIE R. HOFFMAN 
(left), Sharon, Pa.: “The 


information I have ex- 


urer for Ll years. The award was 
made by past president Richard FE. 


Walsh. 


Highlights of the discussions and dealers has given me 


changed here with other 


ver new idea ‘ 
activities ol the meeting are capsuled nage al : ideas that 
will be included in my 
here for quick reading = 
operation. 


Paul Stromberg, Washington, D. C., E. D. VASSALLO 
preside nt of SMACCNA: ;/ os (right), Ponce, Puerto 

. 4 Rico: “New methods of 

fabrication and new uses 

The importance of the sheet a for sheet metal described 

I metal contractor in the con- ial in the ‘work shop ses- 
struction industry has frown stead- sions’ will help widen my 


- rn scope of operations.” 
ily during the past 15 years. To 


hold this position, it is necessary 

for the sheet metal industry to work 

as a unit to continue to develop the 

industry potentials and to protect 

the interests of those earning their ciation’s membership is now between span of time since its organization 

living from the industry. Associa 1250 and 1300 with over 900 of this in 1944, 

tion membership is an effective number holding membership in the 

way to achieve this objective. association’s local chapters. Angelo Hoffman, Milwaukee, chair- 
man, Duct Manual Committee: 


\ . f Special Study Reports produc ed 
ew techniques and uses lor ie var . . - 
) | and made available by the as- = The idea of a duct construction 
sheet metal are heing devel — : . . “—_ : : , 
) sociation’s office contain informa- manual is to give consulting en- 
oped each year he alert contra , ? , F : » . 
| ) 1 } tion tabulated from extensive studies. vineers a basic reference for the writ- 
tor will take steps to adapt these , 2 , : 
“ | ; ing of the specifications for a job. 
rogressive mediums to his business ; 
he " = Special Study Reports provide 


operation 9) 


excellent discussion material for 8 The ramifications of a manual 


local chapter meetings. to cover all the aspects of duct 


Joseph D. Wilder, Elgin, Il., exec- 


construction are almost unimagi- 
utive secretary of SMACCNA: 


6 The SMACCNA is held in high nable. Many of the various problems 
regard by other building trades have been evaluated and compiled. 
3 Sheet Metal and Air Condition associations because of the accom- There is a possibility that the man 


ine Contractors National Asso plishments recorded during the brief ual will be ready late in 1956. 
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Old Timers Had This to Say 


QUESTION: 


information presented here? 


How will you use the 


LEFT: LOUIS A. TROST, Erie, Pa.: 
“The sessions are so varied that I 
find each becomes a review of good 
business 


practices. The weaknesses 


I've noted in my operation I'll cor- 


rect on my return home.” 


RIGHT: RICHARD W. FRIDAY, 
Rochester, N. Y.: “The overall pic- 
ture of the future becomes clearer as 
you talk with dealers from the four 
corners of the nation. My next year’s 
planning will include many ideas I’ve 
picked up here.” 


9 The American Society of Heat- 
ing and Air-Conditioning Engi- 
neers’ committee on air distribution 


has shown interest in the manual. 


Bernard Lawrence, Greenville, Pa., 
chairman, Warm Air Heating and 
Cooling Committee: 


The 1956 Warm Air Heating 
10 Code just published by the SM- 
ACCNA contains many revisions due 
to the specifications altered by the 


National 


tion’s revised manual +90. 


Fire Protection Associa- 


code was com- 


1 1 New national 


piled from information obtained 
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QUESTION: What session was the 
most important to you and why? 


LEFT: CARL M. GUNDLACH, 
Sandusky, O.: “The labor sessions 
provide a sound foundation for the 
operation of our businesses, that both 
employees and employers may coordi- 
nate their interests for the good of 
the industry.” 


RIGHT: RICHARD E. WALSH, St. 
Paul: “The Council of Chapter Rep- 
resentatives most im- 


reports were 


portant in my opinion because the 


local association activities are the 
grass roots of an association’s growth 


and effectiveness to its membership.”’ 


from all sources and evaluated by 


local and state association committees. 
No national code has been pre- 


12 


equipment installation as it is be- 


pared on residential cooling 


lieved that no authoritative source 
of information is available on this 
subject at all levels at this time. 


Ralph A. Nicholas, Kansas City, 
executive secretary, Sheet Metal 
and Air Conditioning Contractors’ 
Association of Kansas City: 


13 The Kansas City city council 
recently voted a warm air heat- 
ing code for their city. To get the 


code properly presented to the city 
council, the folowing four require- 
ments were necessary: 

a) A majority of the local dealers 
and contractors had to be interested. 
b) A “leg man” was required. 

c) Money to finance was needed. 
d) Services of an attorney had to 


be secured. 
14 A “leg man” to obtain accept- 


contact the following people and ex- 


ance of the proposed code must 


plain the protection a code will pro- 
vide the community: chief of fire 
prevention, director of the fire de- 
partment, fire insurance agents, 
Better Business Bureau, Chamber of 
Commerce, real estate boards, home 
ASHAE local 


chapter, building trade council offi- 


builders’ associations, 


cers, political groups, builders’ asso- 
ciations, the city manager and the 


mayor. 


1 $10,000 was solicited from in- 
») dustry members and was suf- 
ficient to finance the expenses in- 
volved in presenting the city council 


with the facts. 


Attorney's fees for legally pre- 


16 


air heating code amounted to $5000 
(one firm asked $25,000). 


senting the case for a warm 


C. A. Pfabl, Akron, O., SMACCNA 
delegate to National Fire Protec- 
tion Association’s committee on 
air conditioning: 


17 SMACCNA is now participat- 
ing in two committees of the 
NFPA. These are the air conditioning 


and building materials committees. 


There are extensive programs 
18 now underway to determine 
the cause for fires blamed on faulty 
heating systems. Within a five year 
period, the number of reports under 
this heading should decrease because 
of the investigations being made to 
prove the validity of such reports 


listed in this category. 


Robert L. Butler, Dayton, O., direc- 
tor, Ohio Sheet Metal Contractors’ 
Association: 





PLAQUE AWARD for outstand- 
ing service to the association was 
made to Paul Stromberg (right) 
who proudly shows it to W. Ray 


mond Carpenter 


PRIVATE SESSIONS played an impor- 
tant part in the business transacted. Typi- 
cal group is (1 to r) Arthur Heaphy, 
Martin Schaar, Richard W. Friday and 
Irving Spalty 


LOCAL CHAPTER 
have informal discussion with Execu- 
tive Secretary J. D. Wilder: (1 to r) 
Frank McConnell, Bill Bettner, Mr. 
Wilder 


representatives 





+\ 4 indow 


sel ved 


cooling units have 


19 


tizers. 


as central system appe- 


20 Air cooled condensing unit in- 


centage of the total number installed 


stallations are growing in per- 


ear h yeal In 1954. 15 percent of the 
installed 


systems used air cooled 


Ain cooled 


using roof locations should be 


condensing units 


PA | 
a 

placed at least 18 in. above the sur- 
face of the roof to avoid the use of 
from the roof 


heated air coming 


sul fac e 


29 Superficial applications of creo- 
= sote on wooden supports does 
not extend the life of equipment 


frames. 


training journey 


23 The cost of 


men to perform all three major 


functions of a complete air condition- 


ing installation heating, cooling 


and sheet metal is money well 


invested. Such training reduces lost 


time and results in higher 


work, 


quality 


Robert P. Jobnsen, chairman, Certi- 
fied Warm Ai 
mittee: 


Heating Com- 


The Certified Warm Air Heat- 


ing Program is an attempt on 


the part of SMACCNA to upgrade 


the quality of heating systems. 


95 The Certified Warm Air Heat- 
ing Program should arrest the 
downward trend of dealer profit due 
to the stripping of essential equip- 
ment required for minimum system 


performance. 


26 To assure the success of the 
- Certified Warm Air Heating 


Program, two steps must be followed: 
a) Acceptance by local association 
membership. 
b) The benefits of the 
must be sold to the public. 


program 


Jack Demling, assistant executive 
secretary, SMACCNA: 


27 The Certified Warm Air Heat- 
= ing Program requires close 
supervision and cannot be under- 
taken by any local group that does 
not have a full or part time paid 


secretary. 


Charges for each certificate is- 
») 


cooling 


sued by 
$2.50 for installations and 
$2.50 for heating installations. With 
year ‘round systems requiring two 
certificates, one for each of the two- 
major functions performed by the 


equipment, charges will be $5. 


Charles H. De Laughter, chairman, 


Proposals, 
Roundtable: 


Bids and Contracts 


When a 


consults his local tax accountant 


dealer or contractor 


29 
or tax attorney, he should be sure 
they are aware of the many ramifi- 
cations of the tax laws as they apply 
to sheet metal and air conditioning 


work. 


Harry C. Gilbert, contractor, Buf- 
falo, N. Y.: 


depository used in 


The bid 
30 Buffalo for 25 years can credit 
much of its success to the standard 
proposal form used by all members of 
the group. The standard proposal is 
printed on the dealer’s or contractor’s 


letterhead for recognition value. 


Archie R. 


cooling dealer, Sharon, Pa.: 


Hoffman, heating and 


31 A standard estimating form for 
work 


heating, cooling and 


each of three general 
classifications 
industrial sheet metal work would 
have two advantages: 

a) Make it possible to make a 
complete estimate for the job with- 
out leaving out any of the essential 
equipment. 

b) Prevent competing dealers ot 
contractors from submitting bids 
with too wide a differential between 


figures. 
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NEW YORK STATE delegates and their wives turned 


out in full force to represent their area 


WISCONSIN GROUP proposes a toast to its home state 


during the convention's reception 





Frank Kramer, chairman, Appren- 


ticeship Training Committee: 


39 The annual apprentice contest 


has helped to add interest to 
the apprenticeship training programs. 
The incentive given an apprentice to 
rely upon his own ability builds con- 


fidence in the finished product. 


Joseph ]. Kaberlein, secretary, Na- 
tional Joint Sheet Metal Workers’ 
Apprenticeship Committee: 


33 Over 250 local committees of 


the National Joint Sheet Metal 
Workers’ 


participated in the 1956 apprentice- 


Apprenticeship Committee 


ship contest, with 1150 sets of prob- 


lems being distributed. 


William ]. Patterson, director, Fed- 
eral Bureau of Apprenticeship: 


10,700 apprentices 


34. There are 


now in training on a national 


basis for the sheet metal trade. 


The ratio of apprentices to 
35 : 


journeymen in the sheet metal 


industry is one to eight. 


36 More apprentices will be re- 


quired to keep up with the 
srowing needs of the sheet metal in 


dustry. 


materials and new ma- 


a 


chines make it essential that 


AMERICAN 


each apprenticeship program be 
carefully evaluated annually by local 
apprenticeship training committees. 

Winners of the eighth annual 
National Joint Sheet Metal Workers’ 
Apprenticeship Award and Contest: 

First place Arthur D. Gagnier. 
St. Paul, Minn. 

Second place Jerry A. Johnson, 
Port Blakely, Wash. 

Third place 
Maspeth, IN. Se 

Honorable Mention Certificate 


Donald J. Hutter. Everett, Wash. 


Thomas Anderle. 


The Kansas City, Mo. Sheet Metal 
Joint 


selected as 


Apprentice Committee was 
winner of the plaque 
award for their apprenticeship train- 
ing program. Receiving an honora- 
ble mention certificate for winning 
second place in the contest between 
apprentice training committees was 
the Portland, Ore. Sheet Metal 
Workers’ Trade Apprenticeship Com- 
mittee. 

The 1957 convention is scheduled 
to be held at the Edgewater Beach 
hotel, Chicago, May 15 through 18. 





Survey Studies Room A C Market 


THE BIGGEST PERCENTAGE of large 
room air conditioners are placed in 
bedrooms and living rooms, and 55.6 
percent of the units are three-quarter 
ton, according to the National Resi- 
dential Room Air Conditioner Sup- 
plementary research report No. 1, a 
survey sponsored by E. I. du Pont de 
Nemours & Co.. Inc. 

Most of the room air conditioner 
owners expressed satisfaction with 
their performance, only 16 percent 
showing partial dissatisfaction. Main 
reasons for the dissatisfaction of the 
owners were: they don’t keep the room 


cool enough (28.8 percent ) 


; and they 
cool only one room (27.8 percent). 
The survey showed that the average 
price of the units dropped, with 41.7 


percent of the units bought in 1955 


costing less than $250, compared to 
the 26.1 percent costing less than 
$250 bought in 1954. 

Electrical appliance stores led the 
place of purchase in 1955 with 45.9 
percent, an increase of 12 percent 
over 1954, and the units were bought 
for the most part with cash or a 
charge account (76.6 percent of the 
1955, 


while the remainder of the buyers 


customers used this form in 


used convenient payment plans). 
Sales of the one ton unit increased 
from 30.8 percent in 1954 to 34.2 
percent last year, while the three- 
quarter ton unit dropped from 53.7 
percent to 46.4 percent. Self installa- 
tion of the unit dropped from 43.3 
percent in 1954 to 37.6 percent in 


1955. 





HUGH REID'S SHEET METAL PATTERN 


Here Are Details for Developing An 
Offset Stack Boot Fitting 





N26 


section, 
(1 tor) front view, center 


and pattern application as wall boot and register 














. . - in response 








1 ROUND SECTION of offset stack boot is at 90 deg to rectangular 
Identical pattern is used for right and left boot stacks; 
boot, left hand and right hand boots, 





to reader’s request for a 
practical method of de- 
veloping this type of fit- 
ting common to forced air 
and gravity systems 











\ READER IN Muscatine, la., requests a simplified pat- 


tern problem solution for an offset stack boot. 
A study of the front view drawing (Fig. 2A) shows 
that the section is 


round at 90 deg to the rectangular 


section, that point D is 14 in. from diameter line EF, 
and that point C is 234 in. plus 1% in., or 314 in. from 
diameter line EF. In Fig. 2B is shown the offset view, 
the method of finding the tangent point marked 1, and 


the method of establishing the perpendicular seam line 
1OX. 

Establishing these points makes it impossible to di- 
vide the circle into the conventional twelve equal spaces; 
thus, care must be exercised in the development of the 
pattern to transfer correctly the proper chord lengths in 
their true relationship to the developed lines on the pat- 
tern layout. 

From this analysis it is evident that the practical solu- 
tion to the problem is to draw the end view, establish 
two height lines (Fig. 2A), one equal to 14 in. which 
line EF 


the other from diameter line EF to point 


is the distance from diameter to point D on 
the rectangle, 
C on the rectangle which is 314 inches. These two height 


2A) 


unnecessary in the development of the true length lines 


lines will make the drawing of the front view (Fig. 


: 
Following is a step-by-step analysis to the pattern 


proble m solution: 


102 


To Construct the End View, Fig. 2B — 


the 1 in. 


B, draw a line downward and perpendicular to line AB. 


a) Draw horizontal line AB. From point 
Measure down the given 114 in. length and mark the 
point 8. 

b) From point 8, draw a line to the left and parallel 
to line AB. Measure 1 in. from point 8 and mark the 
point R. Through point R, draw the vertical center line 
perpendicular to the horizontal center line of the round 
end. 

c) With R as center and given radius 1 in., draw a 


circle. From point A draw a line tangent to the 2 in. 
diameter circle. From point R draw a line at 90 deg 


Mark the in- 


tersection point of the circle and the horizontal center 


to the tangent line and mark the point 1. 


line with the number 2. 
to the and 


mark the point X. From this point draw a line perpen- 


d) From point A measure right 1% in. 
dicular to AB to intersect the circle; mark this point 10. 

e) Divide the are 1 to 10 into two equal spaces, are 
10 to 8 into two equal spaces, and the 180 deg are 8 
to 2 into six equal spaces. Starting with point 1 and 
going counter-clockwise, mark the points 1 through 11. 

f) From point A draw lines to points 5, 4, 3, 2. 1. 


11 and 10. From point B draw lines connecting points 


5. 6. 7, 8,9 and 10. 
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2A FRONT view 





2B END view 
(simplified method) 
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3 PATTERN for offset 
stack boot fitting 











To Lay Out the Pattern, Fig. 3 — 


a) Draw the 1 in. horizontal line A’B’. 

b) Draw two right angles (triangles U and V). On 
the vertical lines, measure the given lengths from the 
diameter line EF to point C (Fig. 2A) which are 23, in. 
plus 1% in., or 314 in. 

c) Draw two smaller triangles (triangles Y and Z). 
On the vertical legs, measure the distance from the di- 
ameter line EF to point D (Fig. 2A) which is 1% in. 

d) From Fig. 2B measure line A5 with a compass, 
and with point U on triangle U as center, transfer this 
distance to the horizontal leg of the right angle and 
draw the hypotenuse line A’5. With point A’ (Fig. 3) 
as center, and radius A’5, draw an are above and to 
the right of point A’. 

e) Measure line BS (Fig. 2B) and with point V on 
triangle V as center, transfer this length to the horizon- 
tal leg and mark the hypotenuse line B’S. With point 
B’ (Fig. 3) as center, and radius B’5, draw an arc to 
intersect arc A’S and mark the point 5. 

/) Transfer line B6 from Fig. 2B to the horizontal 
leg of triangle V. The hypotenuse line B’6 is the de- 
veloped line. With point B’ (Fig. 3) as center and radi- 
us B’6, draw an are to the right of point 5. Measure 
are length 5-6 on the 2 in. circle (Fig. 2B) and with 
point 5 (Fig. 3) as center, cut the are B’S and mark 
the point 6. 

gz) Line B7 is transferred from Fig. 2B to the hori- 
zontal leg of triangle V. The hypotenuse line B’7 is the 
developed line. With point B’ (Fig. 3) as center, and 
radius B’7, draw an are to the right of point 6. With 
are length 6-7 (Fig. 2B) as radius and point 6 (Fig. 
3) as center, cut the are B’7 and mark the point 7. 

h) The line B8 is transferred from Fig. 2B to the hori- 
zontal leg of triangle V and the hypotenuse line B’8 is 
the developed line. With point B’ (Fig. 3) as center and 
radius B’8, draw an arc to the right of point 7. With 
are length 7-8 (Fig. 2B) as radius and point 7 (Fig. 3) 
as center, cut the are B’8 and mark the point 8. 

i) From Fig. 2B, transfer line B8 to the horizontal 
leg of triangle Z, and draw the hypotenuse line B8. With 
point 8 (Fig. 3) as center and radius B8, draw an are 
to the right and below point 8 (Fig. 3). With line length 
234 in. (Fig. 2A) as radius and point B’ (Fig. 3) as 
center, cut the are B8 and mark the point EF’. 

j) Transfer line B9 from Fig. 2B to the horizontal 
leg of triangle Z and draw the hypotenuse line B9. With 
point E’ (Fig. 3) as center and radius B9, draw an are 


Q 


to the right of point 8. With are length 8-9 on the 2 in. 
diameter circle (Fig. 2B) as radius and point 8 (Fig. 3) 
as center, cut the are B9 and mark the point 9. 

k) Line BLO is transferred from Fig. 2B to the hori- 
zontal leg of triangle Z. The hypotenuse line B10 is the 
developed line. With point E’ (Fig. 3) as center and 
radius B10, draw an are to the right of point 9. Meas- 
ure are length 9-10 on the circle, and with point 9 (Fig. 
3) as center, cut the arc B1O and mark the point 10. 


1) Measure line 10X on Fig. 2B and transfer this 


length to the horizontal line of triangle Z. The hypote- 
nuse line 10X is the developed line. With point 10 (Fig. 
3) as center, and radius 10X, draw an arc to the right 
of point E’. With distance 14 in. (Fig. 2B) as radius and 
point E’ (Fig. 3) as center, cut the are 10B and mark 
the point F’. 

m) Lines A4, A3 and A2 are transferred from Fig. 
2B to the horizontal leg of triangle U. The hypotenuse 
lines A’4, A’3 and A’2 are the developed lines. With 
point A’ (Fig. 3) as center, and radii A’4, A’3 and 
A’2, draw arcs in their proper sequence to the left of 
point 5 (Fig. 3). Measure are chord 5-4 on the 2 in. 
diameter circle (Fig. 2B) and with point 5 (Fig. 3) 
as center and chord 5-4 as radius, cut the arc A’4. With 
point 4 as center and radius 4-3, cut are A’3. With point 
3 as center and radius 3-2, cut arc A’2. Mark the points 
1, 3 and 2. 

n) Transfer line Al from Fig. 2B to the horizontal 
leg of the triangle U. The hypotenuse line A’l is the 
developed line. With point A’ (Fig. 3) as center and 
radius A’l, draw an arc to the left of point 2. Measure 
are chord 2-1 (Fig. 2B) and with point 2 (Fig. 3) as 
center, cut the arc A’l and mark the point 1. 

o) From Fig. 2B transfer line Al to the horizontal 
leg of triangle Y. The hypotenuse line Al is the de- 
veloped line. With point 1 (Fig. 3) as center, and radius 
Al, draw an arc to the left of point A’. Measure line 
CD (Fig. 2A: 234 in.), and with point A’ (Fig. 3) as 
center, cut the arc Al and mark the point C’. 

p) From Fig. 2B, transfer line A-11 to the horizontal 
leg of triangle Y. The hypotenuse line A-11 is the de- 
veloped line. With point C’ (Fig. 3) as center and radius 
A-11. draw an arc to the left of point 1. With are dis- 
tance 1-11 (Fig. 2B) as radius and point 1 (Fig. 3) as 
center, cut the are A-1]1 and mark the point 11. 

q) Line A110 is transferred from Fig. 2B to the hori- 
zontal leg of triangle Y. The hypotenuse line Al0 is the 
developed line. With point C’ (Fig. 3) as center and 
radius AlO, draw an arc to the left of point 11. With 
are length 10-11 (Fig. 2B) as radius and point 11 (Fig. 
3) as center, cut the arc AlO and mark the point 10. 


r) Measure line 10X (triangle Z) and with point 10 


(left, Fig. 3) as center, draw an arc to the left of point 
C’. With line length 14 in. (Fig. 2B) as radius, and 
point C’ (Fig. 3) as center, cut the are LOX, and mark 
the point D’. 

s) Through the developed points draw the pattern 
outline. 

t) Measure the given flange length from points FE’, 
B’, A’ and C’ (Fig. 3) which is 14 in., and draw lines 
parallel to and equal in length to corresponding lines 
C’A’, A’B’ and B’E’. 

Calculate the round collar length (Fig. 4) by multi- 
plying the given diameter by the constant 3.14; thus, 
3.14 X 2 in. 


The throat flange (Fig. 5) will be equal to the 1 in. 


61, in. Draw a rectangle 644 X 14 in. 
width X 14 in. length as shown on Fig. 2B. 


Add allowances for seams and joints, lay out the re- 


quired rivet holes. and mark the patterns for fabrication. 
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WE HAVE established the term pro- 


fessional salesmanship to describe 
one of the most important means to 
our goal of building heating-cooling 
sales volumes. We have outlined 
proven sales techniques and set up 
formulas for converting prospects in- 
to customers. Before we turn our 
salesman loose to try out these ap- 
proaches, however, let’s test his sales 
personality and develop it to the 
point where he is able to make the 
best possible impression on his pros- 
utilize the full 


effectiveness of his streamlined sales 


pects and thereby 


presentation. 

We are aware that what the sales- 
man must try to do is instill in the 
customer a confidence that the equip- 
ment and the company will produce 
results he cannot afford to be with- 


out. We 


know the mechanics for 
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Positive Selling Wins 


Customer Confidence 


... and closes the sale. Here are some tips for improving 
sales personality and developing positive selling techniques 


By Robert G. Mihan 


Merchandising Consultant 


closing the sale once the prospect's 
interest is aroused. But this interest 
cannot be created mechanically 

the prospect’s attention and conse- 
quently his confidence can be ob- 
tained only through reflection of the 
salesman’s own confidence in_ his 
products and his ability to put across 


his message. 


Develop Positive Thinking 


There are many salesmen who can 
present a very fine sales talk and 
sell themselves and their product 
over and over, but because of some 
conscious or subconscious fear of 
losing the sale, never ask for the 
order. A positive line of thinking 
should be developed in each sales- 
man to the point where he expects 


to close every sale. 





The degree of sales success depends 
on how much the salesman can con- 
tinue to improve his sales personality. 
The truly professional salesman has 
a dynamic desire to improve his 
sales personality and to serve his 
customers well. 

A study made by the school of 
business administration at the Uni- 
versity of Oregon indicates that 50 
percent of the people who stopped 
buying at some stores did so because 
the saleman did not do the proper 
selling job or prospects had gotten an 
unfavorable impression of the store 
because of the salesman. 


Salesman Is on Trial 


Our list of six steps to closing the 
sale in last month’s article illustrates 
the importance of personality in the 
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WELL DRESSED salesman begins 
sales presentation outside the house 


with a pleasant smile and polite 


greeting to prospect 


sales presentation in each of the 
six stages of making a sale, the sales- 
man is laying his personality on the 
line as much as he is the equipment 
he is presenting. He must not only 
win favorable attention; he must al- 
so be able to hold it. His dress, man- 
nerisms, personality and voice are on 
trial from the first moment he steps 
across the prospect's threshold until 
the equipment is sold and delivered. 
Then he is sized up further by the 
performance of the installers and 
service men. The professional sales- 
man never stops selling his equip- 
himself, even long after 
installed, be- 


cause he knows the powerful poten- 


ment and 


the system has been 


tial of satisfied customers in terms 


of new leads. 


So it’s important that the sales- 
man keep his best foot forward from 
enters the 


the time he propect’s 


home until he leaves, and that he 
does not let up in his sales efforts 
until the system is installed and 
proved satisfactory. Study the twelve 
basic rules on page 114 for the de- 
velopment of a professional sales per- 
sonality and score your salesmen to 
see how they stack up in projecting 
their personalities. 
Che interrelation between these 
twelve rules for positive selling and 
making sales 


other formulas for 


which we have presented and will 
outline in future articles is obvious 


on comparison. Anyone who proposes 
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INSIDE, the professional salesman reflects 
confidence and know-how as he describes 
benefits before making estimate on heating 


or cooling job 


f National Warm Air Heating & Air Conditioning 


to tell salesmen how to sell 


base his instructions on organized 


must 


thinking and planned presentation; 
because positive selling is planned 
selling. I often test my presentation 
on my wife before | make a sales 
call or conduct a sales meeting; 
many salesmen take tape recordings 
of their sales presentations and play 
them back before they go out on im- 


portant calls. 


Be Natural 


An endless list of do’s and don’ts 
could be made for salesmen to ob- 
serve in making a sales presentation. 
Generally, however, it is safe to say 
that the same good personal habits 
that govern our everyday lives apply 
when a salesman is talking to a 
prospect. There is a danger of be- 
coming stilted and stiff before the 
prospect if the salesman is too con- 
sciously aware of making an ex- 
tremely good impression. He must 
be natural, and being pleasant should 
be natural for a professional sales- 
man. On the other hand. some sales- 
inclined their 


men are to project 


personalities too far toward the 
friendly or familiar relationship with 
the prospect. The approach should 
remain businesslike and the cus- 


tomers regard for the salesman 


should come from testing the equip- 
ment and finding it to be as the sales- 
When a 


man had represented it. 


HE TALKS of comfort and health to 
both husband and wife, generates en- 
thusiasm by answering questions, of- 
fering sound advice 


Association 


salesman consistently sells this pack- 
age respect for the salesman, 
prestige for the company and con- 
fidence in the product — he qualifies 
as a professional salesman. 

We have discussed methods of us- 
ing the sales personality to close 
sales in the prospect’s living room. 
Here are five effective methods for 
projecting your sales personality into 
the realm of uncontacted prospects 


for heating and cooling systems: 


1) Send personalized mail- 
ings to a selected group of home 
prospects taken from your pros- 
pect card file or other sources 
of leads. An hour a day is not 
too much time to devote to this 
procedure. Incidentally, while 
the prospects you develop on 
your own may be the hardest to 
acquire, they are the easiest to 
close. 

2) Include your picture in 
your firm’s advertisements, ac- 
companied by an_ introduction 
and some copy explaining that 
you represent the company and 
will be glad to make an appoint- 
ment with anyone remotely in- 
terested in heating and cooling. 

3) Ask your customers for 
the names of friends who have 
seen the installations in custom- 
ers’ homes. 

1) Invite prospects to meet 
one of your satisfied customers. 

5) Join local service, frater- 
nal and church groups and keep 
your eyes and ears open for new 
leads. 


(Continued on page 114) 
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~~ WESTINGHOUSE 


For / Ways 
to Get Extra 
Air Conditioning 
Sales! 
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. . » for powerful new advertising support 


CONSUMER Big full-page ads in major newspapers—the nation’s greatest current 
SALES BARRAGE advertising campaign. 
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The most universally followed TV-Radio “‘show’”’ on the air 


1956 During the Democratic and the Republican national conventions, and 
through nine long weeks of campaigning and on election night. . . 
POLITICAL this tremendous selling job will blanket the country on the 175 TV 


stations and 212 radio stations of CBS! Combined audience—well over 
CAMPAIGN one hundred million people! 
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With the continuing force of the nation’s 


NUMBER 1 
TV DRAMA Yes, we mean Westinghouse Studio One—playing to 20 million 


weekly over the CBS Television Network. 
STUDIO ONE 


poet TEL TTS 
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} But there’s so much more for you on i + 7 iv \'\ 





Watch Westinghouse Air Conditioning 
STAR on its own... 


ramatia Local 
dvertising 


@ New, Effective One-Minute TV Spots 
Featuring Betty Furness, 


America’s Favorite Sales Person 


@ New Super Ad Program 
Digs Out Effective Leads 


@® New Radio Spots That Shout With Sales Success 


@ New Sales Aids 


ALL NEW furnace line and NEW Air-cooled 





every prospect in this broad product line 


““Most Cooling-Per-Dollar’’ Sells these Residential and Commercial Units 


ACU Units—need no CAC Condenser Unit — 


water! Link-up with exist- 
ing or new forced air 
heating systems avail- 


RL Unitaires com 4 . 
able in 2, 3 and 5-ton 


pact, lightweight 
model 
water or air-cooled odels 
units for residential 


use 


SU Unitaires—these 
commercial units 
can be used with or 
without duct-work 
Give “‘custom- 
tailored” air flow 
available in 3, 5 and 
8-ton models. 


MU Unitaires—com 
mercial units with two 
“custom-built” fea- 
tures (1) exclusive ten 
position tan mount, 
(2) dual refrigeration 
circuits for 50% or 
100°) operating capac- 
ity ...in 10 and 1I5- 
ton models. 


completely eliminates the 
use of water for air con- 
ditioning. Designed for 
use with all Westinghouse 
Unitaires in 2, 3 and 5-ton 
capacities 












Watch Westinghouse air conditioning step out 
in front with Exciting Rewards for Dealers 
a a and Distributors in the Big 
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WESTINGHOUSE 
indy Ss VRE AS 















You can 
Earn ’em 
or 





5 BIG DAYS 
AND NITES 


Expenses paid from home and back 







/ Sports ’n Fun in the Sun It’s a Lark After Dark 
Golf Dude Ranching Fabulous Restaurants Swimming ’n Tennis \ 


Fishing All You Can Eat Spectacular Shows Souvenirs 7 








Boating Trail Ridin’ World-Famous Stars Dancing 















Sight Seeing Prospectin’ Glittering Casinos 


. i ae aa —_— = Western Barbecue 














Luxury Living at the Finest Desert Hotels... 


condenser give you the right product for 





New GH Units— 
horizontal, need 


i fi 

i eee | 
no floor space! i (TA | 
Gas-fired, com- || : } 

pletely factory as- | 

sembled with all aa } 

controls and | 


wiring. 

























es 
es 
HP Units—pro- 7 
vide completely i 
automatic year- ie 


* 
% 




































. q 
New GB and OB Units New GU and OL round heating 
ideal wherever over- Units—for homes and cooling... 
head clearance is limited without base- waterless, flame- 
. RO RG Units gas or oil fired base- ments. they're less, Operate on 
provide year ment units with auto- **file-cabinet- air and elec- 
round residential matic controls. sized”... gas or tricity. 
heating and cool oil fired. 
ing. Simple to in- 
stall with access to _—, 
any component New OC Units— 
. requires mini specially engineered 
mum space counter-flow units 


for perimeter type 
heating. 





A Bigger-Profit Season For You 





all add-up to the busiest roster of distribu- 
tors in air conditioning today . . . but they 
still have time for you 


















































ALABAMA 
BIRMINGHAM 
Flint Refrigeration Co 
127 S. 20th Street 
MOBILE 
Associated Equipment C 
717 St. Joseph Street 


ARIZONA 


PHOENIX 
Fresco Distributing Co 
21 East Durango Street 


ARKANSAS 

LITTLE ROCK 
Fagan Air Conditioning Co., Inc 
900 Center Street 


CALIFORNIA 

BAKERSFIELD 
The Isotherm Co 
605 Williams St 

FRESNO 
Air Conditioning Sales, Inc 
2208 Tuolumne Street 

INDIO 
Frank Cavanaugh’s Electrical Service 
45-248 Jackson Street 

LOS ANGELES 17 
Comfort Distributors Corp 
1709 W. Eighth St.. Rm. 1125 


COLORADO 

DENVER 4 
T. C. Alexander 
1100-06 Champa Street 


CONNECTICUT 

BRIDGEPORT 8 
Air Conditioning Corp. of Connecticut 
41 California Street 


FLORIDA 


MIAMI 
Westinghouse Electric Supply Co 
3400 N. W. 3st Street 

TAMPA 1 
Tampa Armature Works. Inc 
401 South Morgan Street 


GEORGIA 


ATLANTA 
Raymond Distributing C 
156 Rogers Street, N.E 
MACON 
Air-Rite Products C 
452 First Street 


ILLINOIS 
CHICAGO 44 
Mid-States Air Cond. Equip., Inc 
4640 West Washington Bivd 
PEORIA 2 
O'Brien Distributing ( 
100 Walnut Street 
ROCKFORD 
D and F Supply C 
604 South Main Street 


INDIANA 


EVANSVILLE 
Evansville Electric Service, Inc 
1025 Reis Ave 
FORT WAYNE 
Westinghouse Electric Supply ( 
New U.S. 30 & Meyer Road 
GARY 
G. W. Berkheimer. Inc 
1040 Washington St 


INDIANA (Cont.) 
INDIANAPOLIS 

G. W. Berkheimer Co 

610 South New Jersey Street 


IOWA 

DAVENPORT 
Gierke-Robinson Co 
210-212 E. River St 

DES MOINES 
Heating Wholesalers Co 
107 S. W. Second Avenue 


KANSAS 

GREAT BEND 
Wedell Electric Supply Co., Inc 
1209 Williams Street 

WICHITA 
Hill Electric Air Conditioning, Inc 
307 Laura Street 


KENTUCKY 
LOUISVILLE 4 
Stewart Distributing Co 
1019 East Broadway 


LOUISIANA 
NEW ORLEANS 12 
Equitable Equipment Co., Inc 
410 Camp Street 
SHREVEPORT 
The Dykes Co., Inc 
1012 Market Street 


MARYLAND 
BALTIMORE 15 
Lioyd E. Mitchell, Inc 
4650 Reisterstown Road 


MASSACHUSETTS 
BOSTON 10 
Carison Equipment Co 
10 High Street 


MICHIGAN 
DETROIT 3 
Temp-Matic Inc 
12320 Hamilton Avenue 
GRAND RAPIDS 
Westinghouse Electric Supply Co 
511 Monroe St.. N. W 


MINNESOTA 


MINNEAPOLIS 6 
Thomas Air Conditioning Inc 
2428 Riverside Avenue 


MISSISSIPPI 

JACKSON 
South Central Htg. & Pibg. C 
2666 N. Mill St 


MISSOURI 
KANSAS CITY 8 
Natkin & Cx 
1924 Oak Street 
ST. LOUIS 
Westinghouse Electric Supply C 
5049 Fyler Avenue 
SPRINGFIELD 
Paul Mueller C 
1616 W. Phelps 


NEBRASKA 


OMAHA 5 
Natkin & Co 
4001 Leavenworth Street 











Saviers Electrical Products Corp 
640 N. Sierra St., P. O. Box 531 


NEW JERSEY 
CAMDEN 
Borstein Electric Co 
415 Broadway 
IRVINGTON 
Geiger Air Cond. & Refrig. Co., Inc 
1381 Springfield Ave. 


NEW YORK 
BUFFALO 2 
Buffalo Electric Co., Inc 
75 W. Mohawk Street 
JAMESTOWN 
Sans Corporation 
132 Blackstone Ave 
NEW YORK 10 
Times Appliance Co., Inc 
353 Fourth Avenue 
ROCHESTER 9 
Vanas & Gottemeier, Inc 
401 Webster Avenue 
SCHENECTADY 
Jon Tree Sales & Supply Co 
412 Warren St. 


NORTH CAROLINA 


CHARLOTTE 
Air Conditioning Equipment Co 
P. 0. Box 4095 
WINSTON-SALEM 
Wall-Turner Heating & Air Cond. Co 
487 S. Stratford Road 


OHIO 


CINCINNATI 2 

The Kuempel Co 

1000 Gilbert Avenue 
CLEVELAND 15 

Unit Air Conditioners, Inc 

2336 Prospect Avenue 
COLUMBUS 2 

The Kuempel Co 

2572 High Street 
TOLEDO 4 

Air Conditioning Distributors, Inc 

4322 Garrison Rd 

PO Box 123 

Station H 
YOUNGSTOWN 3 

Carlson Electric Co 

121 E. Boardman Street 


OKLAHOMA 

OKLAHOMA CITY 
Air Engineering Inc 
26 N. E. 26th St 


PENNSYLVANIA 


ERIE 

Lakes Engineering Co 

1316 G. Daniel Baldwin Bidg 
PHILADELPHIA 31 

Raymond Rosen & Co., Inc 

Parkside & 5Sist Street 
PITTSBURGH 1 

Aircon & Heating Supply Co., Inc 

3811 Penn Avenue 
WILKES-BARRE 

AirCo Distributing Co 

20 South Washington Street 


SOUTH CAROLINA 


COLUMBIA 
Clark Heating & Plumbing Supply Co. 
2700 Commerce Drive 


TENNESSEE 
CHATTANOOGA 
Tennessee Engineering Co 
Division of Lennon Co., Inc 
1516 E. Main Street 
KNOXVILLE 
Indoor Comfort Distributors Co 
520 Van Street 
MEMPHIS 3 
Associated Southern Industries 
1161 Union Avenue 
NASHVILLE 
J. L. Perry Co 
815 Ninth Avenue 


TEXAS 
DALLAS 
Trans-State Supply Co 
425 South Field 
EL PASO 
Fred A. Lankford 
2601 E. Missouri St 
HOUSTON 
Star Steel Supply Co 
9411 Alameda 
LUBBOCK 
Homer G. Maxey & Co 
1611 Fourth Street 
SAN ANGELO 
Climate Engineering Co 
2320 Sherwood Way 
SAN ANTONIO 
Byrne, Inc 
1626 E. Houston St 


UTAH 


SALT LAKE CITY 1 
Williams, Gritton & Wilde 
204 Dooly Boulevard 


VIRGINIA 
NORFOLK 
Stokley’s Services, Inc 
4000 Colley Avenue 
RICHMOND 
Westinghouse Electric Supply Co 
ROANOKE 
Davis H. Elliot Co., Inc 
11-13 Naval Reserve Ave.. SE 


WASHINGTON, D.C. 
Combustioneer Corp 
409 Tenth St., S.W 

WASHINGTON 


SPOKANE 4 
Warren Little & Lund 
W. 609 Second Avenue 


WEST VIRGINIA 


CHARLESTON 
Thrush Refrigeration Co 
1012 Virginia St.. E 


WISCONSIN 


MILWAUKEE 7 
Layton Supply Co 
924 E. Russell Avenue 
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Distributors of Commercial and Consumer Products of Westinghouse Electric Corporation, Air Conditioning 


Division, Staunton, Virginia 


WATCH WESTINGHOUSE ! 


WHERE BIG THINGS ARE HAPPENING FOR vou! 





RALPH KROEHLE. PRESIDENT THE PEERLESS ELECTRIC COMPANY 


“| ..THE BEST BLOWER ENGINEERING...” 


@ Peerless engineers work under orders to 
give every fan and blower “the best possible en- 
gineering.” Our engineering standards now meet or 


exceed all industry codes. The reason is simple. 


COMPLETE ENGINEERING—Peerless builds its own 
motors and job matches them to meet blower require- 
ments. They have the advantage of being one com- 
plete unit, tested thoroughly for motor characteristics, 
speed and drive alignment. 


HEAVY CONSTRUCTION—Peerless frames and hous- 
ings are better and of heavier construction than any 
competitive products. Construction is all-welded. The 
result is a vibration-free unit. 


NAFM APPROVED—Peerless Backward Curve Belt 


Drive Utility Blowers in sizes from 122” to 36%” 


FAN AND BLOWER DIVISION 


Yow THE PEERLESS ELECTRIC COMPANY 


1405 W. MARKET ST. © WARREN, OHIO 


FANS . BLOWERS . MOTORS «. ELECTRONIC EQUIPMENT 
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meet all NAFM recommendations. They 
have self-limiting horsepower charac- 
teristics and dynamically balanced 
wheels with matched spun cones. There 
is nothing in the air stream. Operation 
is exceptionally quiet. 





see ang 
AUTHORIZED BY 
1 | 
ovens 


PERFORMANCE DATA—Complete data on Peerless 
fans and blowers is cataloged for easy reference. 
Bulletin SDA-160 shows all fans and forward curve 
blowers. Bulletin SDA-200 gives all data on baek- 
ward curve blowers (NAFM) from 122” to 36%”. 
Use the coupon below to get your file copy. Dimen- 
sion prints are available on request. 


THE PEERLESS ELECTRIC CO. 


WARREN, OHIO 


[} Send me Bulletin SDA-160. 
[} Send me Bulletin SDA-200. 


NAME 
TITLE 
COMPANY 
ADDRESS 


poccccccco- 





ENDURO’s resistance to corrosive fumes is another powerful sales aid. Flue 


liners, ventilators and ductwork are profitable jobs that you can fabricate on 
your present equipment. 


CASH IN ON 


Big profit opportunities 


NS 
N 
N 
N 
> 
N 
S 
S 


x 
ROOF-DRAINAGE JOBS are profitable when you install ENDURO 
gutters and down-spouts. Your customers will listen when you talk rust- 
and corrosion-resistance, little or no maintenance, lower final cost. 
Installation is easy, requires no special tools. Send coupon for details. 


PROFIT OPPORTUNITIES are available on jobs like this 
ENDURO church spire. Low maintenance costs, long life and 
enduring beauty help sell this type of application. 


REPUBLIC 


REPURLIC Wold Wideat- Kauge Standard Steels 


STEEL 
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THERE’S MONEY to be made in ENDURO signs. They resist STRONG SELLING POINTS of ENDURO-made equipment for food, dairy and 
rust. Maintain their attractive appearance through all types chemical applications are sanitation, ease of cleaning, freedom from maintenance, 
of weather. Never need to be painted. corrosion-resistance and long life. 


STAINLESS STEEL 


available to progressive fabricators 


You can meet more of your customer’s requirements when you 
fabricate and sell equipment made from Republic ENDURO” 
Stainless Steel. 

It’s the wanted metal. Wanted in the home for its lasting 
beauty and easy cleaning. Wanted in buildings, offices, stores 
for its attractive appearance and economical maintenance. 
Wanted in industry because ENDURO resists rust and corrosion, 
withstands high temperatures, offers high strength with 
reduced weight and bulk, rarely requires repair or replacement. 

ENDURO jobs are profitable jobs. They mean more money 
in your pocket. And they can be fabricated on your present 
equipment. Contrary to what you may have heard, stainless 
steel is not difficult to work, just different. 





Your ENDURO distributor will help you get into this high- 
profit business now. He will give you tips on fabricating — 
help you select the proper analyses for particular jobs—provide 
fast, dependable service from complete stocks. Call him today. 
Or mail the coupon for more information. 


REPUBLIC STEEL CORPORATION, Dept. C-2088 
3162 East 45th Street, Cleveland 27, Ohio 


Please send more information on: 
[) ENDURO Stainless Steel Sheets 
1) ENDURO Roof Drainage Products 


Name Title 





Company 





Address 
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Positive Thinking Makes Professional Salesmen 


Not enough has been said about 
the salesman’s overall mental atti- 
tude. The professional salesman is 


something of a showman — he must 


be able to arouse his prospects and 


(Continued from page 106) 


convert passive indifference into an 
active desire to buy. All this must 
be done regardless of the salesman’s 
personal problems and frustrations 
— the show must go on. The pro- 








12 BASIC RULES FOR POSITIVE SELLING IN THE 
PROSPECT’S LIVING ROOM 


DON’T ASK PERSONAL QUESTIONS. Be friendly but don’t go 
overboard in your relationship with the prospect. Keep the 
subject on the business at hand and don’t get bogged down 
with unrelated details. 

DON’T DISCUSS YOUR PERSONAL PROBLEMS. You might want 
to point out the satisfaction you have realized from your 
own heating and cooling system, but stay away from politi- 
cal, religious and other personal subjects. 

WATCH YOUR MANNERISMS. Don’t get carried away to the 
point that your gestures and movements might distract the 
prospect from the point of your presentation. 

BE ENTHUSIASTIC. A dynamic and forceful presentation is 
contagious. The more sold you are on your product the easier 
it will be to sell your prospect on it. 

BE A GOOD LISTENER. Let your prospect do some of the talk- 
ing. Don’t interrupt, and analyze his conversation to feel out 
his objections and other points you will want to clear up for 
him. 

BE COURTEOUS. Maintain your dignity at all times. An oc- 
casional sincere smile helps instill confidence. But don’t over- 
do it. 

GET DOWN TO BUSINESS. Respect your prospect’s time by 
getting right to the point and leaving as soon as your mission 
is accomplished. 

BE A GOOD COUNSELOR. Study his problems and be sure he 
understands their solutions. Try to analyze his viewpoints and 
personal tastes. 

DON’T GUESS THE ANSWERS. If you’re not sure, say ‘I’m 
sorry | don’t know the answer but if | may use your phone to 
call our engineers, | can let you know immediately.”’ It shows 
you're genuinely interested. 

10. DON’T BLUFF. You're bargaining for serieus troubles by 
bulldozing your way into sales by making promises you 
can’t keep. Even a minor infringement of this rule can lose 
the sale. 

AGREE TO CONFIRM FIGURES IN WRITING. Complete the 
order in black and white. Have the customer's approval 
indicated by his signature. Misunderstandings on both sides 
are eliminated this way. 

THANK HIM FOR HIS ORDER. This is no time for a letdown. 
Leave him with the assurance that you will personally see 
to it he is satisfied with his installation. 








fessional salesman is as persuasive 
on his last call as he is on his first, 
in spite of outside conditions or lost 
sales. Incidentally, lost sales can pay 
off, too; your former prospect will 
often recommend you to others even 
though he gave the sale to someone 
else if he remembers you as a good 
sport and a gentleman in the face 
of a lost sale. 

There is one negative attitude that 
is obviously dangerous. That is a 
dislike, distrust or disloyalty to the 
salesman’s employer or the product 
he is selling. This fact bears no 
elaboration other than to mention 
that a salesman who is not happy 
in his work lacks the heart to sell 
effectively. Loyalty to the employer 
and the product are a prerequisite to 
if the 


salesman cannot be loyal he should, 


professional salesmanship — 


for his own good, sever his connec- 
tion. Remember, to the prospect, the 
salesman is the company. 


Try Skits At Sales Meetings 

In closing this phase of the dis- 
cussion on professional salesmanship, 
I suggest you try a method I have 
found immensely successful for im- 
proving salesmen’s techniques at 
dealer sales meetings: 

Two men at a time stand up be- 
fore their fellow salesmen and put 
on a skit in which one plays the part 
of the salesman and the other is the 
hard-to-sell prospect. The entire sales 
presentation is made, from introduc- 
tion to the point where the order 
is signed. Everyone enjoys this type 
of spontaneous action and out of the 
ensuing period where the salesman’s 
“thrown to the 


wolves” has come some excellent sug- 


presentation is 


gestions for improving the selling ap- 
proach. A future article in this series 
will discuss making sales meetings 
more productive and _ interesting. 
Articles scheduled for the immediate 
future will deal with more involved 
sales techniques now that the ground- 
work has been established. 
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From large tank segments. 
down to small cylinders... 























Niagara Slip Roll Formers can turn out 
better work faster, at greater profit 


Name the job! In the truly complete 
Niagara line ... most complete of them 
all . . . you’re sure to find the Slip Roll 
Former best suited to your sheet rolling 
needs. Working with lengths up to 120” 
and thicknesses up to 5/16” mild steel, 
Niagara Slip Roll Forming Machines are 


produce commercially true cylinders vir- 
tually free from flat spots, using thin 
materials as well as thick ... and 
because of Niagara’s unique slip roll 
features, completed cylinders can be re- 
moved easily and quickly without dis- 


available in an unusually wide range of 
power and hand operated models for 
forming light and heavy pipe; stacks; 
drum, pail, tub and other container 
bodies. 


Featuring Pinch Type Rolls, modern 


tortion, saving time and costs. 

Find out how Niagara Slip Roll Form- 
ers (Series 6°’, 4”, 3”, 2”, 142” and 1”) 
can turn out better work at greater 
profits for you. Write for Niagara’s new, 
illustrated Bulletin 77 today. It will be 


Niagara Slip Roll Forming Machines mailed free ... without obligation, 


NIAGARA MACHINE & TOOL WORKS © BUFFALO 11, N. Y. 
DISTRICT OFFICES: 


Buffalo . Cleveland . Detroit 7 New York . Philadelphia 
Dealers in principal U. S. cities and major foreign countries 


America’s Most Complete Line of Presses, Shears, Other Machines and Tools for Plate and Sheet Metal Work 





here’s what 
heating and 

ventilating 
contractors 


... says James N. Johnson, Shop 
Supt. of The Austin Sheet Metal Co., 
Chicago, Ill. ‘“Ti-Co keeps our labor 
costs down! When you’re the sheet 
metal contractor for large housing 
projects involving hundreds of 
homes, such as the Brynhaven 
development in Elmhurst, it’s nec- 
essary to keep a large inventory of 
fittings in stock. Mass production 
of sheet metal fittings can be costly 
if you’re having trouble with crack- 
ing and flaking of the “‘iron’’. 
That’s why we like Inland’s Ti-Co. 
We never have to waste time, and 
money doing an intricate fitting 
over again because Ti-Co’s coating 
never comes off.” 


Say about 
INLAND TI-CO 


Galvanized Steel 


BP 2 he 7 


f 


. says P. W. Olmen, President of 


Jamar-Olmen Co. and W. A. Kuechen- . says Maurice L. De Wulf, heating 


berg, President of R. B. Hayward Co., 
co-contractors of the sheet metal work 
on Chicago's new Prudential Building. 
“We used Ti-Co exclusively for all the 
duct work for air handling in the Pru- 
dential Building. Over 1,000 tons went 
into the job in all. . . the largest single 
air handling sheet metal job ever under- 
taken in Chicago. With Ti-Co we knew 
we could depend on getting uniformity 
of coating and base metal.” 


contractor of Roselle, Illinois. ‘“Ti-Co 
Galvanized sheets cut my fabrication 
costs 20 to 25°! Figure for yourself 
what it costs to form a 10-foot heating 
duct with a Pittsburgh lock seam. 
Then if the zinc coating flakes or peels 
along the seam—yust double the cost! 
The job has to be done over, and 
though you may be able to salvage 
some of the material, you can’t salvage 
those wasted man-hours.”’ 
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... says Mr. Earl Rocky, Supt. of 
O. A. Wendt Co., Chicago, Ill. 
“TI wouldn’t use anything but 
Ti-Co in my shop. We have been 
using close to 500 tons of Inland 
Ti-Co per year for the past 
several years and I have yet to 
have a sheet flake on me. Even 
on the lockseamer, and we make 
our seams especially tight, Ti-Co 
performs beautifully. Ask any 
of the boys in my shop and 
they’ll tell you the same thing.”’ 


\\ 


... says Fred Rickey, Supt. of F. R. 
Inskip & Co., Champaign, Ill. ‘“Ti-Co 
Galvanized sheets save us 50¢ a 
sheet. We used to waste a lot of time 
and material with conventional gal- 
vanized before they were ready for 
pattern layout. We lost about ten 
minutes shop-time on the shear and 
about a pound of metal. Then we 
had to refigure the sheet size to make 
a layout. We don’t have this waste 
using Inland Ti-Co sheets. They’re 
always uniform. We make layouts 
and shear Ti-Co as delivered. And 
we save at least $2,500 a year.”’ 
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... says H. G. Prizant, Owner and Manager of H. G. 
Prizant Co., Chicago, Ill. “‘We depend on Ti-Co for 
our profit. Take this intricate installation in the new 
University of Illinois Dentistry Building, for example. 
Although the galvanized steel cost less than $10, there 
was probably about $250 worth of labor in this piece. 
If the sheets cracked along the lock seams, or even if 
their zinc coating had flaked off severely, it would have 
meant re-doing the entire job. With Ti-Co we don’t have 
to worry about re-doing jobs because of steel failure.”’ 


Yes, more and more sheet metal contractors 
throughout the middle west are learning the 
tremendous difference between Ti-Co and just 
any conventional galvanized sheet. Inland 
Ti-Co is made by a special continuous galva- 
nizing process which eliminates the brittle iron- 
zinc layer that causes conventional galvanized 
coatings to flake. 


Ask your dealer for Inland Ti-Co and look for 
this stencil on all your galvanized sheets. 


INLAND STEEL COMPANY 
38 South Dearborn Street + Chicago 3, Illinois 


Sales Offices: Chicago * Milwaukee « St. Paul « Davenport 
St. Louis « Kansas City « Indianapolis « Detroit * New York 





Having observed the air 
conditioning service pit- 
falls encountered by 
mythical dealer Joe Mc- 
Flub, the author this month 
tells how each of Flub’s 
blunders could have been 
avoided to spare future 
headaches 


¥ 


4 
oe... El 


UNDOING THE DAMAGE left in Joe McFlub’s trail involves restoring 
customer's confidence by explaining how job should have been done, then 


making necessary repairs 


Avoid Service Callbacks — 
Make the First Call Count 


THIS ARTICLE continues the discussion of air conditioning 
service calls by William Tyson, technical service manager. 
Unitary Equipment Div., Carrier Corp. before the Refrig- 
eration Service Engineers Society. Last month Mr. Tyson 
produced a mythical dealer called Joe McFlub and fol- 
lowed him on his rounds of service calls to repair equip- 
ment previously installed in the homes of his customers. 
The how-not-to-do-it phase ended after a hectic day with 
Flub doing everything wrong. This month we investigate 
the installations and find out how each of Flub’s jobs 
should have been done in order to prevent future call- 
backs 

“Of course, you realize that Flub was a mythical char- 
acter only because everything he did was wrong. He 
would have been just as much a mythical character if he 
had done evervthing right Neither of these extremes, 
I’m sure, exists in any one individual. 

“Po not get the mistaken idea that Flub’s experiences 
are not real. On the contrary, they are very real and are 
occurring every day not all experienced by any one 


dealer, of ca@urse, but they do occur. Since their impor- 
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tance cannot be overemphasized, | would like to review 
his experiences with you and point out how he might 


have avoided these pitfalls had he used better judgment. 


Read The Instructions 


“Probably the most serious mistake that was made by 
our mythical man was his failure to read the instructions 
and to follow them. Instead, he elected to throw them 
away with other important materials and take his chances 
on getting by. This is usually a very costly approach, 
not only in time and materials but in customer satisfac- 
tion and good will. There is nothing more frightening 
than ignorance in action. Installation and service instruc- 
tions are essential to your business. They reflect the ex- 
periences of many individuals. 

“The warranty certificate is the manufacturer’s con- 
tract with the customer. It obligates the manufacturer to 
do certain things. It is the property of the customer be- 
cause he paid for it in the price of the equipment. Flub 


had no right to throw it away. On the contrary, he should 
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TRY IT YOURSELF at the National Oil Heat 
Exposition, General Electric Booth + 154-157. 


LIGHT ENOUGH TO TOSS INTO THE AIR, the G-E oil-burner motor helps reduce your oil-burner installation time. This 1/12 hp 
General Electric motor (NEMA 48 frame) weighs only 10 lbs., yet delivers dependable, full power performance. 


IT’S THIS EASY TO HANDLE 
THE G-E OIL BURNER MOTOR 


LIGHTER AND SMALLER—the General 
Electric oil burner motor can make your 
oil burner installations easier, less time- 


consuming. 


BUT THAT’S ONLY PART OF THE STORY. 
You'll find a world of difference in 
quality, too—design quality that’s just 
not available in bulky, old-style motors. 


FOR INSTANCE, you'll appreciate the 
doubled lubrication life of this G-E 
motor, which requires only minimum 


* Trade-mark of General Electr 


servicing. The insulation system, too, 
incorporates many ‘“‘years-ahead’’ de- 
sign advances: Mylar? polyester film 
insulation, which withstands moisture 
35 times better than ordinary paper 
insulation; and tough Formex* wire 
and Glyptal* protective varnish, which 
assure you of unsurpassed electrical per- 


formance in the dampest basements. 


YOU ALSO SAVE on stocking require- 


ments for replacement motors, 


t DuPont trade-mark 


your 


because of G.E.’s easily reversible shaft- 
rotation feature. 


AND, OF PRIME IMPORTANCE to you 
and your customers, every G-E motor 
is backed by the efficient, local service 
of the G-E Small-motor Service Station 
in your area. You can take advantage 
of these outstanding features by specify- 
ing G-E motors on your next heating 
equipment order. General Electric Co., 
Schenectady 5, N. Y. 2-3 


GENERAL @@ ELECTRIC 





Famous name and 
like these make 


American-Standard 


AIR CONDITIONING DIVISION 


Presents 6 New Additions to Air-Cooled Line... 
Boosts Dealer Sales and Profit Potentials 
to an All-Time High 


Waterless air conditioning is going over big. Cash in! Sell American- 
Standard ... the line that’s complete... the line that has the new 
products, new features that simplify installation . . . the line that sells 


faster, puts more dollars in your pocket. 


Backed by one of the world’s best known brand names— American- 
Standard —here’s everything you need—air-cooled or water-cooled —to 
meet the demands of the rapidly expanding residential and commercial 
cooling market. Here’s top quality at competitive prices with a full 
margin of profit for you. 





New 5 hp Horizontal Air-Flow Evap- New Counterflow Evaporator Unit New Blower-Equipped Evaporator 
orator Unit for Air-Cooled Systems For Air-Cooled Systems Unit for Air-Cooled Systems 





New Yeor ‘Round Air-Cooled Unit New Year ‘Round Air-Cooled Unit 


New 5 hp Air-Cooled Condensing 
Equipped for Gas-Fired Heating Equipped for Oil-Fired Heating 


Unit (in addition to 2 hp and 3 hp) 
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NEW PRODUCTS 
selling easier! 


Promotion-wise as well as product-wise, the Air Conditioning 
Division of American-Standard backs you with complete sales 
support. Hard-hitting color and black and white full page 
ads in leading national home magazines . . . liberal Coopera- 


tive Advertising Plan covering newspaper space, radio and TV 


EVERYTHING /or 
air conditioned comfort 


Warm Air Heating 
Summer Cooling 
Year ‘round Units 


AIR 


AIR CONDITIONING 
onvision 
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time, and local home shows ... plus a brand new aggregation 
of advertising literature and dealer identification material. 
Act fast — contact your nearest American-Standard Air 
Conditioning distributor...listed under “Air Condition- 


ing” or “Furnaces” in yourclassified telephone directory. 


American-Standard 


CONDITIONING DIVISION 


ELYRIA, OHIO 





Service Failures Cost Everybody Money 


(Continued from 


have presented it to the customer with the equipment 
and explained its contents and coverage in detail. This 
applies also to the operators’ Or owners’ instructions 


which are usually supplied in the same packet. 


Warranty Protects Dealer and Customer 


“The warranty record card is further protection for 
the customer when properly filled in and returned to the 
manufacturer. When registered with the manufacturer 
it establishes the warranty period. It also serves as a 
basis for maintaining quality products at reasonable 
prices. 

“Manufacturers spend a great deal of time and money 
developing these materials. They all have a definite pur- 
pose. Let’s use them as intended and avoid mistakes 


which could wipe out profits. 


Consider Noise In Locating Equipment 


“When locating a packaged vear ‘round unit or other 
air conditioning components about the home, it is im- 
portant that they be isolated from the building structure. 
If this procedure is not carefully followed a noise prob- 
lem is bound to develop. It is recommended that an iso- 
lation pad be placed between the unit and its base on all 
installations except where it rests on concrete. Materials 
such as sponge rubber and corrugated rubber matting 
are excellent for this purpose. However, anything that 


will deteriorate and give off odors when wet, as would 


oO 
occur outdoors or on floors that are mopped regularly, 


should be avoided. When a component or unit must be 
suspended, spec ial isolation hangers should be considered. 

“Outdoor locations for equipment such as air cooled 
condensing units, air cooled condensers and cooling tow- 
ers must be carefully selected. Any air handling equip- 
ment normally operated without duct work is directional 
so far as noise is concerned. Therefore. every considera- 
tion should be given to positioning the unit so it 
will be least objectionable to the neighbors. It may be 
advisable at times to shield the unit in some manner or 
add a short piece of duct to correct the condition. After 
all, your customer must live with his neighbors. 

“The importance of adequate clearance around the 
equipment cannot be overemphasized. Any item or com- 
ponent needing periodic attention should be readily ac- 
cessible The dealer Is responsible for service during the 
warranty period and you owe it to vour customer to 
keep his charges at a minimum after the warranty has 


eXpire d 


It’s Not Always The Expansion Valve 


“The expansion valve is quite often wrongfully accused 


of misbehavior. Here again is a broad subject where 
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page 118) 


several points should be stressed in line with our dis- 
cussion of thorough analysis of trouble spots. 

1) Replace an expansion valve as a last resort. and 
only after you have determined that it is not functioning 
properly. Records indicate that a very high percentage 
of expansion valves removed in the field are in perfect 
operating condition. 

2) The thermal element should be securely fastened 
to a straight run of suction line as near the evaporator 
as possible. Don’t try to fasten it to an elbow as we found 
Joe McFlub had done on one of his systems. 

3) If it is necessary to remove the expansion valve 
from a packaged unit be sure to replace it with an identi- 
cal valve. 

“Suction lines on a remote installation should always 
be insulated and waterproofed to prevent condensation 
and dripping. Any section of an insulated line exposed 
to the elements should be further weatherproofed. 

“Last, but by no means least, is the servicing of her- 
metic compressors. It can be broken down into two dis- 
tinct types of failures mechanical and electrical. When 
a hermetic compressor is replaced because of mechanical 
failure, the service procedure is identical to that recom- 
mended for replacing an open compressor. However, if 
a motor burnout is involved, special treatment is essen- 
tial. Products of combustion are released in the system 
and must be removed before a replacement is installed. 
Failure to do so will result in repeat failures. This is not 


just theory. Experience has proven this point. 


Here’s Evacuation Check List 

“Everybody is agreed that a good job of evacuation 
and dehydration is essential. It is the method rather 
than the need that is frequently questioned. In my opin- 
ion there are certain definite steps that should be taken 
to insure good results: 

1) Diseard the original oil and refrigerant charge. 

2) Disassemble the expansion valve and clean it 
thoroughly. 

}) Flush the entire system with liquid refrigerant 
until clean. 

1) Evacuate and dehydrate the system, preferably 
with a vacuum pump. 

5) Install an oversized dehydrator in the liquid line. 


0) Replace dehydrator after three or four weeks op- 


eration. 


7) Continue to check periodically and replace de- 
hydrators until the oil in the system remains clear. The 
oil is an excellent visual indicator of system contamina- 
tion. 

“There is no easy and cheap method of doing it satis- 
factorily. Repeated failures are much more expensive for 


evervbody concerned.” 
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30% THINNER 
TWICE AS STRONG 
GRIPS LIKE A PIPE WRENCH 


CLEAN, SHARP BOX JOINT ADJUSTABLE TO. 
TEETH 4 POSITIONS UP TO 114” CAPACITY 





EXTRA THIN—ONLY 14” 


FLUSH RIVET AT THICKEST POINT 


NO PROJECTIONS 
NON-SLIP CHECKERDOT 
KNURLING 


Crescent’s No. P210 Utility Plier 
is completely new... revolution- 
ary! It’s not a “‘slip-joint” plier 
and not to be confused with 
conventional lap-joint “pump” 
pliers. Its double-strong box joint 
design is absolutely unique and 
assures a powerful grip like that 
of a pipe wrench without side- 
ways twist or strain. It will grip 
flat, square, hex or round objects 
with powerful leverage. 


QUICK, POSITIVE 
ADJUSTMENT 


This cut-away view shows 
joint construction with 
its extra generous bear- 
ing surface at the arrow 
point. Adjustment is 
made by simply “walk- 
ing” the rivet recess over 
the bearing point witha 
pumping action of the 
handles. Easy, positive, capable of 
heavy loads. 


Handsomely finished in rust-resistant 
zinc plate. Overall length 91 inches. 


Sold by hardware dealers and 
industrial distributors everywhere. 


— —_— a . we Sign of the. Ofrtisan 
SV; y= - 4 _ Syntbol of Cicllence 


Crescent is our trode-mark, registered in the United Stotes and abrood, for wrenches and other tools. Sold by leading distributors ond retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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. 2 ah - 
~~ Phone 35 
POBINSOM PLUMBING 
& HEATING 


WARSHFIELD, MO 
GR. 6,000 


A MODERN ECONOMY CHAMP 


that puts extra money in your pocket 


year in and year out! 





They’re the champs of the lightweight class, these 
new Chevy Pickups, Panels and light-duty Stakes— 
and that means unsurpassed economy as well as 
power and performance! 

Consider, for example, the economy aspects of 
Chevrolet Hydra- Matic transmission.* This modern 
automatic transmission not only gives you the ease 
of no-shift hauling ... it also saves you mainte- 
nance money because the hydraulic coupling protects 
universal joints, rear axle gears and shafts, rear 
tires and engine parts from shock loads. 

And the advanced heavy-duty 3-speed** and 4- 
speed *** transmissions provided in new Chevrolet 
light-duty models are moneysavers, too! Their extra- 
rugged construction is added assurance of dependable 
operation that keeps costs down. 

You'll find there are many such reasons why these 
Here’s one big reason why you save with new Chevy models are the economy champs! If 
Chevy... #ydra-Matic. And this advanced you’re out to save money, see your Chevrolet dealer 

‘ nets : soon. . . . Chevrolet Division of General Motors, 
automatic transmission makes hauling 


Detroit 2, Michigan. 
smoother and easier than ever before. *Optional at extra cost in Series 3000 models. 


**QOptional at extra cost in all Series 3000 models. 
*** Std. in Series 3800 models, extra cost option 
in other Series 3000 models. 


NEW CHEVROLET 
TASK:-FORCE TRUCKS 


Anything less is an old-fashioned truck ! 
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Can be hot dipped galvanized without 

Wide range of distortion for protection against moisture. 
stock bores. Designed and die 
formed for highest 


efficiency. 
Statically and dy- 


namically balanced 
on special balanc- 
ing machines. 


Individual, die \ } : ee te “% Streamlined housing 
formed blades are es inlets help assure 
securely riveted to eet 4 ; byte — efficient, quiet per- 
the rim and back- —_ % } : : formance. 
plate — giving 
added strength to 
the wheel assembly. 

Large flange on 

cast iron hub gives Heavier construction to withstand more 

added rigidity to the demanding requirements. 

rugged centerplate. 


HIGH PRESSURE REQUIREMENTS? 


Clarage has what it takes! 


. . . for pressures up to 8” with modifications 
from standard construction! Clarage Type DF equip- 
ment — Wheels and Housings or Complete Fans — is 
equipment to investigate for your Air Conditioning 


Units, Cooling Towers, Evaporative Condensers, etc. 


Don’t short-change the products you make by incorpo- 
rating anything less than Clarage quality — known 
quality that has proved its worth to other leading 


manufacturers. 


Check on the increased saleability you, too, will experi- 

Complete Type DF fans are available 

in 11 sizes with capacities ranging 

CLARAGE FAN COMPANY, Kalamazoo, Michigan. from 200 to 10,000 CFM. Special 
units for higher pressures and more 
severe services can also be furnished. 


ence with dependable Clarage Type DF fan equipment. 


..-dependable equipment for 


making air your servant 


SALES ENGINEERING OFFICES IN ALL PRINCIPAL CITIES @ IN CANADA: Canada Fans, Ltd., 4285 Richelieu St., Montreal 


. 9c 
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YOU AND THE LAW 


Dealer Faces Liability for Faulty Installations 


Courts rule the burden of showing freedom from negli- 


gence in damage actions rests with the dealer when: 1) 


damage occurs from the installation; and 2) time elapse 


between installation and damage shows there would have 


been no accident had the installation been defect-free 


A DEALER IN one of the southern 
states was engaged in installing air 
conditioning equipment in a venti- 
lated attic. Before the installation was 
completed the temperature dropped 
to 23 deg one night. A valve ex- 
posed to the below freezing tem- 
peratures was ruptured and after the 
temperature around the valve rose 
above 32 F, the ruptured casing be- 
gan to leak and the escaping water 
leaked through the floor into the 
rooms below. 

There was nothing showing negli- 
gence on the part of the dealer. But 
on several occasions this type of valve 
had burst from freezing, although 
this one was installed ten days before. 

In the court action brought against 
him by the owner of the building, 
the dealer maintained he had no con- 
trol over the premises when the acci- 
dent happened, and whatever the 
cause, it had been beyond his control. 

The court referred to a similar in- 
cident a few years before. A gas fired 
furnace had been installed, and the 
work was completed late at night. 
The following day the dealer's engi- 
neer had checked and approved the 
installation. That night the family 
was aroused by a fire in the house. 
Apparently the fire originated near 


the recently installed equipment. 


Court Points to Dealer 


In its decision the court quoted the 
rule of law that places the burden of 
showing freedom from negligence 
on the dealer. 

“Tt (the rule of law) is appro- 


priate in a case where the owner 
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cannot be expected to have any in- 
formation as to the causes of the ac- 
cident, while the dealer, on the con- 
trary, must be assumed to be fully 
informed on the subject and further, 
where the accident is of the kind 
which ordinarily does not occur when 
due care has been exercised,” the 
court stated. “In such a case the 
owner need not show the particular 
acts or omissions from which the ac- 
cident resulted. The accident itself 
creates an inference of negligence on 
the part of the dealer.” 

In justification of this rule of law 
that seemingly compels a dealer to 
prove that he is innocent of negli- 
gence, the court in this earlier de- 
cision added: 

“Consider the facts. The owner 
buys a gas-burning furnace from 
this dealer who installs it in the own- 
er’s residence and warrants, implied- 
ly at least, that it will satisfactorily 
perform the function for which it was 


purchased. 


Who Has Control? 


“However. less than two days from 
the time of its installation and with- 
out any act by the owner, it starts a 
fire. Can it fairly be said in these cir- 
cumstances that the owner and not 
the dealer has control of the instru- 
mentality that caused the damage? 
Or is it more in keeping with com- 
mon sense and plain justice to hold 
that in the nature of things the fur- 
nace would not have caused the fire 
if it was functioning properly and 
that the owner cannot be expected to 
know whether it was defectively con- 


structed or installed whereas the deal- 
er as seller and installer is fully able 
to show a freedom from negligence. 
We think that the questions answer 
themselves.” 


Dealer Shoulders Blame 


The rule of law which places the 
burden of showing freedom from 
wrong on the dealer’s shoulders was 
outlined in an earlier decision, to 
which the court referred: “In cases 
where the owner cannot be expected 
to have any information as to the 
cause of an accident, whereas the 
dealer, on the contrary, must be as- 
sumed to be fully informed on the 
subject and where the accident is of 
the kind which ordinarily does not 
occur when due care has been exer- 
cised, the rule is that the accident 
speaks for itself. The accident itself 
makes out the case and the burden is 
on the dealer to show the absence of 
negligence.” 

The court concluded that the dealer 
was liable for damages from the 
leaks. The court called attention to 
additional circumstances which must 
be present to justify the application 
of this law: 1) that the damage oc- 
curs from the installation; and 2) 
that the time between installation and 
occurrence of the damage makes it 
reasonably evident that the accident 
would not have happened if the 
equipment had been free from de- 
fects and perfectly installed. 

“It is apparent.” said the court, 
“that not only has the dealer failed 
to overcome the inference of negli- 
gence, but assuming that the break 
was due to the freeze or an act of 
God as contended by him, such oc- 
currence was a very foreseeable one 
and one that could have been easily 


guarded against.” 


{[Note: While this discussion applies to actual 
Case it should be remembered that legal rules 
vary in different states.) 
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BULLETIN 701 


TYPE ‘R”’ 


AIA: 30-G-45 


FEATURES 


MODERN STYLING adds clean line beauty to any 


home or office. It eliminates out-of-date grilles, 





registers and radiators. The larger floor area offered 
means greater living space and more efficient 
furniture arrangement. 





BUILT TO LAST—KRITZER Air Base is made of 


heavy gauge steel for a lifetime of use. It will stand 





the knocks and bumps of everyday home life with- 






out looking “‘beat up’’. Finished in rust resistant, 










} 


aa 


baked-on gray enamel, it can be painted to match 







or harmonize with room decor. 






| 4, | 


EASY INSTALLATION — Boot opening can be cut 





















































any place in unit. Front plate snaps on. Air Base 
can be installed before or after plastering. It is also 

} in easily adapted to old heating systems for home 

\| } improvement. ‘“Add-on” features make a full per- 
imeter heating installation feasible in any room. 
Hh et — 29/4" 4» | 
I f(t HIGHLY EFFICIENT PERFORMANCE-— Air flow 
/ {I | | | pattern provides a warm air blanket for true com- 

Uh \ Vd y Wi, ; 4 fort. Proper placement will eliminate chilly drafts 
VV, /, \ WU Ii from windows or cold outside walls and will pre- > 
Shh >» ae yymmm vent dust streaking of walls. Cooled air is distrib-  » 

FLUSH MOUNTING RECESSED MOUNTING uted with equal efficiency. w 

o 

aaa eeiee COMBINATION DAMPER—Control can be ad- a 
KRITZER Air Base can be installed outside . ; lle: : 

the plaster line or partially recessed to the stud- justed easily to limit opening of shut-off damper to in 

ding, saving even more valuable floor space. simplify balancing of air distribution. w 
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“ee ee KRITZER, IT’S RIGHT, SIR!”’ 


EASY 








Boot should be located as close to center of baseboard 
unit as possible. Mark location on floor and cut opening 
as required, and install boot. 


Cut opening for boot by snipping bottom of Air Base 
from front to back. Bend this tab or section up and break 
off at scored back corner. Fit bottom opening over boot 
and nail or screw backplate in place against wall. Ham- 
mer down and nail boot flanges. 


Baseboard Selection Information 


1 Determine heat loss or heat gain of space by 
standard methods. 


2 Determine size and number of ducts necessary 
to supply heating or cooling requirements of 
space under design conditions. 


3 Select KRITZER Air Base in accordance with 
duct sizes shown in Table 1. 


INSTALLATION 








ENGINEERING INFORMATION 


Kritzer | Maximum Maximum 
Air Base Recommended Outlet Delivery j 
Delivery FPM 
CFM 


275 AB-2 75 800 .060 


Pressure drop 
inches of Water 


NN | 





| 275 AB-4 150 | 800 095 








Hook the upper edge of the front plate over the flanges 
on the end plates and snap the lower edge into the slot 
at the floor line. 














KRITZER Air Base is the perfect answer to moderniz- 
ing old warm air heating systems. Just cut and remove 
the old baseboard where KRITZER Air Base will be 
located. Install KRITZER Air Base against wall and 
connect to boot. 





TABLE 1 





- 
Equivalent Kritzer 
Duct Size Air Base 
Diameter 





275 AB-2 
275 AB-4 
275 AB-4 
275 AB-4 





i 











= 
| 





Note: Duct sizes based on a maximum duct velocity of 600 FPM 





—- 


PACKAGING AND 
SHIPPING INFORMATION 


} 
| 
Stock No. | Length 


——y 





Shipping weight 





| 
} 
: 
| 


275 AB-2 | 2/—0" 5 Ibs. 
| 275 AB-4 4’—0" 10 Ibs. 








‘CIF IT’S KRITZER, IT’S RIGHT, SIR!”’ 


STANDARD 
BASEBOARD 


“K" LINE 
BASEBOARD 


SLOPE TOP 
BASEBOARD 


UNIVERSAL 
BASEBOARD 


CONVECTOR, KRITZER 
SLOTTED FRONT FINNED TUBE 


Copyright 1956—KRITZER RADIANT COILS, INC. 


PRINTED IN U.S.A. 





Mobile Lab Tests 


Heating Performance 


In Split-Level Home 


THE GROWING trend among America’s 
home owners seems to be toward 
three-and four-bedroom houses with 
interior and exterior features that 
make the house distinctive and dif.- 
ferent in appearance from other 
houses in the same _ neighborhood. 
Architects find split-level houses pro- 
vide the most economical answer to 
this popular leaning. 
Split-level houses usually present 
the air conditioning engineer with 
difficult layout problems. The vari- 
ous levels make it easy to overheat 
or overcool certain parts of the house 
and difficult to heat or cool other 
parts. There is also the problem of 
draft caused by air flowing from one 
level to another. These problems are 
characteristic of all forms of heating, 
with the air distribution system be- 
ing best adapted to split-level heat- 
ing and cooling because it is possible 
to control much of the air flow be- 
tween levels. 
To obtain detailed information 
about the performance of air distri- 
bution split-level 
Warm Air 


systems used for 


houses, the National 
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. +. with an eye to correcting certain 
problems which are inherent in this popular 
type of construction. Here, in the first of five re- 
ports, is what the engineers found in a typical 
four-level home with warm air supplied from an 
84,000 Btuh oil-fired furnace through extended 
plenums to floor and overhead diffusers, and what 
they recommended as corrective measures 


Heating and Air Conditioning Asso- 
ciation during the winter of 1954-55 
instructed its mobile laboratory 
staff to secure five-day records on a 
number of these houses. The informa- 
tion obtained has been summarized 
and is presented here by permission 
of NWAHACA with suggestions that 
would improve comfort and equip- 
ment performance. 

This is the first of a series of five 
articles dealing with the subject of 


heating and cooling split-level houses. 


House Has Four Levels 


The residence tested is a small four 
level frame house. A recreation room 
and utility room are on the ground 
level and above it are two bedrooms 
on the third level. The second level. 
which is over a crawl space, has the 
living room, kitchen, and dining 
room, and above it on the fourth 
level is a single bedroom. 

The ground level rooms are com- 
pletely exposed to the weather on 
two sides, the slab being laid at grade 


level at the rear of the house. There 


is no insulation around the edge of 
the slab. (Levels are numbered from 
the bottom level up. Level No. 1 
is the ground floor, level No. 2 the 
No. 3 
the one with bedrooms one and two, 
and level No. 4 the one with the 
living 


living room level, level 


single bedroom over the 
room. } 

The walls are of frame construc- 
tion with asbestos shingles on the 
exterior and with dry wall construc- 
tion used inside. The walls have 2 
in. blanket type insulation and the 
ceilings use 4 in. batt type insulation. 

The use of 90 |b roll roofing paper 
over the ground in the crawl space 
is effective in maintaining a dry 
crawl space. The crawl space relative 
humidity is less than 50 percent and 
the moisture content of the wood 
structural members is under 10 per- 
cent. The crawl space is not venti- 
lated. There is a 26 in. clearance from 
ground to bottom of beams and 36 
in. to bottom of joists. 

The cost of the house, including 


land but not a garage, was $13,500. 


(Continued on page 130) 





Mobile Lab Finds Test House Air Flow Rate Low 


is 5 


F and the degree days average about 


The design temperature 
4740 for the year. The design heat 
levels 
amounts to 35,997 Btuh and that for 
the recreation room level is 13,425 
Btuh, for a total loss of 49,422 Btuh. 


These losses are equivalent to 30.5 


loss for the three upper 


Btuh per sq ft of total floor area. The 
furnace is an oil-fired highboy unit 
with an input rating of 0.75 gph 


and a bonnet capacity of 84,000 


Extended Plenums Supply Air 


The heating system consists of 
two extended plenums that supply 
air to a number of 4 in. diameter 
ducts leading to floor registers on 
the second, third and fourth levels, 
generally placed beneath the win- 
dows. The recreation room on the 
ground level is heated by overhead 
warm air registers in the bottom of 
one of the extended plenums. There 
is one return air intake on the bed- 
room level (third level), one in the 
living room (second level). and one 
in the playroom on the first level. 


The heating installation is well made. 


rHIRD LEVEI 
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* 


CRAWI 


(Continued from page 129) 


The house is well insulated but is 
not equipped with storm sash or 
storm doors. 

Ten 14 X 214 in. floor diffusers 
are used. The heat loss handled 
by any diffuser does not exceed 4750 
Btuh. Two rectangular (12 X 4 in.) 
ceiling diffusers are located in the 16 
x 6 in. extended plenum that passes 
through the recreation room. The sec- 
ond extended plenum (13 X 9 in.) 
runs below the floor of the second 
level in the crawl space. 

The return air system consists of 
a 14 x 
the bedroom (third) level, a 14 X 
12 in. 
side wall of the living room (second) 
10 in. intake 20 in. 
above the floor of the 


10 in. baseboard intake on 
intake midway along the in- 


level and a 14 X 
recreation 
room. All duct sections are short but 
of ample size. 


Tests Cover Five Days 


With this information, the Mobile 


Laboratory began setting up its 


equipment and taking tests on a 
Monday morning. The tests covered 
a five day period and continued 24 


hours a day. The prevailing weather 


FOURTH LEVEI 














for the five day period varied from 
25 F on the coldest day to 60 F on 
the warmest day. The evaluation of 
the data obtained has been based on 
a temperature of 49 F and projected 
through the use of engineering form- 
ulas to estimate performance of the 
equipment under design conditions. 
An evaluation of this system reveals 
the following conditions and _ is 
responsible for pertinent comments 
made by the engineer performing 
the analysis: 


Increase Flow Rate 


The system is not in complete CAC 
(comfort air circulation) adjust- 
ment. The air flow rate is low with 
a temperature rise through the fur- 
nace of 148 deg. An increased air 
flow rate would increase the furnace 
efficiency, reduce the air tempera- 
tures at the registers and increase 
the air flow rate from the registers 
into the rooms. Small variations in 
register air temperatures are con- 
ducive to good room air temperature 
control. Room air temperature bal- 


ance is good. 


(Continued on page 134) 


TEST HOUSE has typical split-level 
heating problems. Recreation room 
and utility room are on ground level; 
living room, kitchen are on second 
level; two bedrooms are on third 
level; single bedroom comprises the 
fourth level 
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FORCED AIR FURNACE 
at 
COMPETITIVE 
PRICES 


° 
o 
2 
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- 
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RESILIENT 


With all the quality features 
heating dealers have come 
to expect in a 

SEQUOIA GAS FURNACE 


ano De, 
Le 


c 
“s 


/ 


eatEs Or, 


PACER design and production is par- 
ticularly suited to your builder custom- 
ers who need central forced air heat 
for their tract homes, at the most 
moderate possible cost. 


SEQUOIA GUARANTEED assures 
you of this national manufacturer's 
traditional quality —in basic raw ma- 
terials, choice of accessory parts, and 
operating performance. It is available 
now in the three most popular sizes 
—75,112 and 150,000 btu — and 
additional models are under test. 


Write today for complete Pacer 
specifications and prices 





crue orn = 


1000 BRITTAN AVENUE+ SAN CARLOS, CALIFORNIA 


Manufacturers of Upright, Reverse-Flow and Horizontal Gas Furnaces 


"Suecaut 2 
ANOTHER 
KEY SEQUOIA DEALER 





HYLAND HEATING COMPANY 

of Salt Lake City, Utah 
Somewhat of a youngster in years, as key heating dealers 
go, Hyland Heating already is an important factor in the 
building industry of Utah's beautiful queen city. In just four 
years of operation, its annual dollar volume of new installa- 
tions, has reached a substantial six-figure bracket. Sequoia 
takes pride in its acceptance as a key brand in Utah. 
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Bright, attractive and 
modern kitchen work sur- 
faces of Armco Stainless 
Steel—constructed by a 
simple new 4-step method. 





Kitchen Work Surfaces of Armco Stainless 
Build Profits for You 


...Here’s Easy New 4-Step Construction Method 


All these kitchen work surfaces were made from for bright, easy-to-clean stainless work surfaces. You 

Armco Stainless Steel by a simple 4-step method: can cash in by supplying him with custom stainless 

1. Holes for sinks and range were cut in sheets delivered parts, or by handling work-surface installations for 

to size. him. 

2. Cut-to-size sheets bonded to %4” plywood backing. There’s plenty of other profitable stainless work 

3. Tops set in place with sinks and range. around the home too—range hoods, kitchen cabinets, 

4. Moldings attached and soldered at corners. door kick and push plates, and roof drainage systems. 

a Drawn sink bowls and moldings can be purchased 

Team up for profit from manufacturers. Your nearby Armco Distributor 

You and your local kitchen remodeler can be a profit- can quickly supply stainless sheets for work surfaces. 
making team. He’s finding growing customer demand Just write us at the address below for his name. 


ARMCO STEEL CORPORATION pRMCO 


1516 CURTIS STREET, MIDDLETOWN, OHIO WW" 


SHEFFIELD STEEL DIVISION © ARMCO DRAINAGE & METAL PRODUCTS, INC. © THE ARMCO INTERNATIONAL CORPORATION 
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AS A nother Lime 


Boost your modernization business 


with the Lima series 


“45” wall diffuser 


especially where you add cooling 


big part of tomorrow's business 
comes from today’s satisfied 
customers. And in heating and cool- 
ing—that means customers who en- 
joy room-wide constant comfort all 
through the house. When the com- 
fort is right, the customer will pass 
the word along, and tomorrow's 
sales start building for you 
For example, take a look at the 
diffusion photo above. The Lima 
Series ‘‘45’’ Wall Diffuser assures 
room-wide comfort without occu- 
pants feeling the air motion. The air 
pattern is constant and velocity re 
mains uniform at all damper set- 
tings. That's why Lima Diffusers 
help you make more money. 
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It costs no more to install a quali- 
ty-built Lima Diffuser and there's 
one for every installation — floor, 
baseboard, wall and ceiling. Ask 
your wholesaler to show you a Lima 
Diffuser and see for yourself the 
extra sturdy construction which elim- 
inates rattling and whistling at 
higher air velocities needed for cool- 
ing. Better still, install Lima Dif- 
fusers on your next job and see how 
Lima helps you build more sales. 


sales builder in action 


Lima “45” Side View Diffusion Photo 
Arrows show how the Lima ‘'45” induces 
room air recirculation. It’s ideal for 
modernization jobs, especially where you 
add cooling. 





Lower Floor Hard to Heat in Split Level Home 


Adjustment of the fan switch is 
needed. The cut-in point is 125 deg. 


Lower Level Suffers 


The main difficulty in this house 
is that of adequately heating the low- 
er or ground level rooms. In this in- 
stance, the recreation room is com- 
pletely exposed to the outdoors on 
two sides. Two ceiling registers 
placed on either side of a large win- 
dow do not effectively heat the air 
near the floor and result in stratifi- 
cation of room air with relatively 
high temperatures at the ceiling. This 
situation is aggravated by cold floor 
surface temperatures resulting in part 
from the lack of 


around the slab. The result is that 


edge insulation 
room air temperatures in that room 
are not as satisfactory as those in the 
upper levels. This room is similar to 
a room of a house erected upon a 
concrete slab in which good heating 


is secured only by floor level perim- 


eter ducts that are supplied by ducts 


embedded in the slab. Edge insulation 
of the slab is important. 

The average floor-to-ceiling tem- 
perature differential for all the rooms 
fourth 
levels is 2.6 deg at 49 deg weather, 


on the second, third, and 
or 1.23 deg for each change of 10 


deg in outdoor-indoor temperature 
difference. This is high, but for the 
recreation room with a 10.4 deg dif- 
ference, it is 4.5 deg or four times as 
much, At design temperature condi- 
tions this would be a 
differential. 


The average 


substantial 


differ- 


ence from the floor to the 30 in. level 


temperature 


TABLE 1—HEAT LOSS and air dis- 
tribution data is based on a design tem- 
perature of 5 F 





No 
diffusers 

Bedroom 1 2 

Bedroom l 1 

Bedroom ? 2 

Dining room 3557 22 1 

Living 2 

Kitchen 

Bath 

Recreation 

Crawl spac 

Utility room 








(Continued from page 130) 


of the upper three levels is 0.9 deg 
or 0.4 deg for each change of 10 deg 
in outdoor-indoor temperature dif- 
ference. For the recreation room it 
would be 1.74 deg. This is reason- 
able for the upper three levels but 
high for the recreation room. 

With the exception of the recrea- 
tion room and the dining area, the 
floor surface temperatures for all the 
rooms are higher than the air tem- 
perature at the floor level. 


Temperature Balance Good 


The temperature balance between 
rooms is good. At the 30 in. level the 
minimum temperature is 71 deg and 
the maximum 72.1 deg. The outdoor 
temperatures were mild when these 
readings were taken, however, and 
they may not have this same close 
relationship when the outdoor tem- 
perature approaches the design tem- 
perature of 5 deg. 

The total calculated air flow rate 
for registers is 318 cfm. The calcu- 
lated air flow rate based on the re- 
turn air velocities is 569 cfm. The 
calculated air flow rate based upon 
the furnace heat balance is 413 cfm, 
midway between these two values. 
This latter value is not entirely re- 
liable since it was based upon heat 
input determined from oil burner 
nozzle ratings and not from a meas- 
ured fuel input test. The value of 569 
cfm determined from the return in- 
take air flow is assumed to be the 
most nearly representative of the true 
air flow rate. 

The recreation room is not over- 
heated (at the 30 in. level), yet the 
air flow rate indicates that about 
one-third of the total air supply is 
through the ceiling registers in that 
room. The floor temperature of the 
recreation room is 64.4 deg along 
the exposed wall and only 67.2 deg 
in the center of the room. 

All three return intakes are effec- 
tive; the one in the recreation room 
handles almost half of the total air 
flow. 


Static pressure readings taken on 
to 


the duct system indicate that the sup- 
ply system has a static pressure loss 
of 0.11 in. WG. The return system 
has 0.04 in. and the system total is 
0.15 which for an air flow rate of 
569 cfm is deficient for a furnace 
with an input of 105,000 Btuh, as 
substantiated by the measured tem- 
perature rise of 148 F through the 
furnace. If the air flow were suffi- 
cient to give a temperature rise of 
90 F, the static pressure would be 
0.23 in. 
pressure loss is due to the restrictions 


A large proportion of the 


on the supply air side of the duct sys- 
tem. 

The flue gas temperature of 690 
F is high, resulting in a large flue 
loss. 

The burner operation amounts to 
39.6 percent of the time on a 35 F 
day; extrapolation of data indicates 
that on a 5 F design day, the burner 
has a reserve capacity of about 18 
percent which is ample. Since the oil 
burner nozzle is 0.75 gph any fur- 
ther reduction in nozzle size would 
not be practical. 


Fan Switch Set Too High 


The blower operation record in- 
dicates that a blower period of about 
five minutes is followed by two short- 
er cycles of less than one minute. 
This is characteristic of operation in 
which the fan switch setting is too 
high and the differential is small. 
After the blower has shut down, the 
residual heat of the furnace starts 
the blower for a short run. This type 
of operation is not desirable, and can 
be corrected by lowering the cut-in 
point of the fan switch and by de- 
creasing the differential of the fan 
switch. 

The blower operates about 65.2 
percent of the time on a 35 F day; 
extrapolation of the data shows that 
the blower would operate 100 percent 
of the time when the outdoor temper- 
ature is 20 F. This is lower than de- 
sirable and is another indication that 
the fan switch setting should be de- 


creased from the setting of 125 F. 
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You are if you are a Frigidaire Full-Home Conditioning dealer—because you want 
to capitalize on this second selling surge into the “air conditioned future.” If you 
aren't a Frigidaire dealer, ready for the year-round opportunities of this immense 
profit potential—if you want full information in time to share in the future that 
begins July 8, 1956—phone your nearest Frigidaire Sales 

Corporation Office or Distributor, or write FRIGIDAIRE 

DIVISION, General Motors Corporation, Dayton 1, Ohio. yer GM nn 


PGE MERAL 
moTors 
— 


FRIGIDAIRE Gt Condon. 


FRIGIDAIRE SALES CORPORATION OFFICES FRIGIDAIRE DISTRIBUTORS 

are located in these cities .. . are located in these cities ... 
ATLANTA, Georgia LOS ANGELES, California EL PASO, Texas MIAMI, Florida SEATTLE, Washington 
BALTIMORE, Maryland MILWAUKEE, Wisconsin W. G. Walz Co. Domestic Refrigeration Co., inc. Sunset Electric Co. 
BIRMINGHAM, Alabama MINNEAPOLIS, Minnesota HAGERSTOWN, Maryland OMAHA, Nebraska SIOUX CITY, lowe 
BOSTON, Massachusetts NEW ORLEANS, Lovisiana Potomac Edison Co. Major Appliance Co. D. K. Baxter Co. 


BUFFALO, New York NEW YORK, New York HOUSTON, Texas PORTLAND, Oregon SPOKANE, Washington 
CHICAGO, Illinois OAKLAND, California Cox and Blackburn, Inc. Sunset Electric Co. Sunset Electric Co. 


CLEVELAND, Ohio OKLAHOMA CITY, Okiahoma INDIANAPOLIS, Indiana ROCHESTER, New York SYRACUSE, New York 
DAYTON, Ohio PHILADELPHIA, Pennsylvania Refrigerating Equipment Co. Chapin-Owen Co., Inc. Onondaga Supply Co., Inc. 


DENVER, Colorado PITTSBURGH, Pennsylvania LOUISVILLE, Kentucky SALT LAKE CITY, Utah TAMPA, Florida 
DETROIT, Michigan ROANOKE, Virginia Smith Distributing Co. W. H. Bintz Co. Byars-Forgy, Inc. 


FORT WORTH, Texas ST. LOUIS, Missouri MEMPHIS, Tennessee SAN ANTONIO, Texas WICHITA, Kansas 
KANSAS CITY, Missouri ‘ McGregor's Inc. Stravs-Frank Co. S. A. Long Co., Inc. 
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“WE FEATURE WISS SNIPS 
BECAUSE THEY SELL BEST 
WITH FEWER RETURNS” 


Mr. Alexander Thomson, Tanner and Company, Indianap- 
olis, Ind., gives one good reason why his firm prefers Wiss 
Metal Cutting Snips. There are several reasons why they 


are the choice of professional workers everywhere—why they 


sell better, with fewer returns. Wiss snips are produced largely by the handwork of skilled 


workers. Each pair is rigidly tested and guaranteed perfect. Bolts are set precisely to reduce 


wear and to increase cutting power with the least effort. 


WISS METAL MASTER SNIPS: Compound action design delivers amazing cutting 
power. These 10” snips cut with about one-half the effort required for standard 
121%” snips. One edge serrated to prevent slipping. M-1 (cuts left) and M-2 (cuts 
right) are designed to cut the most intricate scrolls and circles. M-3 is for shallow 
ares and straight cutting. M-5 Bulldog Heavy Duty snips are tops for notching, 
nibbling and cutting shallow ares in sheet metal as heavy as 16 gauge. 


WISS INLAID SNIPS 

High carbon crucible steel 
welded to a hot drop-forged 
frame provides that extra serv- 
ice demanded by professional 
users everywhere. Six Straight 
Cutting sizes from 1114” to 17”, 
including Bulldog Snips for 
notching. Three Combination* 
Cutting sizes, 12144”, 131%” and 
144%”. 


WISS SOLID STEEL SNIPS 


For those whose requirements 
are less specialized than the 
professional user. Hot drop- 
forged of fine carbon steel, they 
meet or exceed government 
specifications. Four straight 
cutting sizes, 8” to 12%”. Four 
Combination* Cutting sizes, 7”, 
10”, 13” and 16” Bulldog Snips 
for notching. 

*Made with straight blades, but 
ground and shaped so they readily 


cut curves and irregular shapes as 
well as straight. 


NEW HANDLE GRIPS IN 

BRIGHT IDENTIFYING COLORS! 

Famous Wiss Metal-Master snips are now 
available with vinyl plastic grips — tough, 
resilient, long-wearing, acid and grease re- 
sistant. For instant identification by the 
worker, M-1R is fitted with bright red han- 
dles; M-2R with green handles; M-3R with 
yellow handles. 


WISS the Winner in 
laboratory tests! 


In grueling tests made by an independent 
laboratory, Wiss Metal-Master, inlaid and 
solid steel snips out-performed other leading 
brands. Wiss snips in each category proved 
to cut cleanly with less effort required. The 
tests were so severe that some competing 
brands were damaged — cracked at bolt, 
handle bent out of shape. This is conclusive, 
unbiased proof that Wiss snips are the finest 
and most satisfactory available to metal 
workers. The laboratory report stated: 
“Wiss inlaid straight cut snips showed far 
superior cutting qualities than the other 
shears tested and should be listed in a sepa- 
rate class from the solid steel snips.” 


J. WISS & SONS CO., 
NEWARK 7, NEW JERSEY 


World's Largest Manufacturers of Shears, Scissors, Pinking Shears, Metal Cutting Snips and Garden Shears 
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Permacias 


* 





and you'll soon be selling the only 


all-new bine inthe iuduiyy 


REMOTE COOLING UNITS 


Newly styled remote condensing 


YEAR-ROUND UNITS 


Sleek, handsome, easily installed 
as two ready-to-operate com- 
ponents. Oil or gas-fired heating, 
with Permaglas ceramic-coated 
heat exchanger. 100,000 to 160,- 
000 BTU input. Water or air cool- 
ing with 2, 3, or 5-ton capacity. 





16 year-'round models! 











HORIZONTAL UNITS 
Highly flexible, 


self-contained water cooled units. 


easily installed 


Use them in any ductwork system, 
or as ductless units. Horizontal units 
are ideal for under ceiling utility 
room or basement installations, or 
for use in attics or crawl spaces. 


2 and 3-ton sizes. 


a better way 


A.0Smith 


CORP OR 


Permagias Division, Kankakee, a 
International Division, Milwaukee 1, Wisconsin 
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VERTICAL COOLING UNITS 


Trim, smartly styled Vertical units 
are a perfect match for Permaglas 
Hi-Boys—work well with any high- 
boy. May be serviced entirely 
from the front. Air cooled or water 
cooled. Vertical units are available 
with or without blower. Hermetic, 
2, 3, or 5 tons. 


A. O. SMITH CORPORATION 


units may be installed outside, or 
in attic, garage, or basement. 
Choice of horizontal, vertical, or 
"A" type evaporators. Charged, 
sealed units and charged tubing 
simplify installation. For water or 
air; 2, 3, or 5 tons. 


Permaglas Division, Kankakee, Illinois, Dept. AA-656 


Gentlemen: Please send me complete details about Permaglas Heating and 


Cooling. 


Company 


Address 





Here Are Trade Practice Rules For the 


Refrigeration and/or Air Conditioning 


Contracting Industries 





THE GIST: 


ON MAY 8&8 the Federal Trade Commission pub- 
lished the much discussed trade practice rules 
for the air conditioning and for the refrigera- 
tion contracting industries. The rules become 
effective on June 7, 1956. The final writing of 
the rules recognized the air conditioning in- 
dustry as a separate and distinct industry and 
the commercial and industrial refrigeration in- 
dustry as a separate industry. The original set 
of rules proposed on May 20, 1955 was writ- 
ten for the refrigeration and air conditioning 
contracting industry. Thus, in writing the rules 
for the refrigeration and/or air conditioning 
contracting industries, the Federal Trade Com- 
mission recognized the difference between the 





air conditioning contracting industry and the 
commercial, industrial refrigeration contracting 
industry. 

The rules apply only to the cooling portion 
of an air conditioning system where the heat 
source is obtained from combustible mate- 
rials. However, in the case of heat pump instal- 
lations where heat is supplied to an air distri- 
bution system by a refrigeration system, the 
rules apply. 

The rules do not represent any new laws 
but are to serve as guides to prevent violation 
of existing laws as they apply to the air condi- 
tioning industry and the commercial, industrial 
refrigeration industry. 





Trade practice rules, as hereinafter set forth, are promulgated by the 
Federal Trade Commission under its trade practice conference procedure 
Such cules have application to persons, firms, corporations, and organiza 
tions engaged im the sale and installation of 

1) Mechanical refrigeration units or 


systems for commercial or industrial 
use; of 


>) Mechanical air-conditioning units or systems for commercial, indus- 
trial, or home use 


As above used, the word ‘‘installation’’ makes reference to services the 
performance of which requires engineering knowledge and skill. Thus, 
window air-conditioning units and mechanical refrigeration units which are 
of such size and type as to require but a “‘plug in” to an established elec- 
tric power system are not to be considered as products to which these 
rules have application. The words “‘air-conditioning units or systems’ 
make reference to units or systems which are either capable of lowering, 
or of both lowering and raising, the temperature of the air within an 
enclosure and simultaneously effecting a substantial degree cf control of 
the humidity and circulation of the air in such enclosure. Units or systems 
which are designed to raise, but not lower, the temperature of the arr 
within an enclosure are not products to which these rules have application. 
The above is to be construed as definement of the nature of activities 
to which the rules have application and is not intended as definement of 
the kind of products which may be designated ‘‘air-conditioners’’ or ‘‘re 
trigeration units or systems 
Manufacturers, olesaler and thers engaged in the sale of air 
conditioning or retriger ) equipment or systems are not to be consid 


ered as members of - industry except to the extent that they instal 


(as hereinbefore « equipment or 


systems 


Primary objectives of tl es a the maintenance of free and fair 
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competition and the elimination and prevention of unfair methods of 
competition, unfair acts or practices, and other trade abuses. They are 
to be applied to such end and to the exclusion of any acts or practices 
which suppress competition or otherwise restrain trade. 


These rules promulgated by the Commission are designed to foster and 
promote the maintenance of fair competitive conditions in the interest of 
protecting industry, trade, and the public. It is to this end, and to the 
exclusion of any act or practice which fixes or controls prices through 
combination or agreement, or which unreasonably restrains trade or sup 
presses competition, or otherwise unlawfully injures, destroys, or pre 
vents competition, that the rules are to be applied. 

The unfair trade practices embraced in the rules herein are considered 
to be unfair methods of competition, unfair or deceptive acts or practices, 
or other illegal practices, prohibited under laws administered by the 
Federal Trade Commission; and appropriate proceedings in the public 
interest will be taken by the Commission to prevent the use, by any per 
son, partnership, corporation, or other organization subject to its juris 
diction, of such unlawful practices in commerce. 

The rules have application to persons, firms, corporations, and organ 
izations engaged in the sale and installation of: 


1) Mechanical refrigeration units or systems for commercial or in 
dustrial use; or 
2) Mechanical air-conditioning units or systems for commercial, in 
dustrial, or home use 
Note 1: As above used, the word installation makes reference to 
services the performance of which requires engineering knowledge and 
skill. Thus, window air-conditioning units and mechanical refrigeration 
(Continued on page 142) 
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in tremendous demand 
for home and business 


Kooler-aire 
a =636hsS yStemm 
for “waterless” 
air conditioning 

















The industry’s most complete line of 
2, 3,5 & /', h.p. models! 


“air-cooled” . . in matched 


CONDENSING UNIT 
compressor, 
condenser coil, 
blower, receiver 


HORIZONTAL AIRFLOW 
COOLING COIL 
coil, 
expansion valve, 
drain pan 





VERTICAL AIRFLOW 
HOUSED COIL 
v-type coil, 
expansion valve, 
drain pan 











COIL-BLOWER 
HOUSED SETS 
filter, coil 
expansion valve, 
drain pan, blower. 
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COUNTER FLOW 
HOUSED COIL 


coil, expansion valve, 
drain pan 


UNITED STATES 
AIR CONDITIONING 
CORPORATION 


M 


1 





Meet today’s growing demand for waterless air 
conditioning with the most efficient equipment 
built . . . usAIRco Kooler-aire. Kooler-aire 
operates on electricity only, ideal where water 
is scarce or expensive, and where water disposal 
is a problem. The condensing unit is usually 
located out-of-doors, but may be installed indoors 
when vented. Cabinet is weatherproof. Copper 
tubing carries the refrigerant from the condensing 
unit to the Kooler-aire coil, which may be in- 
stalled anywhere on the outlet side of the air 
supply system. Where an independent blower 
system is needed, usAIRco provides a housed 
coil-blower unit with optional filter section. 
INDUSTRIAL 


RESIDENTIAL COMMERCIAL 


Central Station 
Air Conditioner 





Mr. A. John Craig, Manager, Packaged Air Conditioning 
UNITED STATES AIR CONDITIONING CORP. 
3300 COMO AVE. S.E., MINNEAPOLIS 14, MINN. 


Please send me complete details on “air-cooled.” 


COMPANY NAME 
ADDRESS 
CITY STATE 


MY NAME POSITION 











THIS MESSAGE TO 


HOMEBUYERS IS 


IMPORTANT TO YOUR 


“AIR 
CONDITIONED 
FUTURE” 


You know the big future of your business is in 
air conditioning...that right now people want homes 
either fully equipped or ready to add summer cooling. 


But summer cooling means moisture condensation...and, 
in ordinary ducts, the danger of rust. So more than ever, 
homes need rustproof ducts...of Reynolds Aluminum. 


That's the message Reynolds is presenting regularly 
to consumers in “Better Homes & Gardens” and 
“Smali Homes Guide” and on Network Television. 
Reynolds is carrying this promotion to builders 

in “House & Home,” “American Builder” and 
“N.A.H.B. Correlator.” 


It's in your interest to promote the rustproof ducts 
that America’s “air conditioned future” demands... 
aluminum ducts. Remember, aluminum has the 
lowest heat emissivity and it also speeds air flow 
because of its smoother surface. Use it, and identify 
your ductwork with the emblem you see featured 

in consumer ads. For consumer literature and 
supply of emblems, write to 

Reynolds Metals Company, General Sales 
Office, 2500 South Third Street, Louisville 1, Ky. 


Your 


AIR CONDITIONED 
FUTURE 


demands... 


Rustproof Ducts of 


gag REYNOLDS 


ALUMINUM 


— bound to have complete home air 
= pen And that means moisture condensati 
ucts...the threat of rust damage to d ag 
system, Trust stains through walls iat 
Leck Sor ae amma. Insure yourself! 
or this emblem that identi 
nt 
ae ducts of Reynolds a 
prey Write for folder that _——— 
ee aluminum speeds The Finest Products : \ 
. , improves efficiency, Made with Aluminum \ 
eynolds Metals Company | 
General Sales Office, f 
Louisville 1, Kentucky, 


See “FRONTIER”, Reynolds great dramatic series, Sundays, NBC-TV Network. 


REYNOLDS 38 ALUMINUM 
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LET’S GET DOWN TO 


Brass Tacks on 
Residential Ai 


Any generally accepted definition of 
Air Conditioning embraces both heating and 


cooling, together with air distribution, air 
cleaning and humidification. 

it would logically follow that in the case of 
residential air conditioning, knowledge of 
these related functions would be vital for 
successful merchandising. 

Here then is another of the several reasons 
why the warm air heating-sheet metal dealer 
has proved to be the most effective sales out- 
let for residential air conditioning. He is the 
one who has all the qualifications for the job. 
Doing warm air heating and residential air 
conditioning is his business. It’s not a side- 
line. It’s not what he contemplates doing or 
what he might be persuaded to do. IT’S 
WHAT HE DOES, and it isn’t necessary t 
search for him among plumbers, refrigera- 
tion men, oil burner dealers, 845 heat 


dealers, etc. 


Instead, you can reach him with greatest 
economy through the pages of AMERICAN 
ARTISAN, the book whose editorial perform: 
ance has always attracted and held as PAID 
subscribers the KEY dealers in this field. 
American Artisan covers the greatest concen 
tration of buying power + ° provides the 
only fully paid (ABC) circulation in its field 


and leads in advertising volume. 


AMF SA ) 
fERICAN ARTI N JUNE 195¢ 
: 





Trade Practice Rules Define Two Industries 


(Continued 


inits which are of such size and type as to require but a “‘plug in’’ to 
an established electric power system are not to be considered as prod- 
ucts to which these rules have application. 


Note 2: As above used, the words “‘air-conditioning units or systems 
make reference to units or systems which are either capable of lowering, 
or both lowering and raising, the temperature of the air within an 
enclosure and simultaneously effecting a substantial degree of control 
of the humidity and circulation of the air in such enclosure. Units or 
systems which are designed to raise, but not lower, the temperature of 
air within an enclosure are n products to which these rules have ap 
plication 


Note 3: The above is to be construed as definement of the nature 
of activities to which the rules have application and is not intended as 
lefinement of the kind of products which may be designated ‘‘air-con 
ditioners’’ or refrigeration units or systems 
Rule 1: Deception (General) 


In connection with the sale and installation of industry products, it is 

unfair trade practice to use, or cause or promote the uSe of, any 

ide promotional literature, advertising matter, mark, brand, label, or 

evice, or any other type of oral or written representation, which has the 

acity and tendency or effect of deceiving purchasers or prospective 

sasers as to the construction, design, model, origin, manufacture, 

absence of noise in operation, strength, durability, life expect 

cost of operation, or safety of such products, or of their 

cool or refrigerate, or in any other material respect; or to 

purchasers of prospective purchasers with respect to the need 

maintenance, or replacement of parts of such products after 

hase and use, or with respect to any services offered con 
aintenance of the products 


Rule 2: Guarantees, Warranties, Etc. 


for sale, or installation of industry products, it is 
fair trade practice to use, or cause to be used, any guarantee or 
warranty which is false, misleading, deceptive, or unfair to the pur 
hasing or consuming public whether in respect to quality, construction, 
erviceability, or performance of any industry product 
1) The foregoing inhibitions of this rule are to be considered as 
applicable with respect to any guarantee or warranty in which the terms 
ind conditions relating to the obligation of the guarantor or warrantor 
ure impractical of fulfillment 


trade practice to make or offer any guarantee 
industry product unless the nature and extent 
f the undertaking, and vy and all material conditions and limitations 


ipplicable theret« ar 


warranty respecting 


conspicuously stated in immediate 


»njunctio therewith, % nl the obligations of the guarantor or 


wWarrantor wi espec ( i irantee a” warranty are scrupulously 
fulfilled 


Rule 3: Prohibited Discrimination’* 


Price ebate Discount 
Credit f i fect Unlawful Price Discrimination. \t is an ut 
fair trace e fe any industry member engaged in commerce, in the 
course of such « rce, to grant or allow, secretly or openly, directly or 
indirectly, any rebs refund, discount, credit, or other form of price 
differential, where such rebate, refund, discount, credit, or other form of 
price differential effects a discrimination in price between different put 
chasers of goods of like grade and quality, where the effect thereof may 
npetition or tend to create a monopoly in any 
ine f commer t njure destroy or prevent competition with any 
knowingly receives the benefit of such dis 
crimination, of t I mers of either of them: provided, howeve: 


be substantially t essen 


person who eit! grants 


That the 00 nv any such transaction are sold for 
any place under the jurisdiction 
United States 


That nothing herein contained shall prevent differentials which 
make only due allowance differences in the cost of manufacture, 
sale, of livery resulting from the differing methods or quantities in 
which such commodities are to such purchasers sold or delivered; 

Note: This proviso shall not be construed as permitting an indus 
try member to allow a price differential to a customer, whether ir 
the form of a quantity price discount, rebate, or other form, through 
billing as a single order an aggregate of the amount of two or 


mmerce’’ means ‘trade or com 
foreign mation r between 
of the United States and any 
between any insular p 
j f the United State 
and any state or territory 
olumbia or any foreien nation, or 
r any territory or any insular possession 
isdicti be United Stat : 


from page 138) 


more orders of such customer on which the industry member makes 
separate deliveries, when the price differential allowed is not based 
on a net savings in cost of manufacture, sale, or delivery of the prod 
ucts to said customer resulting from the different method and quantity 
in which the products are sold and delivered to said customer, or is 
more than due allowance for such net savings; nor is this proviso to 
be construed as permitting an industry member to allow a price 
differential to a customer, whether in the form of a quantity price 
discount, rebate, or other form, when, pursuant to agreement or 
understanding by the industry member and the customer, delivery of 
the products purchased is to be delayed or made in installments so as 
to involve storage cost or otherwise, the price differential allowed is 
ot based on a net savings in cost of manufacture, sale, or delivery 
f the products to said customer resulting from the different method 
and quantity in which the products are sold and delivered to said 
customer, or is more than due allowance for such net savings 


) That nothing herein contained shall prevent persons engaged in 
selling goods, wares, or merchandise in commerce from selecting their 
ywn customers in bona fide transactions and not in restraint of trade; 


d) That nothing herein contained shall prevent price changes from 
time to time where made in response to changing conditions affecting 
the market for or the marketability of the goods concerned, such as 
but not limited to obsolescence of seasonal goods, distress sales under 
court process, or sales in good faith in discontinuance of business in 


the goods concerned 


Prohibited Brokerage and Commissions. It is an unfair trade practice 
or an industry member engaged in commerce, in the course of such 
commerce, to pay or grant, or to receive or accept, anything of value as 
a commission brokerage, or other compensation, or any allowance or 
discount in lieu thereof, except for services rendered in connection with 
the sale or purchase of goods, wares, or merchandise, either to the other 
party to such transaction or to an agent, representative, or other inter 
mediary therein where such intermediary is acting in fact for or in be 
half of, or is subject to the direct or indirect control of any party to such 
transaction other than the person by whom such compensation is so granted 


or paid. 


Ill. Probibited Adve ing or Promotional Allowance Etc. It is an 
unfair trade practice for any industry member engaged in commerce to pay 
or contract for the payment of advertising or promotional allowances or 
any other thing of value to or for the benefit of a customer of such mem 
ber in the course of such commerce as compensation or in consideration 
for any services or facilities furnished by or through such customer in 
connection with the processing, handling, sale, or offering for sale of any 
products or commodities manufactured, sold, or offered for sale by such 
member, unless such payment or consideration is available on proportion 
ally equal terms to all other customers competing in the distribution of 
such products or commodities 


IV. Prohibited Discriminatory Services or Facilities. It is an unfair 
trade practice for any industry member engaged in commerce to discriminate 
n favor of ome purchaser against another purchaser or purchasers of a 
commodity bought for resale with or without processing, by contracting 
to furnish or furnishing, or by contributing to the furnishing of, any serv 

or facilities connected with the processing, handling, sale, or offering 
for sale of such commodity so purchased upon terms not accorded to all 
competing purchasers on proportionally equal terms 

V. Inducing or Receiving an Illegal Discrimination in Price. It is an 
infair trade practice for any industry member engaged in commerce, in 

‘ of such commerce, knowingly to induce or receive a discrimina 
ich is prohibited by the foregoing provisions of this Rule 


VI. Exemption The inhibitions of this Rule 3 shall not apply to pur 
chases of their supplies for their own use by schools, colleges, universi- 
ties, public libraries, churches, hospitals, and charitable institutions not 
yperated for profit 

Note: In complaint proceedings charging discrimination in price or 
services or facilities furnished, and upon proof having been made of 
such discrimination, the burden of rebutting the prima facie case thus 
made by showing justification shall be upon the person charged; and 
unless justification shall be affirmatively shown, the Commission is 
authorized to issue an order terminating the discrimination: provided, 
however, that nothing herein contained shall prevent a seller rebutting 
the prima facie case thus made by showing that his lower price or the 
furnishing of services or facilities to amy purchaser or purchasers was 
made in good faith to meet an equally low price of a competitor, or 
the services or facilities furnished by a competitor. See Sec, 2-b, Clay 


ton Act. 
Rule 4: Substitution of Products 


It is unfair trade practice to make an unauthorized substitution of 
products, where such a substitution has the capacity and tendency or 


effect of misleading or deceiving the purchasing or consuming public, by 
4) Shipping, delivering, or installing industry products which do not 
conform to samples submitted, to specifications upon which the sale is 


onsummated, or to representations made prior to securing the order, 


(Continued on page 146) 
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150 HALSTEAD & MITCHELL ENGINEERS SAID: 


ak 
la 
by 
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Increase turbulence of air flowing over a surface and heat 
transfer from that surface is increased. Develop a pattern Tet US YOUR NEEDS... 
on the surface which will build turbulence to a maximum AND ASK FOR BULLETIN DE-200 
within the allowable pressure drop limits . . . there you have 
the latest contribution from Halstead and Mitchell engineers 
... the new, exclusive ““TURBU-FLO” finned surface! 
“Turbu-Flo” assures you of extra-safe ratings for your 
manufactured equipment, because added heat transfer pro- 


vides an unusual margin of added capacity. p 

“Turbu-Flo” is manufactured by ultra-modern equipment 

in our giant Zelienople plant to the exacting quality stand- Ga l CG 2] 

ards that have made Halstead and Mitchell products dis- 

tinctive in the air-conditioning and refrigeration industry. | 
“Turbu-Flo” finned surface is immediately available to 


meet your every need. 
Halstead & Mitchell, Bessemer Building, Pittsburgh 22, Pa. 
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Blower for Air Condi- 
tioning Coil mounted 
outside house 


Model 560 























Blower for Cool- 
ing Coil mounted 
~otem, next to furnace 


“~. Model 560 
* 




















- 
“saan” 


Through many years in their climb to a place of leadership 
in the Heating . . . and now, the Air Conditioning field . . . it 
has been a rich experience for MORRISON PRODUCTS INC. 
to work with BRYANT in the development of their equipment. 


To build the finest Air Conditioning products . .. to chart air 
movement in the most effective, efficient way for the greatest 
health and comfort of mankind... this is an accomplished 

Hn " os goal that is giving real meaning to their slogan "GROW 
Blower for Heating System BIGGER WITH BRYANT" 


ee MORRISON PRODUCTS INC. 


16816 WATERLOO ROAD ¢ CLEVELAND 10, OHIO 
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Neat finish to another Monel Roofing Sheet job. More and more sheet 
metal men are finding that these jobs go smoothly, make profits. 


This contractor got a Monel roofing job. 
Could you? 


Look around you! New buildings 
everywhere. And architects specifying 


Monel* nickel-copper alloy roofing for 
many of them. 


Are you getting your share of these 
jobs? Or are they going to competitors 
because you've never worked with 
Monel Roofing Sheet before? 


It’s never too late to start. Your first 
Monel Roofing Sheet job will prove it. 
Use the same techniques as with any 
sheet metal. 

Use the same tools. Nothing new to 
buy. 

Monel Roofing Sheet has a special 
roofing temper. 


It’s easy to cut, form. 180° bends are 
common. 

It’s easy to solder. Pre-tin sheets in the 
shop and use a hot heavy iron. 


Be ready to quote. On public build- 
ings, schools, churches, factories. Any- 
where there’s call for long-lasting sheet 
metal work. 


Get a free copy of “Basic Application 
Data — Monel Roofing Sheet.” Gives 
installation hints. Send a letter or card 
today. 


*Trademark of The International Nickel Company, Inc, 


The International Nickel Company, Inc. 
67 Wall Street New York 5, N. Y. 


A good job. Aerial view of V. A. Neuro- 
psychiatric Hospital near Pittsburgh. Six- 
teen buildings. And all have Monel 
flashings and drainage systems. Sheet metal 
work by Miller & Meyer, Pittsburgh. 


A 
INCO, NICKEL ALLOYS 


AOE mate 


Monel Roofing ... “for the life of the building” 
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Trade Practice Rules Set Business Standards 


(Continued from page 142) 


without advising the purchaser of the substitution and obtaining the 
consent thereto prior making shipment or delivery; or 


b) Falsely representing the reason for making a substitution. 
Rule 5: Misrepresenting Products As Conforming to Standard 


In connection with the sale or offering for sale of industry products, 
t is an unfair trade practice to represent, through advertising or otherwise 
that such products conform to any standards recognized in or applicable 
to the industry when such is not the fact 


Note: Illustrative of the type of misrepresentation inhibited by this 
rule is the practice of an industry member advertising or otherwise claim 
ing that a product has been approved by a governmental authority or 
private agency, or meets certain specifications or standards, when in fact 
the product has not been so approved or does not meet the certain 
specifications or standards - 


Rule 6: Deceptive Prices 
The publishing circulating of false or misleading price quotations 
price lists, or terms or conditions of sale, with the capacity and tendency 


effect of misleading or deceiving purchasers or prospective purchasers, is 
unfair trade practice 


It is o an uf r trade practice to make or publish, directly or indi 
rectly ny misleadin Or deceptive statements or representations, 
through ver vw otherwise concerning installment sales contracts 

conditions, including down payments, interest 


arrying charg ‘ ” respecting any other matters relative to such 
contracts ! 


Rule 7: Misrepresentation As to Character of Business 


trade practice for any industry member, in the course 

with the sale and installation of industry products, to 

represent lirectly oc indirectly, that he is an air-conditioning or re 

trigeration tractor when such is not the fact; or in any other manner 
to misrepresent the character, extent, or type of his business 


Rule 8: Inducing Breach of Contract 


Knowingly ind ng ittempting to induce the breach of existing 
wful contracts between competitors and their customers or their sup- 
ers, oO } ing with ybstructing the performance of any such 
yntractu lu é rvices, under any circumstance having the capacity 
t substantially injuring or lessening present or 

nfaic trade practice 


Nothing it ru ntended to imply that it is improper to solicit 
the business competing industry member; nor is the 
suthorizing any agreement, understand- 
ction by two or more industry mem- 
istomers of either of them or from 


Rule 9: Prohibited Sales Below Cost 


The pra eo elli products of the industry at a price less than 
tl ‘ reof to the sell with the purpose or intent, and where the 
effect is, or where there is a reasonable probability that the effect will be 


to substantially injure suppre or stifle competiti« or tend to create 


ractice 


ohibiting all sales below cost 
cost as is resorted to and put 

with ti wrot , ent or purpose referred to and where the effect 

or where s re ) probability th the effect will be, to 
substantially competition to create a monopoly 
Among the s ns if tI requisite purpose or intent would 
ordinatily be ‘ zg ar 5 which such sales were 4) of seasonal 
goods near tl clust f th : b) of perishable goods in respect 
to which deteriorati nminent; < vf obsolescent goods; d@) made 
nd idix 1a fide discontinuance of business 


this rf the term ‘‘cost’’ means 

rage cost in the industry whether 

ndustry cost survey or some other 

method sts of ) yvutlay or expenditure by the seller in the 
acquisitio pro i I of f the products involved, and 
mprises al lements of st ’ labor, material, depreciation, taxes 
(except taxes c come af ich other taxes as are not properly app! 
cable to cost) i ‘ d expenses, incurred by the seller in the 
paration for marketing, sale, de 

Not to be includ are dividends 

tal nonoperating losses, such as 

exchange of capital assets. Operating 

nonoperating income, suct us 


t apital assets 


industry men 


obinson-Patman 


Rule 10: Commercial Bribery 


It is an unfair trade practice, directly or indirectly, to give, or offer to 
give, or permit to cause to be given, money or anything of value to agents, 
employees, or representatives of customers or prospective customers, or to 
agents, employees, or representatives of competitors’ customers or prospective 
customers, without the knowledge of their employers or principals, as an 
inducement to influence their employers or principals to purchase or contract 
to purchase products sold and installed by such industry members or the 
maker of such gift or offer, or to influence such employers or principals to 
refrain from dealing in the products of competitors or from dealing or 
contracting to deal with competitors 


Rule 11: Enticing Away Employees of Competitors 


It is an unfair trade practice wilfully to entice away employees or sales 
representatives of competitors with the intent and effect of thereby unduly 
hampering or injuring competitors in their business and destroying or 
substantially lessening competition: provided, that nothing in this rule 
shall be construed as prohibiting employees from seeking more favorable 
employment, or as prohibiting employers from hiring or offering employment 
to employees of competitors in good faith and not for the purpose of in 
juring, destroying, or preventing competition 


Rule 12: Deception As to Used or Rebuilt Products 


4) It is an unfair trade practice to represent, directly or indirectly 
that any industry product or part thereof is new, unused, or rebuilt, when 
such is not the fact 


b) In the marketing of industry products which are second-hand ot 
rebuilt, or which contain second-hand or rebuilt parts, it is an unfair 
trade practice to fail to make full and nondeceptive disclosure, by con 
spicuous tag or label firmly attached to the products, and in all advertis 
ing and promotional literature relating thereto, of the fact 


1) that such products are second-hand, rebuilt, or contain second 
hand or rebuilt parts, as the case may be, when such products have 
the appearance of being new ; or 


2) that the rebuilding of rebuilt products was done by other thar 
the original manufacturer, when such is the case. 


Rule 13: Defamation of Competitors or False Disparagement of 
Their Products 


The defamation of competitors by falsely imputing to them dishonor 
able conduct, inability to perform contracts, questionable credit standing, 
or by other false representations, or the false disparagement of competitors 
products in any respect, or of their business methods, selling prices, values 
credit terms, policies, or services, is an unfair trade practice 


Rule 14: Exclusive Deals 


It is an unfair trade practice to contract to sell or sell any industry prod 
uct, or fix a price charged therefor, or discount from, or rebate upon, such 
price, on the condition, agreement, or understanding that the purchaser 
thereof shall not use or deal in the products of a competitor or competitors 
of such industry member, where the effect of such sale or contract for sale 
or of such condition, agreement, or understanding, may be to substantially 
lessen competition or tend to create a monopoly in any line of commerce 


Rule 15: Prohibited Forms of Trade Restraints (Unlawful Price 
Fixing, Etc.)** 


It is an unfair trade practice, either directly or indirectly, to engage 
any planned common course of action, or to enter into or take part 
any understanding, agreement, combination, or conspiracy with one 
more industry members, or with any other person or persons, to fix 
maintain the price of any goods or otherwise unlawfully to restrain trade; 
or to use any form of threat, intimidation, or coercion to induce any mem 
ber of the industry or other person or persons to engage in any such 
planned common course of action, or to become a party to any such under 
standing, agreement, combination, or conspiracy 


ubject to Pul 
McGuire 
mmodity 1 bear 
irddé-mark, brand 
mmodity and which 
f the same general 
uch a co may enter 
buyer there i establishe 
uch mmodity may be resold 
eement is lawful as applied 
i the ste i yr terri 
be made ? hich t mmodity is 
and when such ” agreemen 
tween manufacturers, or between wholesalers between 


between fact tween retailers, betw erson 
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by ‘under-par’ 
air conditioning... 





— Janitrol 





effers you a quality 
line designed to sell! 


Want to eliminate expensive service call-backs and 
complaints? Want to keep profits from doing a 
disappearing act? Switch to Janitrol Summer Air 
Conditioning, the line that stands out for quality 
performance, easy installation and freedom from 
service headaches! 


The complete Janitrol line will help you sell more 
jobs and increase your profits. Why? Because it 
gives you exclusive sales features that guarantee 
performance and long-life your competition can’t 
touch. Every Janitrol installation promptly goes to 
work to help sell another! 


There are “packaged’”’ Janitrol water-cooled and 
waterless conditioners for every residential and 
light-commercial building and remodeling need. 
Models for use with existing warm air furnace or 
for independent operation. Combination cooling 


and heating units you can feature for year ’round 
comfort. 


=p and Janitrol gives you 
=~ plenty of merchandising and advertis- 


ing support, including hard-hitting 
Y ads like these in leading con- 
==, Sumer magazines, and those your 


7 


oan e i — 


builder-prospects read! Ask 

your Janitrol representative for the 
profit-making story on Janitrol’s com- 
plete air conditioning line right away! 
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New ! 


YEAR "ROUND CONDITIONER 
Combines clean, thrifty gas heating and powerful waterless 
cooling in a single “package” that fits in little as 42 sq. feet 
of floor space. Easily installed in any home—wupfiow and down- 
flow models, “ADD-ON” Cooling Option increases sales po- 
tential! Unit mgy be installed for heating only, with evaporator 
cabinet left empty for addition of cooling at buyer's option. 


the best years of your business 
begin with... 


Janitrol 


HEATING... COOLING 


JANITROL HEATING & AIR CONDITIONING DIVISION 
SURFACE COMBUSTION CORPORATION «¢ COLUMBUS 16, OHIO 
IN CANADA: MOFFATS, LTD., TORONTO 15 


Complete line of gas and oil furnaces, unit heaters, conversion burners, 
water-cooled and air-cooled summer conditioners, combination heating- 
cooling conditioners. 





EQUIPMENT DEVELOPMENTS 





The latest information on manufacturers’ developments is presented here with 
brief summaries of the application of these products. For additional product 
information which is available, see this month’s New Literature department 


Air Cooled Conditioner 


Mopet 1118 2 Ton air cooled cen- 
tral air conditioning unit designed 
for homes up to 1100 sq ft Air- 
Div., Chrysler Dept. 
{A, 1600 Webster St., Dayton 1, O. 


Engineered for attic installation, the 


temp Corp., 


unit includes: 2 hp packaged air 


cooled condenser 291l,, in, high, 36 


11/16 in. deep, 


matic 


$58 lb crated: auto- 
thermostat with on-off switch 
for the system and fan switch for 
selection of continuous or automatic 
blower operation; glass fiber duct- 
work which is said to be comprised 
of flame resistant, foil covered sheets: 
five individual room diffusers which 
mount in the ceiling and have ad- 
justable louvers. Prescored  duct- 
work is in pressed glass fiber foil- 
covered sheets which are shipped 


folded to 


shaped insulated duct work by the 


flat and are form box- 


installer. 


Gas Fired Furnaces 


THREE FURNACE models designed for 
new home and modernization mar- 
kets Day & Night Div., Carrier 
Corp., Dept. 14, 700 Royal Oaks 
Drive, Monrovia, Calif. Included are 
two highboys in 80,000 and 90,000 
Btuh and one 80,000 Btuh counter- 


flow unit. Units feature stainless steel 


pilot tips and orifices, built-in blower 


and limit controls and welded steel 


heating element. Reduced clearances 


148 


of | in., side and back, provide sav- 


Ing in space, 


Punch Press 


FIFTEEN TON deep throat punch press 
flywheel or mechanical 
clutching Kenco M fg. Co.., Dept. 
{4, 5211 Telegraph Rd., Los An- 


geles 22. Electrical surge starts motor 


with no 


from dead stop; motor goes dead 
again at end of stroke cycle. Opera- 
tor must push both single trip but- 
tons at once until stroke reaches bot- 
tom, then release both buttons to start 
new cycle. Safety brake is applied 
when power is disrupted or discon- 
nected and safety button stop halts 
press at any point. Operator can 
change from single trip to continuous 
stroke, inching, or two hand or foot 
control by turning dial. Single trip 
speeds up to 60 strokes per minute 
and continuous operation speeds of 
190 strokes per minute are obtainable, 


the company states. 


Selector Panel 


ELECTRONIC air conditioning selector 
panel for offices and stores, designed 


for flush mounting on wall near of- 


mayen 





desk for 


fingertip control of comfort for cus- 


fice or store manager's 
tomers or employees Minneapolis- 
Honeywell Regulator Co., Dept. AA, 
2726 Fourth Ave., S., Minneapolis 8. 


Light blue plastic panel contains 
dials which permit electronic control 
over area temperatures as well as 
raising or lowering amount of out- 


door air for ventilation and provid- 


ing for manual or automatic fan 
operation or shutoff. Outdoor tem- 
perature compensation and switching 
from heating to cooling are auto- 
matic, the company states. 


Front Adjusted Gage 


POWER DRIVEN, front operated mi- 
back 


equipment for press brakes of 50-150 


crometer gages as optional 
Niagara Machine & 
Tool Works, Dept. AA, 637-697 
Vorthland Buffalo 11, N.Y. 


Unit is designed to enable accurate, 


ton capacities 


Ave.., 


quick settings without requiring the 
operator to leave the front of the 
machine, the company states. Vernier 
type indicators on front of the bed 
are calibrated in sixty-fourths of an 
inch for close settings. Two push 
buttons control movement of the 
power driven back gage; both ends 
of the gage can be adjusted to the 
same setting at the same time, or 
each can be set individually to handle 
tapered work. 


Electrostatic Filter 
ELECTROSTATIC AIR cleaning unit 
which is installed in air conditioner 
return air duct where it collects 
coarse particles in chemically treated 
aluminum ‘filter, allows microscopic 
particles to pass through series of 
eight alternately charged electrostatic 
plates Radex Corp., "Dept. AA, 
2076 Elston Ave., Chicago. Charged 


air contaminants are drawn to op- 
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» - CONSTANT 
Nt. COMFORT 

- GAS HEATER 
ee for LP or city gas 


5 0 
5 U 


ore 2 


New Universal ends off-and-on heat 
blasts...guarantees your customers 
constant floor-to-ceiling comfort! 


If there’s a market for “space heaters”’ in your area, there's 
a many times bigger one for the revolutionary new Universal 
Constant Comfort Gas Heater. Because here, for the first 
time in 20 years, is an entirely new and efficient home heater 
principle that ends cold drafty floors and hot ceilings. 


Constantly circulates warm, filtered air all over! 


Just like the most costly modern central heating systems, the 
new Universal Constant Comfort Gas Heater continuously 
circulates warm, filtered air all over the rooms at all times. 
It automatically maintains even temperatures from floor to 
ceiling. Yet it actually costs /ess than some ordinary “space 
heaters,”’ requires no additional installation and lowers fuel 
costs by re-circulating preheated ceiling air. 


Act now on this big profit opportunity! 


There’s already a fast-growing demand for heaters 
in motels, house trailers and many other new 
locations. Now Universal’s many revolutionary 
new features will open a huge new replacement 
market in homes, businesses and other locations 
where heaters are in use. 

Don’t delay. Rush the coupon for complete 
details today—plus news about the consistently 
powerful promotion program that will move 
Universal Constant Comfort Gas Heaters right 

off your floor! 


[ff Te tlw ee cee eee e seem eeees = 


Products of ; 


Cribben & Sexton } 


Cribben & Sexton Co., 700 N. Sacramento Bivd., Chicago 12, lil. 


Gentlemen: Please rush complete information about the 
special money-saving advantages of placing my Universal 
Constant Comfort Gas Heater order now. 


1 
Universal ! 
eee ewe | 
= Ranges |! 

! 


| 
| 


your name 





Universal | 
Automatic Gas 
Clothes Dryers | | 


co firm name 





_: 


| 


Universal street address _ 


Consum-all Gas 
incinerators 


city zone___ state 
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positely charged plates and hecome 


trapped in their adhesive coating. 


Gas, Oil Fired Furnaces 


“THERMO-PACE” models 

and GL14-139 (gas fired); 

and OL14-111 (oil fired) furnaces 
106,000 and 139,000 Btu 
input and 85,000 and 111,000 Btu 


rated at 


bonnet outpul respectively 

Thermo-Products, Ine., Dept. AA, 
Vorth Judson, Ind, Counterflow and 
highboy units are available. Con- 
struction is of furniture steel with 
maroon casing 


hammerloid finish: 


is fully insulated. 


Propane Torch 


“Urit-1-Torcn” redesigned propane 
torch for repair work, soldering, ete. 

Turner Brass Works, Dept. AA, 
821 Park Ave., Sycamore, Ill. Torch 
burns up to 15 hr on one cylinder 
of propane gas at temperatures up to 
2300 F, the company states. Fuel 


cylinders are disposable. 


Laminate Overlays 


“DYNEL” OVERLAYS designed to im- 
prove resistance of low pressure elass- 
chemic als 
Textile Fibers Dept. 
Carbide and Carbon Chemicals Co.. 
Div., Carbide and 
Corp., Dept. AA, 30 E. 

Vew York 17. 


with polyesters, phenolic or 


reinforced laminates to 


and abrasion 


Carbon 
2nd St.. 


Overlays can be used 


l nion 


epoxy 


resin laminates, the company states. 


They are designed for use with duct 
work and other products exposed to 
weather damage, abrasion, salt water, 
chemicals and corrosive fumes, and 
are available in a variety of woven 
various 
effect and 


and non-woven fabrics in 


weights, Good wetting 


minimization of volume shrinkage 
in molding are outstanding features, 


the « ompany reports. 


Combustion Chambers 


“Rep-Line” pear and round shaped 


combustion chambers with precast 
Hloors, high side walls, tongue and 
groove joints and quick skin heat 

Vonogram Products Co., Inc., Dept. 
14, 731 N. 35th St., Philadelphia 4, 
Pa. Units are packed in cartons with 
galvanized steel bands. Pack without 


vermiculite is designed to cut costs. 


Air Cooled Units 


AIR COOLED air conditioning units 


in 2, 3, and 5 ton models, designed 
for field 


warm air furnaces 


installation with existing 
Utility Appli- 
ance Corp., Dept. AA, 4851 S. Ala- 
meda St., Los Angeles 58. Blowers 


are 12, 16 and 19 in. Evaporator 


unit contains oversize coils and built- 


in duct transition. Featured are 
precharged refrigerant lines, rubber- 
mounted motor and “lifetime” bear- 
ings. Unit is cased in galvanized and 
bonderized metal with — insulated 
cabinet. Evaporator unit is available 


with built-in double drain pan. 


Squaring Shears 


POWER SQUARING SHEARS designed to 
utilize the maximum 


of the four edges of the knives by 


cutting life 


holding close setting at cutting edge 
while proper face clearance between 
upper and lower 
stroke point 

Peck, Stow & Wilcox Co.., 


is developed as 
shear progresses past 


of cut 


Dept. AA, Center St., Southington, 
Conn. Featured are embedded scales, 
individual plunger, self-compensating 
holddown, adjustable finger guard 
and convenient hand hole, four edge 
alloy steel blade, T-slot full length in 
bed, full skirt safety guard, remov- 
able clutch housing, clutch control, 
single stroke or repeat action, full 
length clutch treadle, precision back 
gage and fully visible cutting line, 


according to the manufacturer. 


Oil Filter Unit 


FuEL unit with self-cleaning rotary 
filter, designed to eliminate service 
calls to replace wire mesh strainers 
and felt or paper filters Webster 
Electric Co., Dept. AA, DeKoven and 
Clark Sts., Wis.. 


filter has particle discrimination of 


Racine, Rotary 
125 micros, approximately equal to 
100 mesh screen. Sump in cover col- 
lects foreign matter rejected by the 
filter. Unit is adaptable to any oil 
heating system. Unit provides op- 
tional inlet and return line ports and 
can be rotated 360 deg for mounting. 
It is available as both single stage 
and two-stage unit which can_ be 
mounted in any position, the com- 


pany states. 


Stud Driver 


“Micuty-Mire” model 456 powder 
actuated stud driver for low volume 
fastening output Remington Arms 
Co., Inc., Dept. AA, 939 Barnum 
{ve., Bridgeport 2, Conn. Stud with 
“Power-Guide” dise is placed in bar- 


rel, 22 caliber power load is inserted; 
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a Report to Dealers 


on the advanced-design 


CONCO MODULUX 


year-round 


At the recent National Association of Home Builders ex- 
hibition, leading builders previewed what is unquestionably 
today’s most advanced system of indoor climate control—the 
Conco Modulux year-round air conditioner. Many said that 
this new unit seemed ideally suited to their fine-home needs. 
Here, briefly, are outlined some of the features they liked. 


Unmatched Heating Performance 


The Conco Modulux provides more perfect temper. (ure 
control, in any weather. It has eliminated a mosderate- 
weather problem known to all heating dealers—that ot un- 
even room temperatures with cool air settling along the floor 
when the blower shuts off. The Conco Modulux provides con- 
tinuous air circulation, made possible by a special “face and 
by-pass’’ damper system (illustrated right). This system, 
combined with outdoor control of burner operation, provides 
continuous circulation of modulated air, blended to precisely 
the temperature required to match the home’s changing rate 
of heat loss—practically from minute to minute. This con- 
tinuous air circulation also improves humidifier operation. 


Unmatched Cooling Performance 
g 


air conditioner 


heating, dealers have known a moderate-weather cooling 
problem—that of poor dehumidification during periods when 
the compressor is off. With continuous blower operation, 
conventional systems allow the air to pick up moisture during 
this “off” period. The Modulux not only provides longer 
“on” periods but by-passes all air around the evaporator 
when the compressor is off. 


Unmatched Air Cleaning 


The use of an electro-static air filter keeps household 
cleaning chores to a minimum. The filter is virtually 100% 
efficient in the removal of dust, dirt and pollen. 





Cooling Damper 
Plenum Partially Closed 


tht}: 


Heatin 
Compe 7 


pa a 
£ it 


s til! 


Partially (Sp At 


Cooling Domper 
Plenum Partially Open 


Heating 
Damper 


oom Nt ete 
— Daa 
t tf J‘ 
Fonece t t 4p 
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The face and by-pass damper system also means greater te A 
summer comfort. It provides steady cooling and dehumidifi- 7 ty 7 


cation in any weather—extremely hot, normal, or mild. As in rif _e - 


Conditioner Conditioner 
Return Air S Return a 


Write for your literature COOLING POSITION HEATING POSITION 


on the new Conco Modulux. There is 
a market for this deluxe year-round 
air conditioner in your community. 


Ranchier Face and By-Pass System of Temperature Modulation 


Schematic diagram of face and by-pass damper system. Room 
Yan ¢ Gouiy thermostat operates dampers, summer and winter, determining 
the portion of air that is heated or cooled, and the portion that 
is by-passed. In winter air is by-passed through the cooling sec- 
tion; in summer through the heating section. Dampers operate 
as a unit, blending the by-passed air with the air heated or 
cooled to maintain extremely precise temperature control as 
well as continuous air circulation. 


CONCO ENGINEERING WORKS 
DIVISION OF H. D. CONKEY & COMPANY, MENDOTA, ILL. 


Manufacturers of a complete line 
of quality heating and air conditioning equipment 











AFFILIATES: CONCO BUILDING PRODUCTS, INC. - BRICK, TILE, STONE CONCO MATERIAL HANDLING DIV. - CRANES, HOISTS 
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tool is depressed against work surface exposing firing 


pin at top; hammer blow against pin fires the tool 

N KING SIZE and sends stud into work surface. Operator can drive 
OWa studs faster than one per minute, the company states. 
Different power loads and alloy steel studs are avail- 

Model Too! able; steel washer disc is said to assure correct pene- 


tration without splitting. Unit must be held vertical 


to work surface and must be depressed against work 


before it will operate. 


Closet Heat Pump 


Heat pump for winter heating or summer cooling. 


designed for closet installation Perfection Industries 


Fuel (Oil Filters Div., Hupp Corp., Dept. AA, 7609 Platt Ave., Cleve- 


land 4. Unit is in five capacities; 244, 334, 5, 6 and 


71% tons. For summer use, unit takes heat from air 


Bex«t for the JOB! in the home and deposits it in the ground; in winter, 
B { ’ r You: heat is transferred from ground to air in home. 
es © 7 


More features . . . better heat for your cus- 
tomers ... more profits for you. Double filter Outdoor Thermostat 
action positively protects against clogged 
nozzles and lines, eliminates call-backs. IMPROVED OUTDOOR thermostat which sensitizes in- 
Leakproof one-piece construction, reinforced 
get apg on —_— ( 0.. De pt. { 3 | Rin er Rd.. Schenectady 5. N. ) ° 
install . . . at either tank or burner. 
It's sure ta satisfy. Use Auto-flo Fuel Oil Filters 
on every installation, gravity or pressure type 

burners—the F-300 Standard, or the 
oy King Size F-400 for over-standard and 

| commercial applications. 


P’] ASK YOUR WHOLESALER J AUTOMATIC 
ABOUT THE... f) 4 HUMIDIFIER 


y ——- WSTO-FLO CORP., 14590 Schaefer, Detroit 27, Mich. 


door unit to changes in weather General Electric 


Please send me full information on Auto-Flo: 
Fuel Oil Filters. "100" Automatic Humidifier. 


Heart of the outdoor unit is small wafer with carbon 


Name_____ compound which senses weather changes and sends 


E > ele cal signeé aa £o0- : : 
eS. i minute electrical signal via a 25-v circuit to the in 





door thermostat which turns on the furnace to com- 
SS State 





Pete tee ee eee eeeee 


pensate for lower outdoor temperatures. 
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WINKLER offers you everything fo sell 


..- plus thorough training in 


AIR CONDITIONING 


WINKLER. DITIONER 
AIR COV SUALIZER 


¥ ee NS Fae 4 , 
VAPOR COMPRESSION REFRIGERATION CYCLE 
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- - 2 Oe f ’ 
PRESSURE TEMPERATURE RELATIONS OF F22 
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Winkler instructor takes the mystery out of air conditioning 

Basement ond util- 

ity room furnaces : | 

pny tigen cen aeell : 2 There is no “‘off’’ season when you handle the 

an | Winkler line. For heating only...for heating and 
cooling...or for cooling only, there is no home 
comfort requirement which can’t be satisfied 
with Winkler equipment. In selling either new 
home builders or modernizers, you need never 
miss a sale because of a “short’”’ line. The illus- 
trations on this page show a few of many Winkler 
Heating and Cooling Products. 

If you are passing up summer cooling or yea 
round air conditioning jobs because you haven’t 
the “know how’”’ here’s the quick and sure way 
to get in on today’s big profit opportunity. In an 
incredibly short time, Winkler trains you to be- 
come an air conditioning expert. 

As a Winkler Franchised Dealer you are en- 
titled to receive—without charge—an intensive 
course of instruction at the Winkler Training 
Institute. You'll leave the school fully equipped 
to do a competent job of installing Winkler heat- 
ing and cooling systems in residential and com- 
mercial buildings. 

Write today for complete information on 
America’s greatest line of automatic home com- 
fort equipment. 


WRITE TODAY FOR DIRECT FACTORY FRANCHISE DETAILS * AUTOMATIC * 


STEWART-WARNER CORPORATION 


U. S. MACHINE DIVISION e Dept. A-66 « LEBANON, IND, 
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Top Photo: The Heatwave Hi-Boy. Completely automatic. Built-in draft diverter. Af Left: 
Heatwave Counter-Flo for perimeter and underfloor heating. Installed in closet, alcove or 
utility room. Minimum duct work, 


Heatwave Gas Fired Furnaces and Central Heating Systems have a 
two-way claim to fame! 


They make extra dollars of profit for the man who sells and installs 
them. They save extra doilars in fuel costs in the homes they serve! 


No other furnace manufacturer offers such a fine opportunity for 


you to increase both sales and number of satisfied customers. 
EVERY HEATWAVE MODEL: 

® Factory Assembled @ Cast-lron Burners 
© Fire-Tested ® Smart in Appearence 
© Ready to Install ® Economical to Operate 


¢ Competitive in Price @ 10-Year Factory Warranty 


THE HEAT WAVE FLOOR FURNACE 





Here's the efficient whisper-quiet floor furnace that 
offers the utmost in service, economy and long life 
BTU INPUT: 27,500, 35,000, 
50,000, 65,000, 75,000 








DISTRIBUTED BY OUTSTANDING 
WHOLESALE SUPPLY HOUSES 


SOUTHWEST MANUFACTURING CO. 


Subsidiary of the F. E. Myers & Bro. Co 


BOX 151 AURORA, MO. 
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Roof Deck Finish 


BAKED-ON epoxy-resin enamel prime 
finish over bonderized base now 
standard on all “Milcor” steel roof 
deck Inland Steel Products Co.. 
Dept. AA, 4023 W. 


Vilwaukee 1. Primer resists scuffing 


Burnham St.. 


and scraping in shipping and han- 


dling as well as weather abuse, the 
company states. Bonderite is said 
to prevent corrosion from spreading 
if damage penetrates enamel finish. 
Roof deck is painted after forming, 
in ten steps, each step controlled elec- 
trically. Similar to finish on refrig- 
erators and washers, the prime finish 
requires minimum touch-up before 
finish coat is applied and improves 
appearance of finish coat, the com- 


pany states. 


Refrigerant Tube 


COPPER REFRIGERATION tube with 
new end seal which gives protection 
against moisture and dirt W olver- 
ine Tube Div., Calumet & Heecla, 
Inc., Dept. AA, Guardian Towers, 
Guardian Bidg., Detroit 26, Mich. 
The end seal is easily removed and 
replaced, eliminates cutting off tube 
ends, has same outside diameter as 
tube for easy threading through par- 
titions etc., and can be used several 
times, according to the company. 
Seal is designed to keep unused tubes 


clean until used. 


Metalworkers’ Snips 


LINE OF sheet metal workers’ snips 
featuring “U-Set” adjusting screw, 
concealed flush nut and lock spring 
fabricated of hardened metals WV. 
H. Compton Shear Co., Dept. P AA, 
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Yorks new training program 
unlocks the door to big profits 
in home air conditioning 


It took years to develop, but it was worth it! 
Because York now offers you a training pro- 
gram head and shoulders above anything 
else in the industry. It’s designed for quick 
action . . . to get you into the rich residential 
field fast, and help you get more out of it once 
you’re in! Only York, with over 70 years in 
the cooling field, could bring you such a 
course. You'll be taught by factory-trained 
experts, using methods that have been thor- 
oughly tested and proved to work. And you 
don’t have to be an engineer to follow what’s 
going on. This is your chance to get in on 
the ground floor of the booming home air 
conditioning industry. Don’t miss out! Call 
your nearby York distributor for complete 
details, or mail the coupon today! 


York teaches you how... 
makes installation easier... 
gives you more to sell! 
® York Home Air Conditioners are engi- 
neered and factory-assembled for quick, easy 
installation. Electrical controls pre-wired at 


the factory . . . you make only a few simple 
connections. York gets you in and out—fast! 


® Each cooling system hermetically sealed. 
No belts, pulleys or gaskets—no nuts or 
bolts to leak, squeak or break. Oil and Freon 
are sealed in, no field charging, no tubes to 
run. Your profits don’t go down the drain 
in costly service calls! 


® Simple capillary tube feed controls flow of 
refrigerant. No summer-winter changeovers 
required. There’s nothing to wear out—no 
tricky expansion valves to get out of order. 


York has the models, too! 


Waterless and water-cooled, “‘add-on,”’ year- 
round, gas and oil-fired, remote systems, 
handsome packaged units . . . there’s a York 
Air Conditioner for every need. Across the 
board, York gives you more. . . more train- 
ing, more quality, more models, more profits! 
Get in touch with your York distributor 
today. Or mail this coupon. 


Piero ee ae 


| Manager of Sales, Commercial Division 
York Corporation, York, Pa. 


l Rush me complete details on York's new Training 
Program and what it means to me. 


fol s ian 


| Company 








refrigeration 


air-conditioning the quality name | Address 


wm atr conditioning ' 2 a 
AAM 


beam aa hl MAN ida 
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An Aluminized Steel heat exchanger is the heart 
of every gas-fired Carrier Unit Heater! 

The fusing of aluminum and low carbon steel 
produces a unique metal for resisting corrosion 
and withstanding extreme heat (even above the 
melting point of aluminum). 


Carrier goes one better—uses 16-gauge Alumi- 
nized Steel welded completely into a one-piece, gas- 
tight assembly which lasts longer than those made 
of ceramic coated metals. 

Seven models to choose from in capacities from 
50,000 to 230,000 Btu, hr. Gas-fired duct furnaces 
also in seven sizes from 70,000 to 230,000 Btu /hr. 
Look in the Classified Telephone Directory for the 
name of your local jobber-distributor. 


Carrier Knows Heating! Over fifty years of leader- 
ship in air conditioning have given Carrier unmatched 
experience in temperature control — heating and cool- 
ing! Carrier Corporation, Syracuse, New York. 


air conditioning - refrigeration 
industrial heating 
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314 Camden St., Newark 3, N. J. Leverage tension 
can be varied quickly to comply with hand pressure 
of user; no vise or heavy tools are needed and set 
tension will hold without slipping until changed, ac- 


cording to the manufacturer. 


Water Storage Tank 


EIGHTY GALLON glass lined hot water storage tank 
1. O. Smith Corp., Permaglas Div., Dept. AA, 








Kankakee, Ill. Unit measures about 64 % 20 in., 
weighs 240 lb. Tank is designed for small commercial 
applications such as restaurants, apartment buildings 
and factories. Installation can be either horizontal on 


vertical, the company states. 


Regulator, Shutoff Valves 


MANUAL SHUTOFF valve and regulator valve assembly 
Vajor Controls Co., Dept. 9 AA, Highway 71 and 
Yorba Rd., P.O. Box 537. Corona, Calif. Manual shut- 


off valve for furnaces and unit heaters is in 14 and 
3, in. sizes. Regulator valve assembly contains eithe: 
of the shutoff valves plus pilot valves with or without 


throttle adjustment, pressure regulator. 
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Power Exhausters 


STANDARD AND heavy duty commercial power exhaus- 
ters designed for industrial venting applications and 
commercial heating plants without exposing fan blades 
and motors to exhaust gases Quickdrajt Co., Dept. 


AA, Dueber-Hampden Bldg., P.O. Box 87, Canton, O. 
Exhausters do not require stack for venting or heat 
ing plant installations, the company reports; units 
can be used to exhaust through building walls or roofs 
where permissible. Units are in vent diameter sizes of 
12, 14, 16, 18, 20, 22, 24 and 30 in. For exhausting 
direct to atmosphere, or into standard stacks and 
chimneys, capacities range from 141,600 to 877,000 
cu ft per hr. 


Air Cooled Conditioners 


{CR 4a, 6A AND 7A air cooled air conditioners rated 
with refrigeration capacities of 25,800, 39,200 and 


16,650 Btuh respectively—Day & Night Div., Carrier 
Corp., Dept. AA, 700 Royal Oaks Drive, Monrovia, 
Calif. The remote installations are designed for com- 
panion use with the company’s warm air furnaces; 
they also can be adapted to other makes. Models can 
be used with one of three types of cooling coil: the 
UD (upflow-downflow) with inverted V design for 
larger cooling areas, “up front” connections and slide 


out feature; H (horizontal) coil for conjunction with 
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for unsurpassed 
performance 


Produced under rigid labora- 
tory standards, all Steinen 
products are tested to assure 
top flight performance. 


That is why many blue chip 
companies automatically 
specify STEINEN products 
for all their installations. 


Steinen Products 
e Calibrated Draft Regulators 


Mirror Finish Oil 
Burner Nozzles 


Ignition Electrode 
Assemblies 


Flame Inspection Mirrors 
Nozzle Kits 


Nozzle Adapters @ 


A GOOD MARK TO GO BUY 


WM. STEINEN MFG. CO. 


43 Bruen Street Newark, N. J. 
Represented in Canada by Imperial Refractories Ltd.— Waterloo, Ontario 
RE ANNE a LETS TLE SEN SO EAT 
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horizontal furnaces; and the FC (fan coil) for use 
where forced air equipment is not available or is in- 
adequate for proper functioning, or for commercial 


installations. 


Install the new CAD 
Duct Fan 
AIR CONDITIONER BELT DRIVEN duct or tubeaxial fan for ventilation and 


exhaust systems Peerless Electric Co.. Fan and 


FURNACE and inex- eT Blower Div., Dept. AA, 1401 W. Market St.. Warren, 
J O. Diameters match standard duct sizes; various 
pensive EVAPORATOR 


horsepower selections prov ide wide range of « apacities, 


. according to the company. Drive and motor are iso- 
CABINET now. 4 — 


Add evaporator and 
condensing unit now, 
or later. It's a com- 
plete, flexible heating- 
cooling package — 
designed to give you 
and your customers 
true air conditioning 
performance at a 
truly sensible price. 
16 models — 60,000 
to 120,000 B.t.u. input 
— 1000 to 2200 CFM. 
Upflow furnace shown 





— also available in lated from air stream; fan and motor are fitted with 
counterflo models. ball bearings for mounting in any position; fan blades 
are non-sparking heavy cast aluminum; housing is 

arc-welded; air tight cylinder through center of fan 

protects belt and bearings from air stream; motors 

are 1750 rpm, are in single phase capacitor-induction 


or three-phase induction types, the company states. 


WESTERN and ATLAS are brand names for heating and air conditioning equip- Water Heaters 
ment manufactured exclusively by International Sales Company — pioneers . = ; 
of forced air heating. Since 1908. REDESIGNED 30 ANp 40 gal. water heaters with glass 


or galvanized steel lining, in tall or short models fo 
use in closets in the South or basements in the North 

Hotstream Heater Co.., Dept. 1A, 2363 E. 69th St.. 
Cleveland 4. Suffix letters “L” or “S” designate “long” 
or “shortie’”’ models. 


FURNACES 
AIR CONDITIONERS Oil Tank Liner 


STONE BASE liner for oil tanks, designed to prevent 
pitting and rusting or to patch holes already made in 
oil tanks L. James De Wolfe, 73 Prescott St., Read- 
ing, Mass., distributor for McGillis Service Engineer- 
ing Ine., Dept. AA, 1554 Main St., Brockton, 27, Mass 


Liner is poured into present tank opening when leaks 


INTERNATIONAL 
SALES COMPANY 
MANUFACTURERS 
San Francisco 24, FURNACES 
California AIR CONDITIONERS 


appear; it hardens into a solid under the oil without 
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mixing, and seals off leaks. the company states. Stone 


liner also absorbs condensate and other water. 


Room-by-Room Control 


Mopet T29B thermostat designed for motels. schools 


and other buildings which require individual room 








temperature control during occupancy periods, with 
manual setback of temperature to conserve fuel when 
room is vacant Vinneapolis-Honeywell Regulator 
Co., Dept. AA, 2726 Fourth Ave., S., Minneapolis 8. 
Low voltage unit combines two thermostats and man- 
ually operated high-low changeover switch into one 
instrument. High setting is adjustable between 67 and 
75 F. Switch at base changes to fixed 55 F low setting. 
Locking cover prevents tampering. Unit is 51, 
2-15/16 X 2-9/16 in. 


Four-Way Diffuser 


Four WAY air diffuser designed for 6 X 10 in. stack 


head which is said to blanket wall with warm or cool 


air 7 ft in all directions Gentle-Flo Co., Dept. AA, 


101 Boro Ave., Clifton Heights P.O., Delaware County, 


NEW 2 AND 3 H. P. 
CONDENSING UNITS 


Designed and engineered 
for operation with CAD 
Air Conditioner 

Furnaces. Air or water 
cooled. Standard and 
de-luxe models. Modern 
steel cabinets. 


NEW 2 AND 3-TON 
EVAPORATOR ASSEMBLIES 


Cabinets match CAD Air 
Conditioner Furnaces. 
Upfiow, counterflo 

and horizontal flow 
evaporators. Cabinets 
available separately 

for installation in 

duct now, insertion of 
evaporator later. 


PRE-CHARGED TUBING 
WITH BREAKAWAY VALVES 


Available in 25 or 

50-foot lengths, pre- 
charged with Freon-22. 
Safe, positive hookup of 
condensor and evaporator 
— no field-soldered 
connections necessary. 


Send for your free copy of WESTERN or ATLAS 1956 Condensed Catalog. De- 
tailed specifications and installation data for more than 100 models and sizes 
of gas and oil-fired heating equipment, and air conditioning. 


WWE rrest IN FORCED AIR 


INTERNATIONAL SALES CO. * MFGRS. 
2045 Evans Ave., San Francisco 24, Calif. 


Please send me your new ATLAS. WESTERN 
1956 Condensed Catalog: (check one) 


NAME 





ADDRESS. 





CITY 








INDEPENDENT 


No. 27 


Adjustable Vertical Front Bars 
Adjustable Horizontal Rear Bars 


Rear View 
Showing Volume 
Control Dampers 


Write for Bulletin 

No. 54-A which gives 
complete details and sizes 
up to 48’’x 24” 


Always Leading — 
Always Progressing 


(THE INDEPENDENT 
: REGISTER CO. 


3747 E. 93rd STREET - CLEVELAND, OHIO 
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Pa. Small adjusting knob at each of the four corners 
of the front plate regulate air volume and direction. 
Designed to enhance the appearance of the home, 
unit’s flat front plate can be painted or papered. Unit 
is said to assure positive shutoff without damper and 


to eliminate wall streaking with air tight seal. 


Redesigned Vacuum Units 


STAINLESS STEEL or enamel finished steel tanks for 


vacuum cleaner line Premier Co., Dept. AA, 755 


ers 


Woodlawn Ave., St. Paul 1, Minn. Enameled units 
have had complete color restyling and trademark has 
been redesigned. Several color combinations are avail- 


able in enameled units and stainless steel models. 
Water Heater 


“JETGLAS SPECIAL” water heater in 20, 30 and 40 gal. 
sizes with input ratings of 27,000, 30,000 and 30,000 


fim. 
ro 


Btu, respectively — Day & Night Div., Carrier Corp., 
Dept. AA, 790 Royal Oaks Drive, Monrovia, Calif. 


Featured are 100 percent controls, magnesium anode 
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—You can use unskilled labor 


to make absolutely non-binding 


louver dampers with the 
NEVA 
BbN-D™.. 


Pat. Pend. 


Precision-Engineered Damper Hardware 


Permits smoothly operating, 
non-binding louver dampers 
to be assembled with little 
care and no alignment 
afterward. The Neva Bind 
Duro-Blade Kit’s unique 
4-way adjustability auto- 
matically compensates for 
inaccuracies in damper 
construction, thereby pre- 
venting undue stress or 
bending of the connecting 
rod, the main cause of 
damper binding. Neva Bind 
Duro-Blade Kits cost no more |; & 
than old type kits. 


Each Neva Bind Duro-Blade Kit contains: 
1 Neva Bind Duro-Bracket, 1 pair self-oiling 
Duro-Bushings; | pair Duro-Bearings. 


_ Write us for literature 
- "of see your distributor 


\e) 
4 
z 

n 


—You can save money on round balancing 
dampers with the Sensational 





IDS Series—With Spring-Loc 


JD Series—No Spring-Loc 
Complete, prefabricated, inexpensive dampers ready 
for immediate installation in ductwork. A comparable 
damper made in the shop costs considerably more. 
The Jiffy Damper consists of the famous PARKER-KALON 
Jiffy Regulator (now made by Duro-Dyne) preattached 
to a galvanized iron blade. Steel threaded bearing 
can't break. No loose parts to rattle. 


Two styles are available: JDS Series has patented Spring-Loc 

for keeping damper in perfect position under high air velocities. 
JD Series—same as JDS but without Spring-Loc. For Six Duct 
Sizes: 4", 5", 6", 7", 8", 9°; Special sizes and shapes also available. 


—You can make flexible connectors 
up to 3 times faster with Duro-Dyne’s 


omplete line of flexible 
Connector Materials 


Duro-Metal-Fab: Preassembled metal-to-fabric-to- 
metal. Saves expense of attaching metal to fabric. Exclu- 
sive Double-Loc Seam prevents fabric pulling out while 
braking, or being cut when connector vibrates on the job. 


Generous metal dimensions 3" and 4” full usable, fabric 
dimension over 3” exposed. Metal is 24- or 26-gauge 
galvanized iron. Choice of fabrics includes U.L.-Approved fl , 
Canvas, Asbestos or Neoprened Fiberglas. Packed 

50 ft. or 100 ft. to handy Dispenso-Flat carton. 


Econ-O-Fab: Considerably 
lower price, but same quality 
and construction as Duro- 
Metal-Fab. Lighter metal and 
fabric for residential work 

and lighter gauge ductwork. 
Same generous metal and 
fabric dimensions. Includes 
Double-Loc Seam. Same choice 
of fabrics. Packed 50 ft. or 

100 ft. to handy Dispenso-Flat carton 


Duct Fabric: Quality fabrics without metal. For special jobs 
where contractor must fabricate connectors from fabric and metal 
cut to size. Following fabrics are supplied in 100 ft. rolls packed in 
handy dispenser cartons: Canvas, U. L.-Approved—6" or 10” widths. 
Asbestos, Heavy Grade—6” width. Neoprened Fiberglas—6” width. 


“=== 800-8 THIRD AVENUE, NEW HYDE PARK, N. Y. 
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MAKE YOUR RESERVATIONS TODAY FOR THE 


MOST PROFITABLE SHOW ON EARTH 
__§__ 


RY ANA =o ¢ 


d (waterless) 
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rod, oversize access door, plastic 
sleeve on thermostat tube, and “Jet- 


glas” lining. 


Gas Incinerator 
d Air-Coole 


DITIONING 


Water-Cooled an Mopet C automatic 4 bu. gas fired 


incinerator for large home use 


Bowser, Inc., Incinerator Div., Dept. 


Featuring these star attractions: 


e futura designing — For any 
home in any state! 
precision engineering 
(in compliance with U.L. stand- 
ards) 


ultra performance 
(guaranteed at A.S.R.E. and 
A.R.1. standards) 

Simplified “A-B-C” installation 
and servicing 

Shana-Air selling program 


14, Cairo, [ll. Atmospheric ribbon 
type flame burner is featured. Unit is 





AIR-COOLED . 
SAR and SAAC 
Series 


Available in 2, 3 
and 5 ton capacities 


WATER-COOLED 
SW Series 


Available in 2-3-4-6 
ton capacities 


approved for use with natural, man- 
ufactured, mixed propane and LP 


gases, according to the manufacturer. 


Hack Saw 


“LEYTOOL” HACKSAW. with sliding 
blade support and finger rest which 
permit use of tool as hacksaw, cop- 
ing saw or keyhole saw Hallbee 
Products Co., Dept. AA, 387 Mill St.. 
Parma, Mich. Depth of cut is un- 
limited because entire frame remains 
PLUS these additional attractions: 


e Shana “Duo” Units! e Combination Units! 
e Commercial Units! e Winter Air Conditioners! 


on operator's side of the material. 
After cut is started, or when starting 
with drilled hole on inside cuts, the 
Shana Manvfacturing, Inc. 


188 West Randolph Street Chicago 1, Illinois 
DEarborn 2-7030 


r nose of the spring loaded blade sup- 
! Lae ‘ 
| port rests against the material and 
| 


only the blade moves back and forth. 


Please send me additional information about SHANA-AIR 
air conditioning. 
[] Exctusive franchises still available CL) Cost of units, 


Description of all air conditioning units manufactured by 
Shena Manvfacturing, Inc 
Nome___ _ 
Name of Firm. = — ae 
Address___ -_ a 
= ee State a 
OeeEeEEeEEeEEEE— . peobinctenipeinigarets 
[] Deoler C) Distributor (] Manufacturers’ 
Representative 
Others—Piease Specify 


Finger rest, directly above the por- 
tion of the blade doing the cutting, 
provides ample support for blade. 
Saw is die cast aluminum and English 
steel. Three hardened steel balls pro- 
vide bearing surface against top and 
sides of blade. Saw takes 10 or 12 
in. standard hack saw blades, weighs 
about 11% lb. 
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TORIDHEET Model JC 
Oil Burner with 
Durable Multi-Jet Blender 


Model JC Pressure - Atomizing 


Oil Burners, Equipped with 8 
Durable Multi-Jet Blenders, ? eQ e ee | & & ¥ 


Power these Fuel-Thrifty 


TORIDHEET Furnaces Durable Multi-Jet Blender 


= °] TORIDHEET’S new Durable Multi-Jet Blender, 
[| though of very simple design, is the ultimate in 


| | efficient blending of air with oil for complete 

| combustion—no matter what percent of catalytic 

om oil is used. TORIDHEET’S Multi-Jet principle 
ode 


cep ; rovides outstanding fuel economy plus extreme 
Oil-Fired Boiler Model OGA-C P 7 P § : : yp 
Ganctetini: Gunna quietness—with no pulsation in even the smallest 


heating units. 








COMPLETE UNITS AND CONVERSION BURNERS—GAS OR OIL 


Wall-Flame Oil Burners ¢ Gun Burners @ Wall Flame Boilers, Furnaces and Water Heaters ¢ Gun 
Fired Boilers and Furnaces @ Gas Conversion Burners and Gas Fired Furnaces @ Low-Boys 
Hi-Boys @ Counterflows @ Comfort Cooling Equipment 


per pr ey ee SOME DESIRABLE DEALER FRANCHISES AVAILABLE 
Furnace Winter Air Conditioner — YOUR INQUIRY IS INVITED 








CLEVELAND 


———- = . e . a 
- © , Toridheet Division 
| / CLEVELAND STEEL PRODUCTS 
—=a aa AUTOMATIC HEATING fool Bel © Galel, 


16035 Brookpark Road ¢ Cleveland 11, Ohio 


Affiliated Canadian Manufacturer: Aero Tool Works Limited, Toronto, Ontario 





IATIONAL LOCK 


makes the hardware 
that makes the 


" difference... 


> ww QUALITY 
vin APPEARANCE 
> iw DEPENDABILITY 
>in DOWN RIGHT VALUE 


of your product line 


Pleasingly styled to enhance the beauty of your 
products . . . skillfully engineered to assure 
@ quick, easy application . . . quality made to provide 
many years of troublefree service . 
; National Lock decorative and functional hardware 
will bring outstanding user appeal to your 
line. You'll find National Lock offers the 
most modern creations in both standard and 
custom-built items. Our experienced stylists 
will work independently or in cooperation with 
your own designers. This service includes 
hardware in die cast, stampings, compression and 


injection molding. Write us for full information. 


QUALITY HARDWARE...all from 1 source 


HANDLES - HINGES »- CATCHES - PULLS 
DRAWER SLIDES - KNOBS - ALL KINDS OF 
STANDARD AND SPECIAL PURPOSE FASTENERS 


for GAS HEATING UNITS .. . OIL BURNERS 
AIR CONDITIONING EQUIPMENT . . . STOKERS 
HUMIDIFIERS .. . SPACE HEATING UNITS 


NATIONAL LOCK COMPANY 


Rockford, Illinois 


new literature... 





Using Classified Ads to Build Sales 


How to Dousie Your Business with Inexpensive 
Classified Ads points out that readership tests indicate 
that nearly everybody frequently reads the classified 
sections of newspapers. The booklet explains how to 
write classified copy, how to take advantage of posi- 
tion and layout, and how to use humor in such ad- 
vertising. The frequency with which wording should 
be changed, the size of ads, and supplementary uses 
of classified advertising are also discussed. One sec- 
tion treats “merchandising” of classified ads. For 
example, after a dealer has run a regular series of 
ads, he can take several of them and make up an 
enlarged window or counter card. Also, he can in- 
struct his sales and office personnel to “talk up” the 
advertising in their daily contact with people. A 
chapter on benefiting from other people’s experience 
contains six pages of actual ads used successfully by 
various companies—H. K. Simon, Dept. AA, 48 Fifth 
Ave., Pelham, N. Y. 


Room Air Conditioners 


POCKET SIZE BOOKLET (414, X 71,4 in., 96 pages) 
entitled The Blue Book of Air Conditioning for Room 
Air Conditioners lists 44 manufacturers of room air 
conditioning units and presents specifications and 
prices of various models produced by each company. 
A section on How to Sell Room Air Conditioners 
points out who the prospects are and explains how to 
reach them through advertising. Also included are the 
16 point Program of Standards for Advertising and 
Selling Room Air Conditioners prepared by the Air- 
Conditioning and Refrigeration Institute, ARI Stand- 
ard 110-55 for Room Air Conditioners, a cooling 
load estimating form, and information on selection. 
The booklet is priced at $5—National Appliance 
Trade-In Guide Co., Dept. AA, 2132 Fordem Ave., 
Vadison 1, Wis. 


Metalworking Machinery 


A 44 PAGE CATALOG describes how “Di-Acro” metal- 
working machines perform a variety of forming, cut- 
ting, punching and notching operations in medium 
and lightweight materials. Data is given on benders, 
rod and power parters, spring winders, press brakes, 
shears, finger and radius brakes, rollers, punch presses 
and notchers. A section devoted to photographic case 
histories explains how various companies are apply- 
ing “die-less duplicating” techniques to their particu- 
lar problems. Also included is information on the 
company’s engineering service offer and its warranty 
agreement—O Neil-Irwin Mfg. Co., Dept. AA, 501 
Eighth Ave., Lake City, Minn. 
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HOME AIR CONDITIONING INSTALLATION PROBLEMS SOLVED! 











Air Conditioner-Furnace 
in standard-size closet 
2-3-5-8 Ton Sizes 

















WEATHER- 


SELECTOR............ 


largest residential air conditioning project 


Designed in close consultation with leading builders, the Weather-Selector 

provides perfect climate control, summer and winter. Economical in application for all 
price level homes—specified exclusively for the Barton Hills Development, Austin, Texas—1,152 
year-round air conditioned homes, world’s largest residential air conditioning project. 
Solves every major problem that stands between builders and extra profits: 

NO SPACE PROBLEM Amazingly compact, only 70” high, tucks into standard-size closet. 
NO WATER PROBLEM Completely air cooled, waterless in operation. 

NO ALTERATION PROBLEM Typhoon Cost-Saver Plan is a detailed blueprint 

for standard closet installation—no guesswork, no remodeling. 

NO FINANCING PROBLEM Ready acceptance by bankers and appraisers 

facilitates mortgage financing. Easy FHA-VA approval. 

NO SELLING PROBLEM Comprehensive Builder’s Kit of ‘Connie Cool” sales 

promotion aids makes it casy to sell every prospect. 


Write, phone or wire for full information. 


AIR CONDITIONING COMPANY 


DIVISION OF HUPP CORPORATION +« SOS CARROLL STREET, BROOKLYN 15, NEW YORK 
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new literature four page insert giving the specifications and fea- 
tine tures of self-contained air conditioning units avail- 





able in 3, 5, 744, 10 and 15 ton capacities—National- 
Cooling Towers U.S. Radiator Corp., Dept. AA, 221 Central Ave., 


- F 7 Johnstown, Pa. 
BULLETIN 33-104-56 describes cooling towers featur- 


ing a coating designed to guard against rust, corro- 
sion, salt air, corrosive atmosphere, abrasion, and Gas-Fired Furnaces 
water treating chemicals. Other features include ; 
CONSUMER BROCHURE points out the advantages of 


wraparound construction, quiet operation and large = rg 
“Tropic Breeze” highboy, horizontal and counter- 


oil reservoir. Dimensional and performance data are . : ; : 
given for models ranging from 2 to 10 tons in capac: flow gas-fired furnaces. Highboy units are available 
ity—-Havens Cooling Towers, Div. of Havens Struc- in sizes ranging from 60,000 to 150,000 Btu input; 
tural Steel Co., Dept. AA, 1713 Crystal Ave., Kansas horizontal units in a capacity range of 60,000 to 
City 26. Mo. 140,000 Btu input; and counterflow models in capac- 

ities from 80,000 to 135,000 Btu input. Illustrations 

include photographs of complete units and line draw- 
Air Conditioning Units ings showing typical installations of the various types 
Tue FEATURES of “Capitolaire” water and air cooled available. Also illustrated and described are “Econ- 
residential air conditioning units are described in omy” models offered in three sizes—60,000, 80,000 
an eight page, illustrated catalog insert. Tables and and 100,000 Btu—Dalzen Mfg. Co., Dept. AA, 525 S. 
Riverside Dr., St. Clair, Mich. 


line drawings give dimensional data on water cooled 
condensers in 2, 3, 4 and 6 ton capacities and on air 
es = 2 
cooled, remote condensers in 2. a and 0 ton capacities. Ball Bearing Units 
Also included is dimensional data for remote evapo- 
rator, air cooled condensing units which are available ALL BEARING and rubber cushioned ball bearing 
in 2, 3 and 5 ton capacities. Other literature being units for residential heating and air conditioning 
offered includes a two page data sheet covering fan- equipment are described in a six page illustrated cir- 


coil units for summer-winter air conditioning and a cular. Dimensions and load ratings are given for 


Only The Super 
Can Do The Job So Well 


No other furnace cleaner has as many design and 
¥ construction features for doing a thorough clean- 
ing job as the Super Model SH. No other furnace 

cleaner is as capable of creating the kind of cus- 


tomer satisfaction that means repeat business and 
new prospects for plants and services. 





@ Cleans all kinds of heating plants 
@ Light weight 
@ Wet and dry suction 
@ Cleans ’em hot or cold 
@ Available with stainless steel 
or enamelled steel container 


Ask your local Super dealer. 
Write for complete specification data. 


THE NATIONAL SUPER SERVICE COMPANY 
“Once Over Does It” 1944 N. 13th St., Toledo 2, Ohio 


f 
SUPER SUCTION, ese sean, ieee teal 


SINCE 1911) Toronte, Montreal, Vancouver 


“THE DRAFT HORSE OF POWER SUCTION aes. 
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“Super Quiet” ball bearings, rubber cushioned pil- 
low blocks and cylindrical cartridges. Also available 
is an eight page brochure presenting application data 
for double ball bearing (knee) type and single heavy 
duty pillow block type blower and fan boxes. Sug- 
gestions on how to order are included Fafnir Bear- 
ing Co., Dept. AA, 37 Booth St., New Britain, Conn. 


Spray Nozzles for Cooling Towers 


CaTaLoc “I” covering water spray nozzles for cool- 
ing towers supersedes catalogs 6A, 6C and F. It con- 
tains information on water atomizing, “nonclog,” 
hard rubber, solid spray and spiral core nozzles as 
well as data on strainers and pressure regulating 
valves. Capacity charts, dimensional data and sug- 
gestions for ordering are included—Monarch Mfg 
Works, Inc., Dept. AA, 2501 E. Ontario St., Phila- 
delphia 34. 


Packaged Air Conditioners 


BuLLETIN C-1100-S109P lists features, dimensions, 
weights, sizes and component parts of 3, 5 and 

hp packaged air conditioners. All three models feature 
louvers for adjusting air flow directions: field service- 
able hermetic compressor; and interchangeable panels 
permitting vertical or horizontal air discharge. A 
selector switch permits running the fan alone or with 
cooling—W orthington Corp., Dept. AA, Harrison, N.J. 


Air Cooled Air Conditioners 


EIGHTEEN WAYS to install self-contained central sys- 
tem air conditioners are described in a 24 page manu- 
al designed for use by architects and builders as well 
as air conditioning dealers. Drawings and diagrams 
are used, along with brief descriptive text to present 
“where” and “how” installation facts. Illustrations 
show various types of home installation in attics, 
basements, utility rooms and crawl spaces as well 
as typical commercial and custom installations. The 
units are air cooled, are available in 2 and 314 hp 
sizes.—Amana Refrigeration, Inc., Dept. AA, Amana, 


la. 


Heating and Cooling Equipment 


CONSUMER BOOKLET entitled A Guide to the Wise 
Selection of Heating and Cooling Equipment (10 
cents ) provides answers to various questions often 
asked by prospective home owners and those interest- 
ed in modernization. The booklet describes various 
types of residential heating and cooling systems avail- 
able to help the home owner select the system best 
adapted to his particular needs. Photographs illustrate 
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COMMERCIAL models for vent 
©. diameters 12, 14, 16, 18, 20, 
22, 24 and 30 ae ae 
up to 877,000 C 
(up to 1, $00,000 teri ‘on 
special order). 


THE POWER DRAFT 
THAT ASSURES 
HEATING PLANT EFFICIENCY 


‘AND SAFETY 


Here’s why dependence upon natural draft usually results in 
low operating efficiency and spilling dangerous combustion 
gasses into buildings. Improved fuels produce more heavy diox- 
ides (COs is 55% and SOz 225% heavier than air.) Modern 
heating plants let less heat escape to keep chimneys warm. 
WITH OR WITHOUT CHIMNEYS, Quickdraft prevents noxious fumes 
and explosive gasses from escaping into buildings. It makes 
costly, tall chimneys unnecessary. It corrects the deficiencies of 
low and “cold” chimneys. 

WITHOUT FANS OR MOTORS IN SMOKE-LINE, Quickdraft never 
obstructs exhaust line . . . even in event of power failure. Quick- 
draft blowers operate in clean room or outside air. Because 
Quickdraft eliminates down-time for cleaning and replacing fan 
blades, it rates high for industrial venting of abrasive and 
corrosive gasses. 

FOR SUPPLYING AND EXHAUSTING AIR through ducts, Quickdraft 
doubles blower capacity. 


QUICKDRAFT POWER-DRAFT UNITS provide the constant draft re- 
quired for burning all fuels 

efficiently and economical- 

ly. They keep chimneys dry 

and eliminate chattering, 

smoking and sooting. Write 

today for complete details 

and engineering data. 


RESIDENTIAL 
models for vent 
diameters 4, 6, 7, 
8, 9 and 10 inches 
exhaust up to 
60,000 CFH, 


\ Quickdraft 


COM PAN Y 


Canton 1, Ohio 


QUICKDRAFT COMPANY 
Dueber-Hompden Building 

P. O. Box 87-D, 

Canton 1, Ohio 
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various types of units and diagrams show the opera- 
tion of a central cooling system and of gravity and 
forced warm air heating systems -The Williamson 
Co., Dept. AA N-179, 3500 Madison Rd., Cincinnati 9. 


Heating and Air Conditioning Manual 


HEATING AND AIK CONDITIONING MANUAL was designed 
as a guide for relative newcomers in the field as well 
as for experienced dealers and distributors. It con- 
tains sections on heating and cooling load calculation; 
basic engineering, which covers basic vocabulary and 
techniques; human comfort; psychrometrics; and air 
distribution systems. A section on basic selling out- 
lines selling techniques the company has found to be 
successful—Day & Night Div., Carrier Corp., Dept. 
4A, 700 Royal Oaks Dr., Monrovia, Calif. 


Direct Expansion Cooling Coils 


CataLoc DE-200 describes direct expansion cooling 
coils featuring “Turbu-Flo” finned surface designed 
to increase heat transfer. Line drawings illustrate 
coil construction and show details of end plates and 
of the “Turbu-Flo” fin. Tables present information 


on dimensions and show pressure losses through coils. 


Hand Operated 


Information on how to select cooling coils is also 
given and nine selection tables are included—Halstead 
& Mitchell, Dept. AA, 704 Bessemer Bldg., Pittsburgh 
22. 


Non-Nickel Bearing Stainless Steel 


“MicroRovp” tyre 430 nickel-free stainless steel 
sheet is described in a 16 page illustrated booklet. 
The introductory chapter points out that the steel 
possesses characteristics including strength, corrosion 
resistance and durability that make it suitable for 
many different applications under general atmospheric 
conditions. Included is information on physical prop- 
erties, relative corrosion resistance, fabrication, ap- 
plication and care—Washington Steel Corp., Dept. 
AA, Washington, Pa. 


Folders and Brakes 


ILLUSTRATED BULLETIN 74 presents information on 
modernized folders and brakes, both air actuated and 
hand operated models. Information is given on ad- 
justable bar folders, for making accurate folds of 
limited widths along the edge of the sheet; a foot 
brake with a 36 in. working length which produces 
bends any distance from the edge of the sheet; and 


“Universal” folders and brakes designed to produce 


BOX AND PAN BRAKES 


One Man Operation - Quick Adjustments - Rugged Construction 





eee — . Ns —_ 


: gm 


UNIVERSAL BOX AND PAN BRAKES 


Capacities up to 12-gauge sheet metal 
and bending lengths up to 10 feet. 


BENCH MODEL BOX AND PAN BRAKES 


Made in three sizes with bending lengths 
of 24, 30, and 36 inches up to 16-gauge 
sheet metal. Stand is available as extra. 


DREIS & KRUMP 





Descriptive Literature on Request. 


DREIS & KRUMP 


MANUFACTURING COMPANY 
7404 S. Loomis Boulevard, Chicago 36, Illinois 
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accurate, uniform folds of any width. Complete spec- 
ifications are given for each model—Niagara Ma- 
chine & Tool Works, Dept. AA, 683 Northland Ave., 
Buffalo 11. 


Ceiling Diffusers 


BuLLETIN KH-8Z covers “Kno-Draft” ceiling air dif- 
fusers featuring a built-in air volume damper. The 
damper is of the piston type and is operated by a 
control knob. For balancing, the installer turns the 
knob until the damper is at the desired setting. The 
folder is illustrated with photographs showing installa- 
tion procedures. Selection tables and dimensional data 
are included—Connor Engineering Corp., Dept. AA, 
Shelter Rock Lane, Danbury, Conn. 


Oil and Gas Furnaces 


CIRCULAR illustrates and describes gas and oil high- 
hoy, lowboy and counterflow furnaces. The units, 
available in capacities ranging from 80,000 to 95,000 
Btuh output, can be supplied in either green or white 
finish—Cole Hot Blast Vig. ae Dept. AA, 3817 S. 
Racine Ave., Chicago 9. 


Electronic Air Cleaners 


FIELD ASSEMBLED electronic air cleaners are described 
in catalog E-61 (12 pages). Engineering data, size 
and capacity tables as well as descriptions of com- 
ponent parts are given to aid the dealer in sizing and 
specifying. Installed in ventilating system air returns, 
the air cleaners are said to remove most of the dirt 
from the air stream, thus eliminating much duct and 
coil cleaning and making it possible to use less make- 
up air—Trion, Inc., Dept. AA, 1000 Island Ave., 
McKees Rocks, Pa. 


Tools for Heating, Sheet Metal Work 


PorTABLE TOOLS for heating and sheet metal work 
are illustrated and described in catalog +PC- 
501. Featured are “Grips Rite” angle heads, “Handy 
Angle” saws and “Planetor” boring bits—Price & 
Rutzebeck, Dept. AA, 22150 Meekland Ave., Hayward, 
Calif. 


Heating and Air Conditioning Units 


142 PAGE PLASTIC BOUND CATALOG covers heating and 
cooling units, duct, pipe and fittings. Photographs, 
cross-sectional and cutaway drawings illustrate the 


features of the equipment described and charts pre- 


For greater heating officiency and savings 
Apecify this NO. P-54 BASEBOARD DIFFUSER 


Here’s a new addition to our line for perimeter baseboard installations. 


@ Adds beauty to every home 
@ Reduces installation time and labor 


@ Increases heating efficiency and comfort 


Packed in shipping cartons: 
2 and 4 ft. lengths shipped 
assembled. 6 and 8 ff. 
lengths shipped knocked 
down. 


Look at 


these features: 


@ Easy quick installation @ All you have to 
do is place unit over hole and fasten © Dampers 
are made in two foot lengths and operate separately 
for closer control of air flow at register face @ The P-54 is 
designed for both old and new installations and can be installed 
Ask your jobber before or after finish flooring and plastering. 
for complete de- 


tails and prices or 
write direct te: 


THE yaN & REGISTER COMPANY 


8327 CLINTON RD. CLEVELAND 9, OHIO 
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sent performance and capacity data for each heating 
and cooling unit available. The catalog is divided 
into five sections: Gas Furnaces; Oil Furnaces; Coal 
Furnaces; Cooling Units; and Duct, Pipe and Fittings. 
Heating equipment described includes lowboy, high- 
boy, counterflow and gravity units. Seven models of 
air cooled air conditioners are illustrated which may 
be used either in combination with existing heating 
systems or for independent operation. The section on 
duct and fittings contains illustrations and list prices 
as well as engineering data accompanied by numbered 
charts to aid in determining size of fittings required 

The Williamson Co., Dept. AA, 3500 Madison Rd., 


Cincinnati 9. 


Registers and Grilles 


CaTALoc No. 8 presents information on door louvers, 
return air grilles, specialty air devices, lattice regis- 
ters, and frames. In section 1, the company s com- 
plete line of stock products is covered. It contains 
technical information, dimensional data and schematic 
drawings. Section 2 covers special attachments and 
features and section 3 gives prices of standard stock 


sizes. Another section contains engineering data that 


explains how to determine the proper size and style 
register or grille, how to select the deflection angle 
of the bars and how to mount the unit. Also included 
are 12 pages of charts giving information on throw, 
drop and velocity of different capacity registers and 
grilles, with face bars set at 0, 22, or 45 deg deflection 

The Louvra Mfg. and Sales Co., Dept. AA, 1010 
Jeannette Ave., Union, N. J. 


Metalworking Machinery 


CATALOG contains data on punches, shears, presses, 
brakes, power presses and shears, small tools, and 
other metalworking products. Also available is a cata- 
log giving data and prices on punches and dies 
Whitney Metal Tool Co., Dept. AA, 91 Forbes St., 
Rockford, Ill. 


Attic Fans 


BULLETIN 7514 describes Model “CA” Ventura attic 
fans for residential applications. Drawings show two 
typical installations one on an outside wall, the 
other in the center of an attic. A step-by-step proce- 
dure for laying out a system is presented and tables 
are included which give such information as recom- 
mended louver outlet area, certified ratings in cfm, 


fan speed, motor hp, nominal wheel diameter and net 





We 


- man, mark 


ELBOWS and SHOES 


Order them from 


: Co. 
The Ferdinand Dieckmann ~ 


on Avenve 


1180 Horris 
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new literature tioning units, cooling towers and induced or forced 
draft fans—Vibration Mountings, Inc., Dept. AA, 98- 
25 50th Ave., Corona 68, N. Y. 





weight for each of the eight sizes available. Installa- 


tion drawings give dimensional data for all sizes 
American Blower Corp., Dept. AA, Detroit 32, Mich. Duct and Fittings 


CataLoc No. 10 (56 pages) contains illustrations and 


Primary Control for Burners descriptions of furnace duct and fittings for various 
types of warm air heating and air conditioning in- 
BULLETIN CF-21 describes “Fireye” primary control atallations—The Excelsior Steel Furnace Co., Dept. 


system FJ-2 for oil-or gas-fired automatic burners. AA. 546 W. Washington Blvd., Chicago 6 
Drawings give dimensions and a chart presents com- 


plete specifications. The bulletin explains how the 
scanner monitors both pilot and main flames on pilot- Oil-Fired Cooling Units 
ignited burners—Electronics Corp. of America, Dept. 


AA, CN-2, 718 Beacon St., Boston. 


FoLpEeR describes the features of oil-fired winter air 
conditioners. Illustrated are various ways in which 
summer cooling both water and air cooled systems 
: . ‘ J can be adapted to provide year ‘round air condi- 
Vibration Isolating Equipment tioning—Janitrol Heating and Air Conditioning Div., 
METHODS FOR PREVENTING the transmission of vibra- Surface Combustion Corp., Dept. AA, 400 Dublin 
tion from heating, ventilating and air conditioning dve., Columbus 16, 

equipment are described in a four page bulletin. A 
chart of theoretical material isolation efficiencies based 
on rpm is included as well as outline recommenda- Weather Controls 

tions for isolating centrifugal compressors, recipro- BrocuurE describes outdoor type automatic heat con- 
cating compressors, air handling units, centrifugal trols. Ask for Bulletin No. C-256—Automatic Devices 
fans and centrifugal pumps. Also included are recom- Co., Inc., Dept. AA, 714 Hillgrove Ave., Western 
mendations for isolating self contained air condi- Springs, Ill. 


EFFICIENT 


Ea N 
HEAT EXCHANGERS 


HEATING ° COOLING 
PROCESS « Al | CONDITIONING 


ASK THE AEROFIN MAN 


Your Aerofin man’s recommendation means high efficiency, long 
service life, low maintenance costs. 


Aerofin’s unequalled laboratory and manufacturing facilities — 
unequalled knowledge of heat-exchange practice —are devoted 
exclusively to the design and manufacture of highest quality ex- 
tended heat surface. 


Aerofin is sold only by manufacturers 
ER O FIN of fan-system apparatus. List on request, 
| Bs 101 Greenway Avenue 
OR ORA ] ION Syracuse 1, N. Y. 
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THI MANUFACTURING DEVELOPMENT 
building shows modern curtain wall construction 
used at the Frigidaire Div.’s new mechanical cen- 
ter. The curtain walls consist either of double pane 
glass or full size porcelain enamel panels set in 
aluminum frames 


> THe Fricipaire Div., General Motors Corp. recently 
dedicated its new technical center where more than 
1000 engineers, researchers, stylists, designers, me- 
chanics, technicians and other specialists are working 
on the design development of air conditioning and 
other products manufactured by the division. Occupy 


ing a 330 acre tract just north of Detroit, the center 


consists of 25 buildings including laboratories, offices 


and shop buildings. 


> TypHoon Aim Conpirioninc Co., Div. of Hupp 
Corp., is equipping over a thousand homes in the 
Barton Hills project at Austin, Texas with year ‘round 
air conditioning. So that the furnace closet can be 
built in advance of the arrival of the heating-cooling 
equipment, the builder is provided with complete speci- 
fications and blueprints. According to the company, 
use of the closet blueprint saves both time and money 
since it eliminates the possibility of alterations having 
to be made to accommodate equipment that might 
fail to fit the space provided for it. 

Forced warm air furnaces furnish heating for the 
houses, and air-cooled “Weather-Selector” units pro- 
vide the cooling. The cooling coil, 10 inches in height, 
slides into the housing built for it in the top of the 
closet furnace. Condensing units may be located any- 
where outside the houses. 

The three-bedroom houses are of the basementless 
type, are designed to sell for approximately $17,000 
to $22,000. 


o STANLEY SERNS was recently elected chairman of 
the board of directors of the Pullman Vacuum Cleane: 


Corp. Robert Berns was elected president of the firm. 


Conductor L. Bow says: 


LET CINCINNATI ELBOWS HELP 
YOU TO EXTRA PROFIT ON YOUR NEXT 
JOB__FASTER TO INSTALL BECAUSE 
THEY’RE SHAPED AND TAPERED TO FIT 
ANY STANDARD SIZE PIPE_— LONGER- 
LASTING BECAUSE THEY'RE HOT-DIPPED IN 
ZINC, AFTER FORMATION, TO ELIMINATE 
RAW-EDGE-RUST__ALL SIZES, ANGLES, GAUGES 
AND METALS, INCLUDING COPPER, ALUM- 

INUM, STAINLESS OR GALVANIZED 
STEEL—-ASK YourR JoBBER// 





CINCINNATI ELBOW CO. 


4730 MADISON ROAD ® CINCINNATI 27, OHIO 
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Joseph Zoff 
Increases Furnace 
Sales 1527, By 


Adding Herbster Line 


Joe Zoff, owner of Zoff's 
Company, Akron, Ohio, has increased 
furnace sales 152% since adding the 
Herbster line. “Herbster gave me some- 
thing to sell beside price,’ reports Mr. 
Zoff. “We used to do a lot of bidding on 
a competitive price basis. However, 
when we took on the Herbster line, they 
gave us the necessary selling aids to ex- 
plain the tremendous advantages of Herb- 
ster’s lifetime furnaces—for example the 
difference between a Herbster cast iron 


Equipment 


heat exchanger and an ordinary cheap 
steel exchanger. When our prospects real- 
ized that Herbster furnace had an ab- 
solutely safe exchanger that would never 
burn out, rust out or buckle, our job 
was done. They weren't satisfied with 
any other furnace—no matter how cheap 
it was. Thanks to Herbster, I make a 
decent profit on every furnace sale.” 


You, too, can increase sales and profits by 
handling the Herbster line. We'll be glad 
to tell you about the selling aids that 
helped Mr. Zoff. Mail coupon for com- 
plete details. 


Distributors & Dealers Wanted! 


HERBSTER FURNACE COMPANY 

877 Addison Road, Cleveland 3, Ohio 
Herbster still has a limited number of 
openings for distributors, agents and 


dealers. Please fill out this coupon 


Name 


Company 


Address ..... 


PTTTTICITITITITL TLL 


The Furnace with something 
to sell BESIDES PRICE! 
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> Itc Execrric Ventilating Co. 
marked its 50th anniversary with a 
recent plant open house attended by 
some 1800 employees and their fami- 
lies and friends, customers, suppliers 
and others . The visitors fol- 
lowed a well-marked route through 
the big plant to see operations such 
as the induction brazing of unit heat- 
ers, insulation of special fan motors, 
balancing of fans, and other manu- 
facturing processes, as well as spe- 


cial displays, including an_ exhibit 


of fan wheel development over half | 


a century. A luncheon was served to 
all of the 


cafeteria. 


the visitors in plant 


>» Penn Controis, INC. reports that 


attendance at its recent series of 


“Controlorama” heating-cooling con- 
trols shows broke all previous rec- 
_ords. The first 15 shows of the tour 
attracted 7000 


almost 


wholesalers 
the 
number attending shows held during 


nearly 
and dealers double 
a previous tour of the same cities. 
In Boston, where the theater could 
seat some 800 persons, it was neces- 
sary to schedule a second showing 
to accommodate the overflow. Total 
attendance for the two shows reached 
almost 1400, making the Boston show 
the most popular on record. Other 
cities also reported record audiences, 
notably Pittsburgh where the 1956 
show drew 705 visitors as compared 
with its previous record audience of 
350, Providence, R. I. 


this attendance 


and where 


year's more than 
doubled the previous record of 300 


visitors. 


>» JonN Woop Co. has purchased 
the Fluid Heat Div. of Anchor Post 
Products, Inc., Baltimore. The Wood 
company plans to move machinery 
and equipment from Baltimore and 
integrate it within one of its plant 
_ = 
will maintain the Fluid Heat Div.’s 


Red ( Jak, 


continue to. serve 


locations at Conshohocken, 


lowa_ which 
the 


facilities at 


will firm’s 


western customers. Heating and air 


* 


This belt was developed for use ir 
air conditioning equipment, forced 
air furnaces and window and attic 
fans. May be used equally well on 
washing machines, dryers and light 
work-shop equipment. An independ 
ent check proves that the SILENT- 
RIDE absorbs 24% more vibra  } 
tion than the next best ~e 
“low vibration” belt. 

Popular Sizes. 


STAMPED 
ONE PIECE 
PULLEY 


World’s 
Largest Seller 


Long the favorite 

with manufacturers 

of Automobile, Heat- 

ing and Air Condi- 

tioning equipment. 

Zatko Pulleys are recognized as the strong- 
est and most economical on the market. 
Millions now in use. 


Write for literature 
giving sizes and prices. 
*TM Pending 


METAL PRODUCTS CO. 


20850 ST 
CLEVELAND 17 


CLAIR AVENUE 
OHIO 











ATLANTA 1000 UNIT 
HOUSING PROJECT 
‘Our company is in the process of completing a one thousand unit 
housing project here in your city. 
At the suggestion of your man, we used your RAWL DRIVES for anchor- 
ing wooden shelving to plastered brick finish. The RAWL DRIVES were 
so satisfactory for this installation that | wanted to write you about my 
praise for the drive. 
The carpenters put the shelves up in minimum time, and we were sure 
they were put up to stay when we used the Rawl Drive. Other methods 
of fastening were ruled out due to the expense and time involved. 
I know the RAWL DRIVE was the best method of fastening because they 
are fast, economical and at the same time a sure hold.” 
Dave Messer 
FARNSWORTH & CHAMBERS COMPANY, INCORPORATED 


RAWL-DRIVE — Drives Like a Nail, Holds Like a Bolt 


Write for Catalog, prices and free Dimensional Chart. 














eax 


RAWL-TAPERS ~ 


Ee 


, THE | 
poem FF ccast-o| RAWLPLUG Co., Inc. 


Box 406A, New Rochelle, N. Y. 


RAWL RAWL 
LAG SCREW CARBIDE 
SHIELDS ‘ DRILLS 


RAWLPLUGS 














Raws ANCHOR 


RAWLDRILLS 
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conditioning equipment will be mar- 
keted under the trade names of 
“John Wood Fluid-Heat” and “John 
Wood Fluid-Aire.” 


> Hatsreap & MITCHELL recently 
held open house at its Pittsburgh 
plant to celebrate the opening of its 
new copper mill. The company be- 
lieves that its dependency upon the 
availability of copper tubing has 
warranted the inclusion of extrusion 


presses, draw benches, annealing 


facilities and other auxiliary equip- 


ment in the production operation to 
permit adequate supply of all tubing 
sizes and lengths required in the 
manufacture of cooling towers as 
well as evaporative and water cooled 
condensers. The copper mill will 
have a capacity up to 30,000,000 Ib 


annually. 


» CoNnsTRUCTION BY CARRIER Corp. 
of a $6 million west coast plant for 
the production of air conditioning 
equipment, furnaces and water heat- 
ers is scheduled to begin this year. 
With an area in excess of 500,000 
sq ft, the new manufacturing, engi- 
neering and office facilities will be 
located on a 68 acre plot at Puente, 
Calif. The plant will provide ex- 
panded facilities for the growing 
production needs of the Day & Night 
and Payne divisions of the corpora- 
tion and will also produce certain 
types of equipment for other Car- 
rier divisions. William J. Bailey, a 
vice president of Carrier and gen- 
eral manager of the divisions now 
located at Monrovia, Calif., will be 


in charge of the new facility. 


> THe srory of William Wallace 
Co.’s development from a small pro- 
ducer of stove pipe and fittings to 
its present position was presented 
recently on the Richfield “Success 
Story,” a weekly television program 
that dramatizes the history and op- 
eration of various northern Califor- 
nia firms. Company executives and 
employees were “stars” of the pro- 
duction, which featured only one 


professional actor. 
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>» THe Airtemp Div., Chrysler Corp. has designed a 
“composite” house which, in addition to providing 
features currently popular with most home buyers 

such as cathedral ceilings, three bedrooms, family ac- 
livity room and storage walls also includes design 
characteristics that promote good air conditioning. 
According to the company, the house can readily be 
adapted to any particular market, regional preference, 
or climate. With certain changes it can be varied in 
size between 1460 and 1220 sq ft. Blueprints are be- 
ing sent to builders throughout the country togethe: 
with a letter describing the division’s promotional 
program available to builders using Airtemp products 
in their homes. Plans have already been completed to 
construct versions of the house in Long Island, Mem.- 
phis, Omaha and Miami. Dayton, Nashville, Okla- 
homa City, Dallas, Washington, D. C., Wilmington, 
Del., and Houston have also been selected as construc- 


tion sites, 


RALPH L. DENNIS, manager of the Oil Heating 
Supplies Div., Boston Machine Works Co., pre- 
sents the distinguished salesmanship “Oscar” to 
Charles W. Byrum. Above are (I to r) Clint Gould 
of the National Sales Executives Club; Professor 
William Stewart, speaker of the evening; Mr. 
Dennis; Bill Cleary of the North Shore Sales Exec- 
utives Club; Mr. Byrum; Mrs. Byrum; and Ralph 
H. Illingsworth, president of the Boston Machine 
Works Co. 


> CHartes W. Byrum, factory representative for the 
Boston Machine Works Co., was presented with the 
“Oscar” distinguished salesmanship award of the Na- 
tional Sales Executives Club at a recent banquet meet- 
ing of the North Shore Sales Executive Club of Lynn. 
Mass. Mr. Byrum won the award for increasing his 
sales volume in 1955 by 103 percent over his 1954 


volume. 


> ApproxiMATELY 300 MEMBERS of the heating indus- 
try met recently in St. Louis to view the new product 
line of the Day & Night Div., Carrier Corp. Speakers 
included William J. Bailey, general manager of the 
division and vice president of Carrier; Lyle C. Har- 
vey, also a vice president of Carrier as well as a direc- 
tor of th American Gas Association; Richard N. 
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IN CAPACITIES FROM 2 to 50 TONS 


THE LARKIN WATER SAVER 
IS A MONEY SAVER! 


All along the line the LARKIN Water Saver Cooling 
Tower is a money saver for you and your customers: 








i iced— 
Easily servie™ 
construction 
Unit is easily — : 
in the field—oll the 


down to the sump. 





The LarKIn Water Saver can be a money maker for 
you on every air conditioning installation. 


FAVORED FEATURES 


e Wetted surfaces of all-heart redwood. 

© 16-gauge steel panels mastic-coated on inside, fin- 
ished with epon base, zinc-chromated primer and 
two coats of baked-on enamel outside. 

e All models equipped with hot-dip galvanized pro- 
peller fans. Centrifugal blower optional on all 
models through 20 tons. 

e Gravity-type distribution basin—low pumping head 
over towér. 


Write for free literature, price list and capacity data. 
No obligation. Or see your wholesaler. 


wanlOny 


, QW 3 % ‘hai andl 1 rac. 


’ 
“Canna” 


519 Memorial Drive, S.E. @ MUrray 8-3171 
P, O. Box 1699, ATLANTA, GEORGIA 
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ALL METAL 
from bas ee at- Jones, advertising manager of House & Home maga- 
pes mon con lift zine; Tyler Macdonald, vice president of Hixson & 
yacger Jorgensen Advertising Agency, Inc.; and R. E. Me- 
Donald, sales promotion manager for the Day & Night 
Div. 


The division has recently opened a new plant in 
y Of I 


tire 
en 


Arcadia, Calif. for the manufacture of air conditioning 
equipment. The new plant contains more than 20,000 
sq ft of manufacturing area and has an annual capac- 
ity of approximately 30,000 units. 


> SixTEEN heating and air conditioning dealers who 
have done outstanding jobs in developing their terri- 
NO SPECIAL tories have recently been named to membership in 
SKILLS— Hall-Neal Furnace Co.’s “Victor Wing Club.” They will 
pong ee xy be guests of the company June 21-23 at Murray's 
APPROVED by nee sat othe Inn, near Muskegon, Mich. 


Underwriters 


zero clear | : 16 om . ° . ° 
FoF» from base 2 >» THE DOWNTOWN BUSINESS district of Evansville be- 
f , ' 
‘ oe tallatior came a giant showcase for Servel equipment during 
wel 10 


the city’s recent observance of “Servel Week.” The 


men 


and for any 


celebration, sponsored by the Downtown Retail Mer- 
chants’ Association, marked the 30th anniversary of 


—— | 


Nes | /® Tee well as the initial showing in Evansville of the com- 
j — pany’s latest model room air conditioners and othe 
equipment. 


>» CoNnsTRUCTION of new office-warehouse buildings in 


—— — the introduction of the first Servel gas refrigerator as 


= 
1C Detroit and Houston has been started by Powers Reg- 
a -~ ulator Co. The Detroit area office, with 11,000 sq ft 


H MAN Ho MNEY of space, will be located at 530 Livernois Ave., Fern- 
T UL 4 , dale. The Houston building, scheduled for completion 
i i time | | 
: eating, 8 in July. will be located at 2421 South Blvd 
himmey tha cuts insta) Bee onty. : | | : | 
The modern € te casing 
and construction costs t- i i 
Brials to butt directly 


- valled ventilated 
Tri le-walled, vet - : a 
allows combustible mae a clearence > THe CoLteman Heatine and Air Conditioning In- 
. » chimaey, SSS : eye-a , ' . . ‘ 
na hay & added advamtase LA. A painte stitute, established by the Coleman Co., Inc. in 1946, 
mm. a 
ie & aluminum ra o ne ce—plus ey oes 
4 realistic brick @PPSr : rayed over : é err 
for o ee “[nsulime costing Pe ite today of dealer education. Summer air conditioning is be- 
souna-vse r -om , 's : . . 
Forusing interior. FOF COMBE © details on — ing emphasized for dealers from the warmer states, 
.e bullet : -slashing proce : | . . 
for ered Fireplace, anammer cost bulletin TF-2. while dealers from the North have the option of special- 
coils on the sante princagre, = 
uilt ¢ a 


is marking its 10th year with an expanded program 


izing in air conditioning or heating. Expenses of the 
dealers are borne jointly by the company and its dis 
tributors. The distributors select the dealers who at- 
tend. To carry the educational program to dealers 
~< who are not able to come to Wichita, company field 


, engineers are holding a series of evening sessions with 


f SB < i dealers in distributors’ territories. 
[ a 
> Over 100 pEALERs and distributors of Shana Mfg.., 
Ma fi Inc. attended the company’s first Midwest air con- 
The es Cc Co., Inc. ditioning training school held recently in Chicago. 
— : This was the first in a series of one-day training 
schools which have been scheduled throughout the 


304 Erie St., Huntington, Indiana country. Principal speakers were Harry G. Shaffer, 
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president, and Marvin A. Kagan, chief engineer. Sub- 
jects discussed included air conditioning principles, 
methods of load calculation, and service in application. 


> THe Janirrot Heatinc & Air Conditioning Div. 
of Surface Combustion Corp. recently held a western 
“roundup” for heating and air conditioning dealers 
in the Columbus, Ohio area. Carrying out the western 
theme, each dealer on registering was given a white 
Stetson hat, a sheriffs badge and a package of Bull 
Durham. “Two-gun” Ells Hilliard, advertising man- 
ager, discussed the details of the newspaper and direct 


mail advertising campaign developed by the division. 


CUSTOMERS can watch the operation of press 
and bending brakes in Dreis & Krump Mfg. Co.'s 
newly opened display room 


> Dreis & Krump Merc. Co. has opened a new dis- 
play and demonstration room at its Chicago plant, 


where it will demonstrate press brakes and bending 


brakes to dealers and customers. The company re- 
cently completed and shipped its 100,000th hand bend- 
ing brake. 


> Accorpinc To Rocer M. Bioucu, United States 
Steel Corp. board chairman, the corporation will “have 
to expand its capacity by an average of 1,000,000 tons 
a year for the next ten years, in order to play its full 
part in supplying the nation with sufficient steel for 
economic growth and national defense.” Mr. Blough 
said that the cost for this expansion would amount 
to approximately $150,000,000 annually. 


> THe Permactas Div. of the A. O. Smith Corp. 
reports that shipments of domestic water heaters dur- 
ing the first quarter of 1956 exceeded shipments in 


a similar period last year by 32 percent. 


>» Insto-Gas Corp. has moved its general offices and 
main plant to larger facilities at 998 E. Woodbridge 
Ave., Detroit. The new building provides greatly in- 
creased production and shipping facilities as well as 


more space for offices and research laboratories. 
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THE COMPLETELY AUTOMATIC 
HOME INCINERATOR 

Many of your customers are still making unpleasant 
trips to messy garbage cans. They will pay you for 
Incinor—the convenient, safe way to dispose of all burn- 
able household waste, including wet garbage. 

Incinor is tops in dealer advantages, too. Prospects 
are unlimited. You get above-average profits with top- 
brand name and no costly trade-ins. 


Write for full details TODAY, 


APPROVED [| 





BOWSER, INC, 
INCINERATION DIVISIO 
SALES OFFICES: 1335 W. RANDOLPH, CHICAGO, ILLINOIS 

s-fired incineration 





with new 


Permanent 
dry-type FILTERS 
for all home air-conditioners 


If “off-beat” filter sizes, poor deliveries and inade- 
quate filter profits are robbing you of good busi- 
ness, RIGHT NOW is the time to get the complete 
details on A-LUM-O-AIRE’s new merchandising 
policy. Correct sizes for every make and model — 
in stock or made to order, prompt deliveries — even 
on “special” sizes, plus an attractive pricing struc- 
ture that let’s you make more money on per-unit 
filter sales! Now, you can meet and beat competi- 
tion with “America’s first and finest practical all- 
metal filter”! 


keep your margin up e « « 


your inventory down! 


Buy the filters you need — in quantities according 
to your potential sales — and forget stock loss and 
warehouse damage. Because it’s aluminum, with 
aluminized steel frames and retainers, the A-LUM- 
O-AIRE Filter is rustproof and fireproof. Washes 
clean with water in a jiffy. No messy oils or ad- 
hesives required; no extra materials to buy. Easy 
to sell — easy to service. Write for sales/promo- 
tion plan, today! 


*Also available in 1" and 2” widths for all warm air 
furnaces. Alum-O-Aire Filters can be supplied with 
copper wool media for corrosive atmospheres in 
industrial applications. 

world’s largest manufacturers alumi and wool 


rr 





Electronic Engineering Co. 
METAL WOOL DIVISION 
1895 Clifton Avenue Springfield, Ohio 





SAM LIPANI, Rochester, N. Y. wholesaler, ac- 
cepts the keys to his new “Thunderbird” from H. 
J. Allemang, executive vice president, Eureka Wil- 
liams Corp. Watching are Joseph Rizzo, Mr. 
Lipani’s sales manager (left) and J. M. Gleason, 
sales manager of the Williams Div., Eureka Wil- 
liams Corp. 


SaM Lipani owner of the Wholesale Heating Sup- 
ply Co., Rochester, N. Y. recently was presented with 
a Ford “Thunderbird” by Eureka Williams Corp. in 
recognition of his outstanding sales work on “Oil-O- 
Matic” and “Gas-O-Matic” heating equipment. 


> Air ConpitioniNG Distriputors has scheduled 
the construction of a 20,000 sq ft building in north 
Miami which will provide larger office, warehouse and 
service facilities. A. J. L. Moritz, Jr., formerly resi- 
dential air conditioning and heating merchandising 
manager for the Airtemp Div., Chrysler Corp.. has 
joined the Miami wholesaler as general manager. 


> L.O.F. Grass Fipers Co., which recently entered 
the home insulation market with a glass fiber blanket 
with reflective foil on one side. has signed distribu- 
tors for the product in 10 major metropolitan areas. 
R. V. McCallister, sales manager for the product, said 
the distribution pattern is being effected nationally 
as quickly as possible. 

The distributors are: Builders Specialties, 258 Pine 
St.. Pawtucket, R. I.; Standard Supply & Distribut- 
ing Co.. Ine.. 608 Trunk Ave., Dallas; Mehaffy Bur- 
meister, 9410 Manchester Rd., St. Louis; Custom- 
flex. 214 Oliver St., Toledo; Hyde Sales Co., 518 
Freret St.. New Orleans; Waggoner Insulation Co., 
Inc., 1621 Wexford Ave., Cleveland; Pennsylvania 
Supply Co., Mulberry and 10th Sts., Harrisburg, Pa.: 
Claredon, Inc.. 12891 Artesian, Detroit; Insulation 
Engineers, Inc., 6318 Cambridge, Minneapolis; and 
Lumber Dealers Service & Supply Co., 2301 W. Pur- 
due St., Milwaukee. 


> Dovcias Contractors, 2911 N. Broad, Phila- 
delphia will handle distribution of heating and air 
conditioning equipment in six Pennsylvania counties 


for Gibson Refrigerator Co. 
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merchandising ideas 





> Heatinc ENGINEERS of Minneapolis-Honeywell Ree- 
ulator Co. are using small cardboard models repre- 
senting various types of houses single and two 
story, ranch and split-level in an educational cam- 
paign designed to bring home owners, builders and 
architects up to date on heating and cooling ideas. The 
compactly designed models (the roof telescopes, the 
house portions detach, and all fit into a carton the 
size of a shoe box) fit easily into a salesman’s brief 


case. 


> American Air Fitter Co., Inc. has designed a 
display for “Amer-Glas” filters for furnaces and air 
conditioning units. The display, suitable for either 
counter or window use, contains a cellophane wrapped 
filter adaptable for use the year ‘round to correspond 
with seasonal heating and air conditioning selling 
periods. On one side of the filter is a ribbon with the 
slogan, “More Heat and Cleaner Air,” while on the 
reverse side is the slogan, “More Cool, Clean Air.” 


The display is preassembled in its shipping carton. 


> A CHARCOAL BROILER and a “fan club” trade-in 
event are featured in two special spring and summer 
promotions on Servel air conditioners. The first hot 
weather promotion is based on the use of a charcoal 
broiler as a gift to each purchaser of a Servel room 
air conditioner. The complete promotion package in- 
cludes newspaper ads, radio spots, window banners 
and other special sales helps. Consumer theme of the 
promotion is: “This summer you can broil outdoors, 
and never have to broil indoors!” The second promo- 
tion is built around trading in of customers’ old fans 
or air conditioners. Newspaper ads, radio spots, ete. 


are also included in this promotion. 


> Vikinc Air Propucts Div. of National-U.S. Radi- 
ator Corp. uses the famous “Kilroy” caricature as an 
attention-getter in showroom displays. Kilroy is part 
of a cardboard poster that mounts on the division’s 


new “Universal” blower assembly. 


>» ARMSTRONG FuRNACE Co. has prepared a merchan- 
dising kit containing 15 “profit plans” designed to 
help dealers sell furnaces and air conditioners. Each 
plan is in a separate folder, and the entire program 
is bound together by a calendar that tells the dealer 
when to begin each phase of his campaign. The new 
home program features the “Comfortwins” a boy 
named “Comfy” and a girl named “Cozy” who 
symbolize the comfort and warmth that may be ob- 
tained from air conditioning and heating equipment. 
Cutouts of the twins are available which will sit on 
the mantel, the sink, the arm of a chair, ete. Oppor- 
tunities provided by the replacement market are also 


described and ways to reach owners of existing equip- 
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The quality line of heating 
SO ee ue a 

features for FAST SALES... 

BRILLIANT PERFORMANCE ! 


Competition can’t match the high quality 
of these Combustioneer products: 


Low pressure 
conversion oil burner 


High pressure 
conversion oil burner 








Gas 
conversion 
burner 


Oil, gas and coal furnaces from 80,000 
to 250,000 BTU output 


For details and prices, write: 


The 
% Steel Products Engineering 
Division 


THE KELSEY-HAYES WHEEL COMPANY, SPRINGFIELD, OHIO 
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merchandising ideas 
(Continued) 
put 


° 

Extra-Proties ment are outlined. Other aids contained in the kit are 
. i a brochure explaining how to tie in local advertising 
in your : mpl’ pissy gangs a 
\ with national company advertising; a booklet titled 
pocket Ce Sell by Showing, which contains information on pub- 
lic displays, fairs, etc.; a list of identification items 

with 


a such as signs, clocks, book matches, banners and road- 

A/ Tit side signs which are currently available; and samples 

| ee / iTS} of budget forms, job envelopes and bills of material 
VANE RUNNERS see 





> American Rapiator & STanparp Sanitary Corp. 


recently launched an extensive advertising campaign in 
the Cleveland area designed to promote the sale of 
air conditioning equipment. Under the promotional 
plan developed by the company, according to Edward 
Eddy, national advertising and sales promotion man- 
ager, each dealer participating in the campaign is 
supplied with a dealer identification and promotion 
package including a specially prepared, personalized 
direct mail campaign produced and mailed for him at 
no charge. Mr. Eddy also explained that each dealer 
who runs newspaper advertising in cooperation with 
the company during the campaign period is provided 
with an internally lighted double faced outdoor sign. 


auicKest way © a lighted indoor sign, booklets, folders, window ban- 


: : EVER DEVISED \)) ners and other material. Dealers are featured in ro- 
New production machinery of our Gee tantetiian Cable of 
own exclusive design, now enables double blade turning 
n vanes in square el- stations. 
us to produce button type Eige nent Bie aed 
All-Tite vane runners in continuous coils, tools required. 


effecting a savings in your cost per job. 


tation on spot radio announcements on two Cleveland 


>» AN ILLUMINATED SIGN that changes color and gives 
COILED ELGEN ALL-TITE VANE RUNNERS MEANS... the effect of continual motion has been made available 


@ ese Waste / Waste pieces due to short ends are a thing to its dealers by The Williamson Co. The unit is 
of the past. Vane runner metal is coiled in 100 foot lengths, equipped with colored fluorescent lamps which flash 


you just pull out the exact footage needed. on and off in cycles producing the illusion of motion. 


* Easier Storage ! Each coil weighs approximately 50 The sign measures 3 by 6 ft. 
Ibs. and is packed in a box 28’ x 28” x 5’. Box fits easily 
under bench or against re > 


ca Easier Handling! No loose pieces lying around to 


get in the way or collec dirt. 


®@ Unrolle absolutely Flat/ Vane runner metal 


emerges from the box at bench height . . . absolutely flat... 43 pose 
ready for use. used as well as newspaper advertising which is tied 


AN ADVERTISING CAMPAIGN promoting air condi- 
ltioners, furnaces and water heaters was recently 
launched in the Chicago area by Rheem Mfg. Co. Tele- 


vision, radio, outdoor signs and direct mail are being 


in with the company’s national promotion. The cam- 
TWO MORE ENGINEER-APPROVED ELGEN PRODUCTS ] paign is scheduled to run through the month of 
THAT SAVE YOU TIME AND MONEY October. 


ELGEN SILENT DUCT ELGEN DAMPERSET 
. + for forming pees > To MAKE IT EASIER and more economical for job- 
“flexible” duct con- a gy 4 
nectors. A one piece 


ee | S Be ope Daven bers and heating and air conditioning dealers to ship. 
ca, gated to colts, | ia store, protect and handle elbows and angles, Adelta 
@® flat. Mok YY Mfg. Co., Inc. is now packaging these fittings in cor- 
; rugated cartons with contents identified on the outside 

ELGEN PRODUCTS ARE SOLD THROUGH | of the boxes. The new packaging saves time for job- 
LEADING JOBBERS EVERYWHERE. bers in checking out orders and taking inventory and 


also relieves them of the necessity for building special 











Write today for free Q : : 
catalog and “spec” sheet! bins for loose material. Dealers find the cartons serve 


ELGEN MANUFACTURING CORP. | as convenient carriers in transporting the fittings from 


41-34 39th Street, Long Island City 4, N. Y. 3 place to place. 
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All eyes in Texas are upon 


MARLEY 
woopD 
AQUATOWERS 


For years, air conditioning has been basic in the 
Lone Star way of life. And today, as always, 
Texans are quick to adopt any major improve- 
ment in water cooling equipment that better 
solves the ever-present problems of heat, water 
scarcity, humidity, and rugged service conditions. 


That’s why Texans are taking to Marley Forced- 
Draft Wood Aquatowers by the hundreds. These 
high-performance towers save more than 95% of 
They 


deliver longer service life wherever atmospheric 


the water required by air conditioning. 


conditions are unusually corrosive. And because 
they discharge air vertically and are attractive in 
Marley Wood Aquatowers can be 
located where other towers cannot. 


appearance, 


So whenever and wherever you have a job that 
calls for unusual cooling tower durability, flexi- 
bility and performance, you can count on these 
Your nearby Marley Sales 
Engineer has complete details and delivery in- 


Texas-tested towers. 


formation on all 10 models for services from 3 to 
50 tons. Or, write direct to the Marley Company, 
world’s leading producer of water cooling towers 
for air conditioning and refrigeration. 


The Marley Company 


Kansas City, Missouri 
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Booth No. 349-350 
O.H.I. Exposition 


NEW DELUXE 
COMPANION 


HEATING- 
feeTo} RT. fc 
UNITS by 


New 
SILVER GRAY 
FINISH 





New 
STREAMLINED 
DESIGN 








CONSTRUCTION 
FEATURES 


We're proud to announce the development 
of a new line of Patten De Luxe Furnaces and 
Cooling Units . . . the result of years of 
research. We've coupled superb styling with a 
new, modern color that blends with any home 
decor. Now . . . for distinctive, dependable 
year-round air conditioning, look to Patten... 
there’s a size to suit every application! 
Write, wire, or call for complete details TODAY! 


The Qualldy fine ot Competitive Prices 
AV Pitten Gon DArKUL~ 


SYCAMORE, ILLINOIS, U.S.A. 


ESTAB 898 





JO-BLAST 


THE POWER BURNER 
Gas Men Choose 





Two 2,800,000 BTU Lo-BLAST Burners in service shop building 
o Paoples Gas Light & Coke Co., Chicago, Illinois. In addition, a 
o-BL AST Economite is used for water heating. 


Lo-BLAST costs 10% less to operate—less to install 
This burner uses an extremely quiet, low speed blower 
to provide perfectly controlled primary and secondary 
air—always independent of natural draft—more efficient 
and dependable. 

A high chimney is not needed and complete factory 
assembly reduces installation costs. Inshot design reduces 
maintenance. Each unit is factory tested on gas. 


Capacities from 75,000 to 20,000,000 BTU input. 
Write for engineering data. 


MID-CONTINENT 


METAL PRODUCTS CO. 
1960 N. Clybourn Ave., Chicago 14, III. 


appointments... 





> FRANK Gispons, 2019 Brown Rd., Lakewood, 0., 
as manufacturer's agent for the Windmaster Corp. 
Mr. Gibbons will handle the sale of draft controls 
in Ohio and western Pennsylvania. Charles Davis, 215 
Cushman, Plainwell, Mich. will cover the state of 


Michigan. 


> L.S. Maenuine as sales manager of heating and 
cooling products for the Richmond Div., Rheem Mfg. 
Co. Mr. Maehling, who joined the Richmond organi- 
zation in 1948, will headquarter at the division’s gen- 
eral offices at Metuchen, N. J. He will be responsible 
for the sale of gas and oil fired warm air heating 


units and central summer cooling units. 


> W. E. LanpMEsseR as manager of sales for resi- 
dential and commercial air conditioning products 
a newly created position for York Corp. Mr. Land. 


messer has been with the firm for 18 years. 


> Strantey F. SKAFTE as director of engineering 
for Utility Appliance Corp. Mr. Skafte, a director of 
the company, was formerly director of sales for the 
heating and air conditioning division. He is being 
succeeded in that capacity by Charles F. Cushing, 
formerly merchandising manager. Richard J. Peter- 
sen has been appointed manager of research and chief 


engineer, Utility divisions. 


> JouHN ADASKA as assistant manager of the Crane 
Co.’s heating department, succeeding W. D. Howard, 
who has retired. Mr. Adaska joined the company in 
1948 and has been in the heating sales department for 


the past two years, 


> Joun S. Huser as sales manager of the heating 
and cooling division of the Heil Co. Mr. Huber joined 
the division in 1952 as a sales representative and be- 
fore that operated a Heil dealership in Lancaster, Pa. 
Frederick R. Zwanzig, formerly a Chicago branch 
sales representative, has been named field training 


director of the division. 


> \V.A. Kirpy as vice president and manager, West- 
ern Plants. for John Wood Co. Ltd. He is succeeded 
as vice president and manager of the Winnipeg plant 
by T. H. Gibson. Charles E. Hanley has been ap- 
pointed a district representative by the company’s 
heater and tank division. Mr. Hanley, formerly dealer 
promotion manager for Columbia Gas System, Pitts- 
burgh Group Companies, will cover the Pittsburgh 


area, 
> Richard CuLtom, formerly general manager of 


the Windmaster Corp., as a vice president of the 


Thermo-Base Div. of Gerwin Industries, Inc. Also 
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LOW COST 


FIELD TESTED 


hporide 


RUTOMATIC HUMIDIFIER 
"| FOR COUNTERFLOW 
STYLE FURNACES 


in basementless houses with perime 
eter heating. 


@ Provides true winter air condi-« 
tioning at low cost. 


@ Installs in minutes. All parts fur 
nished for mounting on exterior 
of furnace casing. 


Balanced humidity assured by 
sensitive thermostatic control of 
water flow. 





Complete assemblies for furnaces 
with concrete floor plenums, or 
with crawl space plenums. 


WRITE FOR CATALOG A-6 





YOU Need This 
P-Wiom Ovolalelbilelaliatcm Ct-tt-llele| 


Illustrates, 9 


Prices . of 


ON Z 0.000 [as 


cosusiiibaiiielt 
REFRIGERATION 
ELECTRIC MOTORS 


Py rts and Suppl 1e9 Prompt deliveries of 


fresh stock — for less! 


We sell you — NOT your 
customers. And we sell for 
less. Buy — by mail — 
with confidence from our 
DEPENDABOOK catalog. 


Write for your copy today on your letterhead to 
The HARRY ALTER CO., INC. 


1717 S. Wabash Avenue, Dept. G, Chicago 16, Illinois 


Branches in New York, Dallas. Atlanta 


AMERICAN ARTISAN, JUNE 1956 


= FOR SOUND 


-WA 
DAMPER 


REGULATOR 
SETS 


No. 69 SET 
SINGLE BEARING 
for SMALL DAMPERS 


Retractable bolt and 
quick, easy means of 
fastening bearing are 
among features that 
make this the most con- 
venient and economical 
set available. 


No. 70 SET 
for LARGER DAMPERS 


Identical with No. 69 
except with 2 retract- 
able bolt bearings 


HOLLAND, MICH. 





W. A. WHITNEY LEVER PUNCHES 


For Every Shop and Tool Box 











Also supplied 
with tbvree 
punches and 
three dies in a 
cardboard carton 





No. 4B Punch 

All parts drop-forged. 

Most sturdy punch built for size. 
Capacity — 1%," hole through 16 gauge metal 

Length — 8'/," Depth of throat — 2” 
Weight — 3 Ibs. Stock size punches 1/16” to 
9/32" by 64ths. 
Write for catalog —then contact your jobber. 








National rolls to 
your specifications 
— angles, channels, 
tees, rods, flat- 
bars, pipe and tube 
—plain, or punched 
for riveting or 
bolting. 


Phone — 





One Ring— 
or thousands... 





If you haven't worked with rings 
rolled by National, you're due for 
a pleasant surprise . . . for these 
true rings, guaranteed to fit your 
job, are: 


Accurately rolled with uni- 
form curvatures. 


Easy to fit on the job. 


Punched with the bolt or 
rivet holes you need. 


Available in the metals 
you use — carbon steels, 
stainless steels, aluminum, 
etc. 


The best valve at the best 
price. 


Ready for immediate de- 
livery in leg out rings in 
many sizes. . 


Tens of thousands of National rings 
have been used in all parts of the 
country by large and small sheet 
metal shops. They are rolled by 
experts on the most modern high- 
speed equipment to give you a 

ecision ring at the lowest cost. 

rite — about your require- 
ments, and the National list of 
stock sizes and quantity discounts. 


Sheet metal fabricating and 
assembly work is another Na- 
tional specialty organized for 
YOU. Use it as your stand- 
by facility. 


Bishop 7-4255 


NATIONAL METAL FABRICATORS 


2142 S.Sawyer Avenue 


Chicago 23, Illinois 





appointments 


(Continued ) 





named a vice president of the division is Dan Lynch, 
who for the past three years has served as sales man- 
ager for the Windmaster Corp. 


> Frank E. Hopepon as director of the American 
Gas Association Laboratories. Mr. Hodgdon, who has 
been with the laboratories for 17 years, was named 
assistant director in 1955. 


> CHarces M. HEATHMAN as service manager of the 
Brunner Co. of Gainesville, Ga., an associate company 
of the Brunner Mfg. Co., Utica. N. Y. Mr. Heathman 
was formerly a district sales manager for Servel, Inc. 


> Wittarp Danner, former sales manager for the 
Chicago district of Armco Steel Corp., as manager 
of eastern sales for the company. He will make his 
headquarters in the general offices in Middletown. 
Sidney Yager, who has been a salesman in the Chi- 
cago area for the company since 1932, will succeed 
Mr. Danner as Chicago district sales manager. 


> JoHN KARNELL as district manager covering the 
state of New Jersey for the Airtemp Div., Chrysler 
Corp. Before joining the division, Mr. Karnell was 
a sales engineer for the Northeastern Engineering Co.., 
Paterson, N. J. His headquarters will be in the New 
York sales office, 125 West End Ave., New York 23. 
Raymond L. Griggs has been appointed a field engi- 
neer for the Columbus, Ohio district. Before joining 
the division, he was an air conditioning and heating 


sales representative for Stratton & Terstegge Co. 


> Roserr C. 
southeastern district for the Heating and Air Condi- 
tioning Div., National-U. S. Radiator Corp. Mr. Seaton 


SEATON as district manager for the 


joined the former National Radiator organization in 
1934. Succeeding him as Richmond branch manager 


is John M. Newlon, Jr. 


>» Howarp SMITH as district sales manager for the 
O. A. Sutton Corp., Inc. in the Atlanta, Chattanooga, 
Knoxville, Jacksonville and Miami areas. Mr. Smith 
will be in charge of “Vornado” central system air con- 


ditioner sales and promotions in the area. 


>» K. Keciy KeNNAN as San Francisco district sales 
manager for the heating controls division of Robert- 
shaw-Fulton Controls Co. Mr. Kennan will be respon- 
sible for sales of heating controls in an area covering 
northern California and the states of Oregon, Washing- 
ton, Montana, Wyoming and Nevada. 


> Herserr F. Ropinson as New England district 
OverHead Heaters, Inc. He will 
offices at 145 N. Common St., Lynn, Mass. 


manager for have 
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Cut ANY Shape in Metal... 


\ 
with a BEV ERLY THRO KILESS SHEE 


® Make clean, knurl-free cuts in any 
metal to capacity 


® High Carbon High-Chrome Blades 


@ Built to last a lifetime 


Here's What a 
Beverly Can Do! 
R Cuts made in 


18 ga. metal 


t& with Model B-1 


Beverly Shears are the 
most versatile metal 
shearing tools you can use. Model B-3 
Unique shoulder design permits any with Ball 
cut... rack and pinion gives Bearing 
great power with little ‘ Hold Down 
effort. Alloy steel body for 
maximum rigidity and strength. 
Made in 4 models 

Write for illustrated circular —or see your Beverly Distributor. 


Geuerly SHEAR MFG. CO. 


3020 W. 111th Street Chicago 43, Ill. 














¢ Easier 
to Install 


« New Quiet 
Operation 


« Competitive 
Prices 


COOLAIR Ventilating Fans 


For quiet, general purpose ventilation at lowest 
cost, you can't beat the Coolair type CQ shown here. 
It’s ideal for schools, auditoriums, and stores... 
wherever a quiet fan is needed. 

Exclusive rubber vibration insulators, as shown 
in the insert photo, are built into the fan frame. 
You can meet specifications for resilient-mounted, 
wall-type fans with far less installation trouble 
and cost. No bother with mounting fan on rubber 
or felt 

Proof that Coolair prices are competitive—Coolair 
fans were used on all four U.S. 3rd Army barracks 
rehabilitation projects started in the summer of 1955. 


Write for Free Catalog Folder 


AMERICAN COOLAIR 
CORPORATION 


3610 Mayflower Street 
Jacksonville 3, Florida 
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FLANGES THE DUCT 
with Amazing Speed ! 


Less than 5 seconds on short 


and lighter pieces 
Slightly longer on bulkier pieces 


MAKES PERFECT 
DRIVE-CLEATS TOO! 


The ONLY tool that does both. 

A complete drive cleating tool ... 

no set-up time . . . no adjustments. 
Handy to take out to the job when 
not needed in the shop. Turnsidle 
time into production time. Flanges 
any square duct up to 20 gauge. 
Quickly pays for itself in time, 
material and labor savings. 


4 


No. 12 Smith's Cleat Bender 
(12” wide) . . $49.80* 
No. 18 Smith's Cleat Bender 
(18” wide) .. 78.60* 


PERFECT 


DRIVE CLEATS 

fit the duct without 

the use of a screwdriver. 
*F.0.B. Waukegan, Illinois TREMENDOUS SAVINGS 


— og change in erection time and labor, 


R. E. SMITH 


1124 Elizabeth Avenue e Waukegan, Illinois 











Installation Costs! 
One hammer blow 
permanently rivets 


omy 


STANDARD 
E-Z-ON 
DAMPER 
REGULATOR 


E-Z-ON Damper Controls are easily, quickly in- 
stalled to save you time and money. E-Z-ONS 
lower initial cost offers you additional savings 
and extra profits. Start saving money now... . 
Call your jobber today! 

LEADING JOBBERS STOCK ‘‘EZ-ONS" 


In Caneda — THERMIDAIRE CORP. LTD. Terente 


M.A. GERETT CORP. 


724 WEST WINNEBAGO STREET, MILWAUKEE 5, WISCONSIN 








Proved way fo cut assembly costs 


P-K hardened 


@ Eliminate tapping, soldering, 
riveting, bolting 


® Stay tight under vibration 


®@ dependable, uniform quality 


Save time and money 
in fastening metals— 
plastics—laminates 


Type Z Slotted or Phillips 


A 


iF IT'S r- IT'S O.K. 


PARKER-KALON 
THE ORIGINAL SELF-TAPPING SCREWS 
Parker-Kalon Division * General American 


Transportation Corporation. * Clifton, New Jersey 


THARCO 


£— sbestus ri 
a YRNACE CEMEN § 





STANDARD IN THE FIELD 


Superior features of Tharco— 
® No Shrinking 
® No Cracking 
® No Checking 
THARCO is available in either black or light 
gray in l-pound cans to 350 pound drums. 


ORDER FROM YOUR JOBBER 





THE ARMSTRONG COMPANY 


241 S. Post Street « Detroit 17, Michigan 


appointments 


(Continued ) 





» J. C. Lewis as southwest district manager for Re- 
frigeration Engineering, Inc. Mr. Lewis will have 
headquarters in Houston and will cover the Texas- 
Oklahoma territory. Prior to his recent appointment, 
he operated the J. C. Lewis Co. and was distributor of 


“Recold” products in the Houston area. 


> Wayne Norin as manager of the newly opened 
Milwaukee branch office of Powers Kegulator Co. 
Branch manager of the newly established Omaha office 
is Robert F. Cummings, formerly of the Des Moines 
branch. Charles E. Brandes, formerly sales engineer in 
the Cincinnati office, has been named resident engineer 
in the firm’s Dayton office, and Joseph H. Richards, 
also previously with the Cincinnati office, has been ap- 


pointed resident engineer in the Columbus office. 


> Ben F. Kracurt as sales representative in the New 
Orleans area for Inland Steel Products Co. He was 
previously with the company’s St. Louis branch, where 
he served as assistant manager and sales representative. 
William C. Kneer, formerly sales engineer in the Balti- 
more area, has been appointed sales engineer in Con- 
necticut, Rhode Island and western Massachusetts. 


Joseph F. Davis has been named sales engineer to 


Send for Our 
NEWEST 
Catalogue 


— with complete pricing 
and engineering informa- 
tion on our entire line. 
See page 15 for our 
ALUMITINT Line — a 
Color Anodized all alumi- 
num register for high 
grade residential air con- 
ditioning. 


For QUALITY, STRENGTH, and DEPENDABILITY 
— in SCHOOLS 

in HOSPITALS 

in PUBLIC BUILDINGS bDepr. # 


Two Complete Lines of Registers anc 
Grilles for HEATING * VENTILATING - 
AIR CONDITIONING 


REGISTER & GRILLE MFG. CO., INC. 


70 BERRY STREET, BROOKLYN 11, N 
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appointments 





cover the state of Maryland. He was formerly employed 
by Davis Construction Co. of Baltimore. Other new 
sales engineers are Edward M. Kirar, who has been ap- 
pointed chief construction engineer, engineering serv- 
ice, and Dumont L. Jones, who has been named field 
construction engineer, engineering service. Randall A. 
Burr has been appointed sales engineer in the metro- 
politan Philadelphia area and Lawrence D. Coffman 
will serve as sales representative in the Cincinnati 
branch area. 


>» Exvmer J. Dirrricn as air conditioning applica- 
tion engineer for Amana Refrigeration, Inc. For the 
past four years Mr. Dittrich has served as refrigeration 


process engineer. 


> Mac Bern Associates as manufacturer's repre- 
sentative for William Steinen Mfg. Co. The new rep- 
resentative will cover all of New York north and west 
of Westchester county to Erie, Pa. 


. RicHARD GRACE as representative in the state of 
Florida for Insto-Gas Corp. Mr. Grace will have offices 


in Orlando. LAMCO, with offices in Simsbury and 


Elmwood. Conn. and in Boston. will serve as repre- 
| 


SPEED UP METAL 
_ CUTTING 


z= 


with an 
Ingersoll-Rand 


cuts 

sheet metal, 
bolts, rivets, 
spotwelds, 
drums... 
drives out 
bolts, pins, 
rivets... 
scrapes off 
paint rust, 
dirt, etc. 

Ask for a 
demonstration 


NOW! 
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IMPACutter 


Stubborn, time consuming 
metal cutting jobs become 
a breeze with this cost- 
saving tool. Enthusiastic 
users are finding new uses 
for it every day. Any job 
requiring cutting, driving, 
scraping or breaking is a 
good spot to try this power- 
ful air hammer. 


Call your Ingersoll-Rand 
distributor now for a free 
demonstration in your plant. 


Ingersoll-Rand 


11 Broadway, New York 4, N.Y. 


1956 


PRS 


ee 
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P-K hardened Massy Noiils 


do the work of plugs and expansion bolts 


<< <4 
— 


... at a fraction RSA 


of the cost! 


Built to drive straight 
and stay tight 


@ No pilot holes needed in soft masonry 
Drive easily into pre-drilled holes in 
harder materials 








Won't loosen—even under shock or 
vibration 


IF IT'S P-K...1T'S O.K. For the finest 
fasteners made, insist on Parker-Kalon 
... the name you can trust. Get samples 
from leading distributors who stock P-K 
Masonry Nails . . . or write: 


TRADE MARK 
CG US. PAT OFF 


PARKER-KALON fasteners 


Parker-Kalon Division * General American 


Transportation Corporation * Clifton, New Jersey 


PRE-FABRICATED 
DUCTS and 
FITTINGS 


the complete streamlined 
line ... 


For extra profits, use AJAX Pipe and 
Fittings . . . save installation time and 
labor . . . fit tight and fast with AJAX 
Automatic Snap Lock connections. 
FORCED AIR and GRAVITY INSTALLATIONS!. 
@ Precision Made 
@ Highest Quality 
@ Quickly Assembled 


WRITE TODAY for line catalog giving full 
data. 


AJAX FURNACE FITTING CO. 
Cincinnati 2, Ohio 


216-220 E. Front St., 
Division of The Cincinnati Sheet Metal 
and Roofing Co. 
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THE RIGHT SHEAR 
FOR ANY CUTTING JOB 
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MARSHALLTOWN 


ROTARY 
THROATLESS 
SHEARS 


Seeeeeeeeeneeeeeae f 


CUTS ALL SHAPES—SIZES 
@ QUICKER 
@ EASIER 
@ FASTER 


Here's a shear that's right for every job. Speedy — efficient. 
Cuts up to | Inch stock — speed to 6 ft. per minute. Ex- 
cellent for irregular cutting or straight splitting. Available 
in hand operated or motorized models. Prompt shipment. 
Send today for special illustrated bulletin. 


MARSHALLTOWN 
MANUFACTURING COMPANY 


Marshalltown, lowa 








Next Job, 
Specify the 
Magic 
Self-Feed 
Bit 


PLANETO 


One test will convince you this is the bit for you! 
Matching threads on pilot and outside diameter 
make any job faster, easier ! 


© Replaceable pilots for economy 
Removable shanks for versatility 
Easy job-resharpening for long life 


A full range of standard bit sizes at 
your favorite tool jobber 


PRICE & RUTZEBECK 3% 
* 


P.O. BOX 30 HAYWARD, CALIF. 


National Oil Heat Exposition Booth #454 





appointments 


(Continued ) 





sentative in New England. Donald Edwards has been 
transferred from the central to the southern territory. 
He will have headquarters in Atlanta. Arthur Lacroix 
moves from the midwestern to the central territory 
and will have headquarters in Detroit. Bert Felzer will 
leave New England for the midwestern territory and 


will headquarter in St. Louis. 


> Gunar Moe as district manager for the New York 
office of Century Electric Co. Prior to his promotion, 
he was district sales manager of the New York office. 


>» H. B. Hastings, Jr. as field representative for the 
Carlin Co. Mr. Hastings will assist B. J. Watling, sales 
manager, in expanding the company’s sales program 


and field engineering service. 





@hituaries 


George L. Erwin, Ir. 


Georce L. Erwin, Jr., 60, vice president, heating sales 
for Crane Co., was killed in an airplane accident at 
Jeffersonville, Ind., May 15, 1956, while on his way 
to attend a heating dealers’ convention at Louisville. 
Mr. Erwin joined the company in 1936 as assistant to 
the vice president of sales. He served as district man- 
ager (district four), and was manager of the jobber 
products department before being elected vice presi- 
dent in July, 1952. He is survived by his widow, a 
daughter, and his parents, Mr. and Mrs. George L. 
Erwin, Sr. of Barrington, IIL. 


Charles FE. Cotwner 


CuHartes E. Towner, assistant to the vice president 
of heating sales, Crane Co., died May 15, 1956. Mr. 
Towner was on his way to a heating dealers’ conven- 
tion at Louisville when the airplane he was traveling 
in crashed at Jeffersonville, Ind. He was a testing engi- 
neer and later an assistant research supervisor before 
being named assistant to the vice president of heating 
sales in 1952. Surviving are his widow and one 
daughter. 


Jolm Zingsheim 


Joun Zincsueim, 89, died April 14, 1956 at the home 
of his daughter, Mrs. Florence Garska, at Shawano, 
Wis. Mr. Zingsheim was in the sheet metal and heat- 
ing business for over 50 years and was the owner of 
the Shawano Sheet Metal Works until his retirement. 
He was one of the first members of the Sheet Metal 
Contractors’ Association of Wisconsin. He is survived 
by his son, George G. Zingsheim, Minneapolis, and 
three daughters. 
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THE GENERAL 


Be prepared for “GIANT’’ 
PROFITABLE BUSINESS... FURNACE CLEANER 


Spring is just around the corner and hundreds of thousands 
of heating plants will be shut down for the summer season. 
During the Spring and Summer of 1956 the cleaning of these 
furneces will be big business. “Be prepared” to get your 
this profitable business. The requirements are 

: All you need is a service department, an expert 

crew and a GENERAL “GIANT'' FURNACE CLEANER. The 
General ‘Giant’ is the most powerful vacuum power cleaner 
in the furnace cleaning industry today. In addition, $300 
down starts you in business and earning $100 or more a day. 


WIRE, WRITE OR PHONE TODAY Wm. W. Meyer & Sons, Inc. 


FOR FURTHER INFORMATION AND DETAILS 


8257 Elmwood Ave. Skokie, Illinois 
ON THE GENERAL ‘‘GIANT"' FURNACE CLEANER 


(Suburban Chicago) 
Phone: INdependence 3-5127 

















ORNAMENTS 


STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 
made up promptly. 


If you don’t have catalog K, send for it NOW. 
MILLER & DOING 


89 ADAMS STREET BROOKLYN, N. Y. 

















TRIPLE-LIFE 
ALL-PURPOSE 
SHEET-METAL CUTTER 


An essential tool in the automotive, air conditioning, heating, 
and building maintenance industries. Cuts panels cleanly— 
straight line, square, triangle, curve or circle. Blades easily 
sharpened, thinned or replaced. FREE replacement blade 
means two cutters for the price of one. 


LIST PRICE SCHILD MFG. co. Dept. AA-56 


4127 N. 60th Street Milwaukee 16, Wisconsin = safeguard a ; i : eer 
SEIS wie rree ne . azard- ar cg recounlee © 
eM OER From roUR visTeiouToR — oisTaBuTOR navies iui g-fired Bees against BAM Denlers Tare: 
t sales 
- . = minum bd 


alu . 
ybing- 


o.D. * 
’ ODER 
The M ytmos 


offers ths 





Look Better — Last Longer BRS 
Superior workmanship and finish in heavy-gauge SIX DE | 
metal assures installations of lasting beauty. a a 
Most designs stamped in any thickness, up to bd bdbd 
one-fourth inch, from any metal. Catalog No. KY 
36 illustrates all designs and gives complete aa" 2 
working data. Free on request. 


Diamond Manufacturing Co. 


























Box 34 Wyoming, Pa. 


Sales representatives in all principal cities 
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In Stock-Ready for You-§ | “K” BOX GUTTER HANGER 


= —_~ 


most sizes of 
the famous 


Swartwout 


Rotary 


Quick delivery! 


The Swartwout Co. 
18511 Euclid Ave., Cleveland 12, Ohio 


Hard to Aluminum, Cast Iron 
SODER — Stainless Steel 


Metals Galvanized Metals 


SODERING 
BRAZING & WELDING 


L.B. ALLEN CO. INC. Chicago 31, Ill. 
6702 BRYN MAWR AVENUE, CHICAGO 31, ILL. 


- 





Announcing the NEW 


Sizes 4"-5" Zinc Coated 

SPECIAL FEATURES 

* Fit — Precision made. 

* Strength — Prime metal 
only 712 gauge. 
Rib — in back acts as a 
guide for gutter — pre- 
vents catching on nail 

ads. 

Spring Clip — stays se- 
cure under all conditions. 

50 per carton § including 
Spring Clip. 


Manufactured by 
Berger Bros. Company 
229-237 Arch St. 
Philadelphia 6, Pa. 














MAKES 
BETTER 
CONTROLS? 


See pages 37-38 











CLASSIFIED agents wanted ... 
E R 7 I ] N ( MANUFACTURERS AGENTS WANTED 
Jobber sales for new product by new company 





to be announced soon. Popularly priced unique 


Classified Section: Rates for classified advertising are 12 cents for device benefits all warm air furnaces. Full scale 


promotion to back you up Good commission 


each word, including heading and address. One inch $6.00. Count rate. Seeking top grade men handling quality 


lines. Reply stating lines handled and territory 


seven words for keyed address. Minimum $2.00 for each insertion. Write Key 1046, American Artisan, 6 North 
: L 


Cash must accompany order. Closing date 20th of month preceding asicmagae 


publication. 


Ave., Chicago 2, I 





situations open... 





for sale... 





WANTED need salesman with knowl 
edge of rm ir heating equipment and 
affiliated lines » call on jobbers and dealers 
owing concern sitio o rs excellent op 
Write complete 

experience to Key 

rth Michigan 


SALES MANAGER For company manufac 
turing = line of ga heating equipment and 
evaporative coolers. Position requires both inside 
sales administration and outside contact with 
trade and own salesmen. Offers unlimited op 
portunity to man with magination and enter 
prise Experience mn gas heating sales desirable 
Put mot necessary wf other experience compen 
ates Midwest location. Salary open All re 
ples conhdential will be inswered Address 
Key 1047 American Artisan N Michigan 
Ay Chicas 2 i 


sales program calls for the opening, in the 

utur of ral n rritories. If you 

n cating und air con 

litioning qu Ss, we may have 
1 good portunity Send full intor 
mation iF uuca n experience 
und income requirements to CONCO ENGI 
NEERING WORKS. Heat ind Air Condi 


tioning Division, Mendota, Ilinvis 


190 





WANTED 
FOR SALI 


Manufactu -presentat in all o 
NEW AIR CONDITIONERS inufacturers representatives in a territor 
ies, for complete line of residential and 
Several 10 and 15 Ton Remcor Units commercial heating and cooling equipment 
. Reply with alificatio ‘ ‘ 
Compressor Type Without Blower 7 ith list of qualifications and photo 
graph to Key 1045, American Artisan, 6 


Also Other New Materials Suitable for 
‘ se > : North Michigan Ave., Chicago 2, Ill 


Shopping Center or Stores 


BAY SHORE SHOPPING CENTER 








5904 N. Port Washington Road 





Phone Edgewood 2-813 
Milwaukee, Wis 
(All items offered subject to prior sale) Prominent midwestern heating and air condi 


tioning manufacturer needs —paios sales 
man to develop new wholesaler distribution 











Man chosen must be willing to travel exten 
sively. Excellent financial possibilities. Write, 
giving full details of experience and earnings 
44” Ribbed Wire Glass Stock Sheets. 30¢ sq. ft Include photograph. If your qualifications fit 
cut sizes slightly extra, plus boxing, F.O.B. our our need, we'll arrange for an interview at our 
warehouse. Atcheson Glass Co., 920 Main St expense. Write Key 1049, American Artisan, 6 
Buffalo, New York N. Michigan Ave., Chicago 2, Ill 
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YOU x imie | SERVICE SECTION 


to read and use Rates for display space in the Service Section are $12.00 per 


AMERICAN ARTISAN | | ist ?iicis'stmewonu preceding Rowen CO 











You who are making your livelli- 
hood from warm air heating, resi- 
dential air ditioni or sheet 


metal contracting can best use the This section represents an ideal opportunity for manufacturers to 
practical helps published in Amer- 


ican Artisan each month. get their messages across to readers of a national publication in 


@ Last year’s record is evidence 
that the Artisan covers these sub- 
jects most thoroughly: 175 feature 
pages on Air Conditioning and 
Warm Air Heating; 170 pages on 
Sheet Metal Fabrication and Con- 
tracting; 215 pages on Management 
Methods. That’s 560 pages—in ad- 
dition to useful departments such as 
Questions & Answers, New Prod- 
ucts, Trade Literature, Association 
Activities, etc. —~ —— +e - - - —- — 


@ You will get in the Artisan vital Drive HANDY TOOLS AND EQUIPMENT 


information and practical “know- Cleat 
how” of dollars-and-cents value to Notcher Quick Set 


your business. It points the way to- Dividers 
ward better methods, lower costs, 

and improvements in merchandising New 

and contracting procedures, also cor- Clip Punch 
rect practices in design, fabrication, 








their field. Whatever you make or sell, you'll find a large, recep- 
tive audience, easily reached at a minimum outlay. Plan now to 
move your products quickly and economically with consistent ad- 


vertisements in this section. 








: . ar For fastening slips or seams 
installation, and servicing. on ducts. Will push a “half a 


r ; most accurate on 
@ Just one idea could easily pay 2 . No hammer- the market. Twe slave 
back many times the small amount Handles up to 3° wide, 


for circles up to 36” and 
of your entire subscription. By or- pea a pb. ag ten slip to the duct. 48”. Removable steel points, 


: ’ “ il, N ter punch. 
dering now, you'll automatically get on bench, or on job with COMPLETE LINE OF SHEET sell ct sella 

the next big annual Buying Direc- clamps, or bolts and METAL MACHINERY 

tory described below. eo 


REINER & CAMPBELL CO., Inc. Post Office Box 5035, Newark 5, N. J. 


























TO KEENEY PUBLISHING COMPANY RUBBER | SHEET METAL 


6 N. Michigan, CHICAGO 2, ILL. 
LADDER SHOES | MACHINES & TOOLS 


O.K. . . . Enter this subscription for ” ae F taaay. Leckformer Machi Peer Spot Welders 
a te a eee ar Sk JOHNSON Chicage Hand Brakes Reed Power Rolls 
checked below, at special introductory LADDER SHOE CO. psa g Berg — Whiewsy — 
_ Pexto Foot Shears wentneg: Foot wanes 
. Wi iT Pexto Rotary Machines Pexto Mechanic's \s 
a2 peng neh Beng hag a Cs Pexto Slip Rolis sa & Decker Tools 
i, Pexto Bar Folders tt-Marr Bandsaws 
2 Years, (24 big issues) $5.00 Smith Cleat Benders Marshalltown Presses 
Saves you ONE DOLLAR CASH. ADJUSTABLE ELBOWS Savage Nibblers Punches and Dies 








Registers and Grilles Mipatan Pittsburgh Lock Hammers 


Check here for l-year trial for $3. in US. | Deliveries from Stock 

| 3 SEND FOR CATALOG 
Rates to Canada 3 yrs., $10; 2 yrs., $7 | J 

’ uniper Elbow Co. Inc. 

wee. “4 CENTRAL-WEST MACHINERY CO 
| 72-15 Metropolitan Ave. 
(It is understood that this will bring me the vill Li, N.Y. } 335 S. WESTERN AVE CHICAGO 12, ILL 
Annual Buyers’ Guide Directory of Equipment | made lage, PHONE: HAymorket 1-0900 
Manufacturers and Trade Name Index in each | . 
January issue.) . oo — - : 














a. enclose check for $ . & Send bill | ‘*CORRECT PRACTICE 
in OIL HEATING”’ 


My Name eeees 
(Please Print) | This special series covers every angle of oi! burner 


work, including arrangement of shop stocking 


Title | parts . . . record-keeping . . . installation proce IT HAS THE 
| dures . . the handling of crews . . . how to 
make heating surveys . . . size combustion cham SPEED YOU WANT lob 
; . LL can a slow, costly job, 
s . ins h , e 
_ 7 scape batts art. Sarnees or a quick, profitable one. Thousands of con- 
use testing instruments . . . and operate tractors and maintenance departments use the 
Street | a service department. It contains, as well, a com- Wodack “Do-All’"® Electric Hammer, which gives 
| let f f oil b them the drilling speed they want ; 
Oe We eee ee Se ee ee Why don’t you give this power tool a trial? Buy 
City trouble—57 pages of practical helps. Send $1.00 one and you will want more. It’s the hammer 
for a copy to the address below. KEENEY PUB- that can also be used as an electric drill. Ask 
ISHING COMPANY, 6 No. Michigan Ave., Chi for Bulletin 510-AA 
ct te i ane Hem WODACK ELECTRIC TOOL corP. 
cago 2, Ill 4627 W. Huron St., Chicago 44, Il. 
Our 40th Year Making WODACK® Electric Tools 


Firm 


Postal Zone No 








Business 
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Se CENTRAL HEATING units 
gas fired Conversion burners 


Ps “4 ‘ on 2 , ats 
Bae Eas kee eee 


Your customers will like the economy and efficiency of a JZ Gas 
Conversion Burner that eliminates coal storage and handling. 


JZ Gas Fired Conversion Burner is fully automatic with a choice of 
electric or gas-actuated controls. 


Installation — it is easy to make a 
workman like job — just bricks in 
ash pit opening of furnace — and it 
will fit 98% of the domestic heating 
plants. Gas Control Valves, pilot 
and piping are all shipped in a 
complete package assembly. 


One Model +CB-200, on natural 
gas has input rating of 75,000 to 
200,000 Btu. Pipe size 34”. A.G.A. 
approved. 


Central gas heaters 


eS OE a nl eet 


“VERTICAL OR HORIZONTAL 


Central Heating Units that are universally adaptable; a complete 
package unit ready for installation. Vertical and Horizontal models 
of equal efficiency permit installation in basement, attic, service 
closet or utility room in old or new homes. 


The Horizontal 
model can even be 
installed under the 
house, or for indus- 
trial heating can be 
installed on shelf or 
balcony; used as a 
suspended heater or 
as a duct heater. 





Capacities from 
65,000 Btu/hr input 
on natural, mixed or 
L.P. gas. A.G.A. ap- 
proved. 


Write for illustrated literature and prices. 
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WHITE-RODGERS CONTROLS FOR MODERN COMFORT 
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Fast, safe, reliable operation regardless of stack 


WHITE-RODGERS OIL BURNER PRIMARY CONTROLS temperatures low as 200°—high as 1000°! These 
INTERMITTENT AND CONSTANT IGNITION TYPES 


White-Rodgers controls are engineered to meet 


You can depend on White-Rodgers controls to 


set the standard... and maintain it. 


for that B. lilly plus...insist on White-Rodgers 


WHITE-ROUQUGERS Controls for Modern Comfort 


HEATING + REFRIGERATION - AIR CONDITIONING 


ST. LOUIS 6, MISSOURI e TORONTO 8, ONTARIO 





